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Furnished through the courtesy of The First Boston Corporation 
1952 Range Dec. 31 
High Low 1952 
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ituminous Aetna Insurance Company ‘ 6514 
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Agricultural Insurance Company 
American Alliance Insurance Company 
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If you wrote your own specifications for the field man 
likely to be most helpful to you, what would you list? 


First of all, you want a man who really knows insur- 
ance, ready and able to fill you in with the facts whenever 
you need information. 


You want a man with authority from his company to 
make on-spot decisions, saving valuable time for you and 
your clients. 


In the exchange of ideas on sales techniques which he 
gathers in his travels over the territory, he should be an 
extra pair of eyes and ears for you. 


Further, he should be fully aware of your own partic- 
ular problems and give you understanding cooperation. 


When he calls, you want to be able to greet him as a 
friend, not simply an impersonal “representative”. 


It is no accident that the Fire Association-Reliance 
Field Men measure up so closely to the standard you 
would set. Your necds are kept in mind when candidates 
are first selected, and during a thorough, léngthy train- 
ing in every phase of field activity. Most important, they 
represent a. company that will never grow too large for 
“family” feeling, a company that has high regard for per- 
sonal relationships and retains them through the years. 


That's a major reason why more than 25 percent of our 
agents have represented us for more than 25 years. Why 
not find out how the Fire Association-Reliance Field Man 
can help you? 


Head Offices: 401 Walnut St., Philadelphia 6, Penna. 
Branches in Atlanta, Chicago, Dallas, New York, San 
Francisco, Toronto. Claims and Settling Agents through- 
out the world, 





A Good Agent 
Will Pass 
This Way 


In the following months, The American 
Insurance Group will present a series which 
will highlight eight of the most important 
qualities that distinguish a competent 


insurance agent. 


This series is based on literature prepared by the 
National Association of Insurance Agents and will 
feature many beyond-the-call-of-business activities of the 
local agent as well as the valuable services he renders 

in providing adequate protection when and where it 


is needed. 


The American Insurance Group takes this 
means to call attention to the good local agents nation- 
wide . . . the men who have been so instrumental in 


developing insurance to its present fundamental position 


over 10,000 local agents have chosen to 


represent our Group. 


4 in our nation’s economy. We are justly proud that 


The American Insurance Co. © Bankers Indemnity Insurance Co. © The Jersey Fire Underwriters 
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COMPANY DEVELOPMENTS 


SUMMARY of the insurance company developments 
throughout the United States and Canada in recent months 
appears hereafter. This summary includes notices of examina- 
tions conducted, and also new, licensed and retired companies. 


Licensed 
and Marine Mutual Ins. Co. .. Ala. 
Admitted 
Ins. Co. 


ALABAMA 
Mobile Fire 


Angeles, Cal. 
; Chicago, Ill. 
Vancouver, B. C. 


Beneficial Standard Life Ins. Co. ......... Los 
Mid-States Ins. Co 


Pacific Coast Fire Ins Co. 


Admitted 
( Mutual) 


COLORADO 


Capital Fire Ins. Co. (Mutual) .............. Lincoln, Neb. 

GEORGIA \dmitted 
Educators Mutual Ins. Co 
International Service Ins. Co 
Perkiomen Mutual Ins. Co 


Standard Casualty Co. 


....Lancaster, Pa, 
Fort W orth, Texas 
Collegeville, Pa. 
Houston, Texas 


ILLINOIS Incorporated 
American Live Stock Ins. Co. 
\dmitted 
American Merchants Mutual Ins. Co. ....) Minneapolis, Minn. 
Farmers Alliance Ins. Co. ...........000+- McPherson, Kan. 


.Geneva, Ill 


INDIANA 
The Fire 


Germantown Fire Ins. Co. 


Admitted 
and Casualty Ins. Co. of Conn. .... Hartford, Conn. 
chmncnwugesen gia Philadelphia, Pa. 


KANSAS Admitted 
American Farmers Mutual Ins. Co. 
Minnesota Farmers Mut. Cas. Ins. C 


aadvpn wi ae Chicago, III. 
.Minneapolis, Minn. 


Admitted 
America . 


MARYLAND 


irst Security Ins. Co. of .. Washington, D. C. 


cr Gmpany 
AUTOMOBILE 
FIRE & EXTENDED COVERAGE 


Examined 
Farmers & Mechanics Ins. Assn. of Cecil Co. 
Maryland Casualty Co. 
National Guild Ins. Co. . 
MINNESOTA Admitted 
Illinois National Casualty Co. .. 


MONTANA Admitted 
Electric Mutual Liability Ins. Co. 


NEVADA Admitted 
Fulton Fire Ins. Co 066s00ebeaenes sens New York, N. Y. 
Inland Empire Ins. Co. ...............Salt Lake City, Utah 
NEW YORK Licensed 
Transatlantic Reinsurance Company ...... New York, N. Y. 
Examined 
Patrons of Husbandry Co-operative Fire Relief Assn., 
Herkimer, N. Y. 
Reliance Marine Ins. Co., Ltd. .............. Liverpool, Eng. 
Schaghticoke Mutual Fire Ins. Ca. chaghticoke, N. Y. 
Tioga County Patrons Fire Relief Assn. ...... Owego, N. Y. 


NORTH CAROLINA 


Eastern Ins. Co. . 


NORTH DAKOTA Admitted 
State Farmers Mutual Ins. Co. 
Virginia Surety Co., Inc. 


OHIO Examined 
Order of United Commercial Travelers of America, 
Columbus, Ohio 
Republic Indemnity Co. ...............+00 Columbus, Ohio 


OKLAHOMA Admitted 
Baloise Marine Ins. Co., Ltd 
South Texas Lloyds 
PENNSYLVANIA Incorporated 
Tri-State Mutual Ins. Co 
Admitted 
Rash -E nein: Gtk. Go. xo g.s0 diecines dtiesed Lansing, Mich. 
Transatlantic Reinsurance Co. ............New York, N.Y. 
Examined 
Protection Mutual Fire Ins. Co. of Cambria Co., 
Pittsburgh, Pa 
.. Philadelphia, Pa. 


North East, Md. 
3altimore, Md. 
3altimore, Md. 


nip adh debated ed Lynn, Mass. 


Licensed ; 
Charlotte, N. C. 


Waseca, Minn. 
Toledo, Ohio 


Switzerland 
Texas 


Basle, 
Austin, 


Palmyra, Pa. 


United States Liability Ins. Co. 
SOUTH CAROLINA 


Provident Fire Ins. Co 


\dmitted 
..New York, N. Y. 
Examined 
Guaranty Fire & Marine Ins. Co. 
Merchants Mutual Fire Ins. Co. 
SOUTH DAKOTA Admitted 
Mutual Boiler and Machinery Ins. Co. 
TENNESSEE Admitted 
Merchants Fire Ins. Co. 
Northland Ins. Co. 
WASHINGTON Admitted 
Implement Dealers Mutual Ins. Co .... 
WEST VIRGINIA 
Kansas City Fire and Marine Ins. Co. . 
WYOMING Admitted 
Inland Empire Ins. Co ...-Salt Lake 
QUEBEC Admitted 
Canadian Commerce Ins. Co 
Great Lakes Reinsurance Co 


Sree: Charleston, S. C. 
..Charleston, S. C. 


Mass. 


. Boston, 


.. Indianapolis, Ind. 
.St. Paul, Minn 


.Grand Forks, N. D. 
Admitted 


.Kansas City, Mo. 


City, Utah 
Toronto, Ont 
Toronto, Ont. 


CONVENTIONS AHEAD 


FEBRUARY 


Health and Accident Underwriters Conference, annual group 
insurance meeting, Drake Hotel, Chicago, Illinois. 


MARCH 
Hotel 


American Mutual Alliance, insurance conference, 
Schroeder, Milwaukee, Wisconsin. 

National Association of Mutual Insurance Agents, mid-year 
meeting, Jung Hotel, New Orleans, Louisiana. 

Far West Agents Conference, Clift Hotel, San Francisco, 
California. 
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YOUR INS URANCE AGENT~ 


™ Man with the Hundred Year Memory 


yo HAVE a century se 

talk to your Home | 

may be as modern as th 

while his thoughts look 

Suture, his 
based on 





rving you when you 
nsurance agent. He 


In 1853, your home would 
have worn a fire mark to tell 
the world that you were 

msured. In 1853 The Home 
championed the American 
agency system—staked its 
faith and future on its agents. 
That trust has Proved 





sound. 





THAT AGENT OF 1853 CAN HELP YOU SELL INSURANCE 


he West 
Nts, too, 
‘er > VE rountry, 
y res THE ADVERTISEMENT ABO rye 
Most people naturally respect THE ADVERTISE ox 
" an 
Ossible, 


age and stability in a company and 


The Home is putting its century of service 





and experience solidly behind you. What 
counts is not that we are 100 years old— 
but that you can offer your customers 
the benefits of that century of insurance. 
That’s why Home advertising is written 


from your standpoint. It’s your ad! 


* THE HOME* 
Susuronce Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE . AUTOMOBILE - MARINE 


’ J More than 19 million readers 
OME INDEMNITY COMPANY ; ' ve 
Guay tee, + Fidelity and Surety Bonds will see your ad in. February 

















FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


etal sro. ORGANIZED 1655 


% rat 
4 * 
+ S 


* 
any inse® 


GIRARD INSURANCE COMPANY OF PHILADELPHIA, PA. 


ORGANIZED 1853 


* 


NATIONAL-BEN FRANKLIN INSURANCE COMPANY OF PITTSBURGH, PA. 


ORGANIZED 1866 


* 


MILWAUKEE INSURANCE COMPANY OF MILWAUKEE, WIS 


ORGANIZED 1852 


oad 


7 


ROYAL GENERAL INSURANCE COMPANY OF CANADA 


ORGANIZED 1906 


ved 
+? 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


ORGANIZED 1874 


“ 
oa 


COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J. 


ORGANIZED 1909 


“ 
an 


PITTSBURGH UNDERWRITERS KEYSTONE UNDERWRITERS 


OYALTY GROU 


Home Office: TEN PARK PLACE, NEWARK 1, NEW JERSEY 




















Western Department: 1 20 South La Salle Street, Chicago 3, Ill 
Pacific Department: 220 Bush Street, San Francisco 6, Calif 
Southwestern Department. 9]2 Commerce St., Dallas 2, Tex 


Canadian Departments: 800 Bay Street, Toronto 2, Ontario 
535 Homer Street, Vancouver 3, B.C 


Foreign Departments: 102 Maiden Lane, New York 5, New York 
206 Sansome St , San Francisco 4, Calif 

















**x* The year 1952 was generally satisfactory for the 
fire and casualty industry as a whole but left much to be 
desired insofar as certain individual lines and carriers 
were concerned as outlined in Review and Preview on 
page 14. As is our custom each year, we have held up 
publication of the News to include year-end quotations 
of insurance stocks on page 4. Comments on market 
performance appear in Jnsurance Stock Trends on page 
17 with supporting tables on pages 50 and 51. 


**x*x The development of the various multiple-line 
coverages is now well under way with several of them 
already being offered to the public. The effects of such 
developments are felt throughout the entire industry, 
from the individual agent selling the protection to the 
associations of company men. At its annual meeting 
the president of one of the regional fire associations ex- 
plained why their activities are now National in Scope. 
The substance of his remarks is on page 18. 


***x A very small percentage of the agents and brokers 
in America now handle the placement of the bulk of 
\merican insurance on overseas risks. Yet the pros- 
pects for such insurance include individuals and firms, 
both large and small, located all over the country. It is 
entirely practical for any well-informed agent to write 
Overseas Insurance, the article on page 21 points out. 


*** The Employer's Responsibility in the administra- 
tion of his state’s unemployment insurance program is 
very real. In common with employees, administrative 
officials and union leaders, he has a direct interest in 
the efficient, effective and economic operation of the 
program. However there are certain spheres of its 
operation with which he is particularly concerned. 
These are discussed on page 25. 


*** Each year accident frequency and severity statis- 
tics point up the facts that while safety programs have 
been encouragingly successful in the larger plants, they 
have had small results in smaller businesses. The small 
employer has the initiative but he cannot be forced to 
use that initiative. He will only do a productive safety 
job when he believes there are adequate reasons for 
doing it. An approach toward Small Business Safety 
is suggested on page 29 
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*** At the close of the year, the insurance company 


‘ accountant checks, proves and rechecks his figures, files 


the statement and then feels that he has earned the 
right to relax. This relaxation may be disturbed, how 
ever, by a letter from the audit bureau of an insurance 
department asking for explanations or further informa 


© tion or perhaps itemizing changes made in his figures 
© The article on page 35 shows what people in insurance 
} departments face by outlining some of the problems in 


The Audit of Statutory Statements 


*x* Unsatisfied Judgment Funds to indemnify the 
victims of automobile accidents are presently under 
consideration in several states. There is considerable 
difference of opinion as to their desirability and it is 
therefore, worth-while examining the experience in 
Canada with several such funds. On page 39 is given 
the historical background of the funds and a description 
of the results obtained from them 


*** Tt is expensive when a company either loses or 
fires a salesman since his training has probably cost 
the firm a sizable amount. Moreover it is an expense 
which can be greatly minimized if it is constantly 
realized that The Salesman is Human. See page 43. 


*** Every prospect has seen a fire destroy valuable 
property and can easily visualize such an event happen- 
ing to himself. This makes it a fairly easy matter for 
the agent to sell him fire insurance. It is more difficult, 
however, for the prospect to visualize the extra expenses 
or the cessation of profits which can result from the 
same fire. There is a whole group of these Time Element 
Insurance coverages which an agent owes it to himself 
and to his policyholders to stress in his selling efforts 
See page 50. 


week Even insurance men are not completely satisfied 
with the policies they offer the public, as is proven by 
the constant introduction of new forms and the lengthy 
debate that precedes their use. It is therefore interesting 
to read of the shortcomings that a man outside the 
industry finds in our product. This despite the fact 
that many readers may take issue with his points or 
with his conclusion that we need New /nsurance Con- 
tracts. See page 53. 


«kk The need of the public for private pre-payment 
protection against the costs of accidents and sickness, 
hoth loss of income and medical costs, is amply proven 
by the rapid growth of such coverage. This need and 
desire on the part of the public brings with it an ever 
increasing responsibility on the part of the companies 
providing the protection and on all those directly or 
indirectly connected with the operations of the compa 
nies. Accident and Health Insurance and the Public 
on page 81 considers some of those responsibilities. 


ll 














ou will recall I joined your list 
Va subscribers about twelve 
months ago and I now write to en- 
quire whether you can furnish me 


with copies of the various motor 
policies that are currently offered by 


stock companies. 
The Australian 
market has problems 
akin to those you have 
from time to time, but you will ap- 


insurance 
much 


motor 
very 
discussed 


preciate I am a little at a loss to 
understand your figures when I am 
not sure of the limitations of 
your policies. 

For your information, Australian 


very 


companies offer two types of policy 
(a) comprehensive and (b) com- 
pulsory third party. 

\s regards (a) above, a more or 
less standard cover is given, any 
variation to which merely arises 
from the study of individual pro- 
posals. Private car policies can be 
summarised as covering the insured 
for damage, fire, etc. to his vehicle 
arising the neg- 
ligent the No 
cess or franchise is generally 


trom 
vehicle. 


and claims 
ex- 
ap- 
plied, except, of course, where pru 
dent underwriting of an individual 
risk demands this imposition. Com 


use of 


mercial vehicle policies follow much 
the same pattern except that ex- 
perience shows their claims history 
is far worse than for 
and there is a current trend, there 
fore, to impose an overall £A40 un- 


private cars 


der the damage section of the policy. 


12 





Point (b), i.e. compulsory third 
party insurance, seems to have been 
a vital issue in various American 
states, and, although I have noticed 
its advantages or disadvantages have 
argued at length, my own 
view is, and this has been formulated 
after the operation of a compulsory 
scheme in Australia for many years, 
that financial responsibility legisla- 
tion has the greater advantages. 
Statute varies slightly in each indi 
vidual Australian state, but, in Vic- 
toria, a car owner must have a pol- 
icy issued by an authorised insurer 


been 
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which indemnifies the owner and/or 
driver for an unlimited sum in re- 
spect of fatal and/or bodily injuries 
to third parties. This is modified 
only in the cases of claims by pas- 
sengers in the insured vehicle. In 
this regard, the limit of indemnity is 
£A.2,000 per passenger or £A.20,000 
over-all. 

Under the Victorian form of leg- 
islation, companies have no right 
of selection of risks. Companies are 
nominated at the time the insurer 
applies for re-registration and the 
premium is later transferred to the 
company by means of a bordereau 
system. There are no rights of re- 
dress except against drunken or 
unauthorised drivers. 

In the matter of compensation, 
I think awards in Australia have 
been very much higher than the 
States, for example, before a jury 
of six men, a middle-aged woman 
was awarded £A.30,000 for injuries 
which resulted in her total paralysis. 
This figure, I think, represents $75,- 
000. In another young 
labourer who lost two fingers was 
awarded £A.6,000, which, again, 
would equal about $13,500. 

I await the favour of your further 
advices. 


case, a 


Yours faithfully, 

T’. P. Harrison 
Superintendent, 
Eagle Star Insurance 
Co., Ltd ‘ Melbourne, 
Australia 


Claims 
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An appreciation ater ED years 


As we reach our “Pearl” Anniversary and reflect on the achievements 
of thirty continuous years, we are deeply conscious of a debt to 


both our broker and company friends. Their loyalty and support 


have made possible the multiple underwriting and service 


facilities we provide today. 


We look to the future with the assurance that our ties of 
friendship, old and new, will grow and be ever strengthened by bonds 


of mutual confidence and understanding. 


THIRTIETH ANNIVERSARY 1923 
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N THE year just ended business was booming. Peo- 

ple earned more than ever before and everyone who 

wanted to work had a job. However, to a consider 
able degree, business operated on an artificial inflation- 
ary economy bolstered by huge expenditures of money, 
materials and manpower for armaments. Defense 
spending advanced from an annual rate of $40 billion 
per year at the start of 1952 to $50 billion per year at 
the end of 1952. Moreover, we are committed to a 
further increase of at least $5 billion in 1953. This is 
based on the assumption that 1953 will bring neither 
full-scale war nor basic settlement with Russia. On this 
same assumption, defense spending is scheduled to taper 
off in 1954 and 1955 and to continue thereafter at a 
level variously estimated at between $30 billion and $50 
billion per year. Farm price support, unemployment in- 
surance, a larger population, a high level of savings, 
pensions, expanded public works, promised tax relief and 
federal fiscal policy will provide stabilizing influences 
against any serious decline in business. These built-in 
stabilizers place a firm foundation under our economy 
and help offset some of the rigidities imposed by labor 
union contracts and huge investments in plant and 
equipment. 


Outlook for 1953 


The tempo of business toward the end of 1952 was 
on an ascending scale and economists are almost unani- 
mous in predicting a high level of activity in 1953 with 
inflationary and deflationary forces about evenly bal- 
anced. The year ahead holds promise of relative sta- 
bility but as the boom has already lasted for several 
years a note of caution runs through most of the fore- 
casts. Some readjustment seems inevitable but whether 
it will start by the end of 1953, in 1954 or later is a 
matter of conjecture. The fact that so many envision an 
eventual business decline has kept speculation at a mini- 
mum and may result in adjustments being made on a 
gradual basis, possibly industry by industry, without 
any serious disturbance to the whole economy. 

The year 1952 was generally satisfactory for the fire 
and casualty industry as a whole but left much to be 
desired insofar as certain individual lines and carriers 
were concerned. Moreover, the outlook for 1953 is 
favorable with prospects of continuing rising volume 
and better results on casualty lines but possibly moderate 
deterioration in experience on fire lines. Despite the 
reasonably satisfactory year just past and the mod- 
erately better prospects for 1953, the industry faces a 
number of difficult problems, several of which may take 
some years to work out. Competition is the life biood 
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of business in a free economy and the insurance business 
is a better business today because of the intense compe 
tition not only among companies of the same type but 
between bureau and non-bureau, stock and mutual. The 
industry has entered the multiple line era with not only 
fire companies competing for casualty insurance and 
vice versa but with competition with the life companies 
on accident, health and hospitalization insurance as well. 
Thus, the ever-present competition among companies 
for executives, personnel, agents and business has been 
stepped up. 


Methods of Distribution 


Fundamentally, there have been few changes in the 
methods of distribution of insurance over a long period 
of years. Over 200 years ago the Philadelphia Con- 
tributionship devised a method of merchandising which 
it has successfully followed, with but minor changes, 
for two centuries. It is the oldest insurance company 
in the United States and is in fact older than the United 
States. It has prospered yet its method of operation 
(and similar methods of operation of other companies ) 
has limited its scope to relatively small proportions 

Really spectacular growth in the insurance business 
did not materialize until the American Agency System 
came into being. This method of merchandising was in 
fact so successful that agents acquired a very strategic 
position in the industry. 

Direct-writing fire mutuals, first organized on a 
strictly class basis, made important inroads where rates 
were high or risks were sufficiently large to be handled 
more economically on a direct basis. However, self 
imposed limitations restricted their growth. Later, great 
strides were made in the mutual casualty field through 
both the direct and agency method of operation with 
several carriers reaching imposing size and importance. 

The financing of automobile sales brought about a 
very special situation and although regular agents have 
been able to acquire some of the collateral insurance 
business, the fact remains that the bulk of it has gone 
to specially organized insurance companies owned by 
finance companies. 


Independent Companies 


Currently, however, the greatest strides in this com 
petitive picture are being made by carriers not identi 
fied with either the finance business, the American 
Agency System or regular rating boards. They have 
been most active in the automobile insurance field al 
though new selling methods have also been used suc- 
cessfully in the accident and health field. Both fields 
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have shown remarkable growth and have presented 
opportunities to try new methods of merchandising in 
a mass market without unduly disturbing existing 
channels. 

Better than a fivefold increase in less than ten years 
has boosted total auto premiums above $3 billion. 
Twenty million additional cars and many more million 
new assureds who have purchased insurance only Le- 
cause of the auto financial responsibility laws have 
changed the whole aspect of the automobile insurance 
market. Higher and higher rates have added fuel to 
the fire. New methods of merchandising and operation 
have not been confined to any one class of carrier, there 
are stock companies, mutual companies and reciprocals 
engaged in this competitive struggle. Actually, the com- 
petition is often keener among the so-called independent 
carriers than between the independents and the bureau 
companies. 


Methods of Operation 


Some operate with a policy renewable every six 
months which cuts the lag between rates and experience 
and keeps them responsive to changing conditions. Some 
carriers charge a policy fee at inception of the contract 
but not on renewal. Agents retain this initial policy fee 
and are paid a much smaller servicing fee on each re- 
newal. They must, therefore, seek new accounts each 
year to maintain their income. With lower acquisition 
costs and more selective rates and underwriting, the 
price differential has permitted them to do this most 
successfully. Another carrier, backed by one of the 
country’s leading merchandisers, has gone at the prob- 
lem of distribution somewhat differently but with strik- 
ingly successful results. Acquisition cost has been cut 
and greater emphasis is placed on selective rates and 
underwriting. Other carriers have successfully mer- 
chandised their product through extensive advertising 
to the consumer, by mail, by newspaper and magazine 
ads, by radio and by television. One large carrier plans 
to inaugurate a new merit rating plan in California on 
February first. 


Increasing Competition 


Competition will become keener and more emphasis 
will be placed on merchandising and distribution. In 
a period of rising rates, all costs become more impor- 
tant. While the bulk of the fire and casualty insurance 
business is placed through the American Agency Sys- 
tem, it is significant that only four groups among the 
leading ten underwriters of automobile insurance op- 
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erate under this system. It seems only a question of 
time until these other successful merchandising methods 
will be more fully extended to other lines. 

The American Agency System and the established 
rating bureaus, which built the insurance business as 
we know it today, are being challenged. This has al- 
ways been so but today the challenge is more urgent 
and in certain classes and territories serious inroads 
have been made. If to a rate differential based mainly 
on differences in acquisition cost is added an increment 
due to better experience because of more selective un- 
derwriting and rating the gap widens to substantial pro- 
portions. 

One key to a possible solution in reduced expenses 
lies in the field of improved office methods and ma- 
chines including the developments in electronics. Tre- 
mendous strides have been made by the manufacturers 
of these complicated mechanisms and it is now recog- 
nized that practical electronic devices will probably be 
available before the insurance industry can adapt itself 
to their efficient use. These remarkable machines seem 
destined to revolutionize office work and procedures. 
It is entirely possible that the centralization of some of 
the routine work now performed by agents could be, 
translated into lower acquisition costs. Certainly rates 
could be made more responsive to changing conditions 
and subject to much greater refinement. This would go 
a long way toward eliminating some of the problems 
of tight markets and restrictive underwriting policies. 


Multiple Line Underwriting 


The trend toward multiple line underwriting shows 
steady but slow progress. Some 70 member or sub- 
scriber companies of the Multiple Peril Insurance Rat- 
ing Organization are issuing new multiple line home 
owner's policies in five or six states. By and large, 
these simply combine what would be found in a stand- 
ard fire policy plus extended coverage, a residence and 
outside theft policy and a comprehensive personal lia- 
bility contract. The package is a single contract on a 
named peril basis and is issued at about 20% less than 
would be the case under individual contracts for each 
category. Its proponents hail it as a better product at 
less cost. 

We estimate that over-all premium volume advanced 
by about 10% to reach an all-time high of more than 
$8 billion for all classes of carriers. Stock companies 
wrote nearly $700 million additional business in 1952 
to reach approximately $6% billion in total net fire and 
casualty premiums, In this era of multiple line under- 

(Continued on the next page) 
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writing, we can no longer differentiate between fire and 
casualty carriers except in broad general terms. In gen- 
eral, fire lines showed modest growth and experience 
was good. Casualty lines showed more substantial 
growth, due in large measure to rate increases, but ex 
perience was not particularly favorable, although it was 
better than for 1951, Taken together, the over-all fire 
and casualty results were reasonably good and somewhat 
better than in 1951. This is most encouraging as the 
combined loss and expense ratio for all stock carriers 
in 1951, up four points from 1950 which 


reached 97.1% 
in turn was up five points from record breaking 1949. 
Final results for 1952 should not be too far above the 
1950 combined loss and expense ratio of 93.0%. So 
far rising operating costs have been absorbed without 
any increase in expense ratio due to the rapid growth 
in premium volume. The expense ratio has fluctuated 
less than half a point in the last five years 


Fire Experience 


Straight fire business, which now runs just over one- 
fifth of the total fire and casualty business underwritten, 
showed very little change in either volume or results. 
Rate reductions, installment premiums and _ slightly 
higher losses boosted the combined loss and expense 
ratio to above 90% but left a very satisfactory profit 
margin. The outlook is for a further but gradual cut 
in profit margin in 1953. Extended coverage showed 
marked improvement on higher rates and, without any 
serious catastrophe as in 1950 or a carry-over of hurri- 


cane losses as in 1951, contributed substantially to the 
better 1952 results. Obviously, no one can predict 1953 
results on this potentially hazardous line ; they could be 
very good or very bad depending on the vagaries of 
catastrophes. 


Automobile Experience 


Automobile lines constitute nearly 40% of current 
stock company volume and have presented the most 
serious postwar underwriting problems, particularly in- 
sofar as the liability and property damage classifications 
are concerned. Volume on these two classes advanced 
about 20% on higher rates and additional cars insured. 
Experience in the first quarter was alarmingly unfavor- 
able but showed progressive improvement in succeeding 
months. Probably a majority of carriers reached the 
black by the last quarter but will show a loss for the 
year as a whole. However, average claim settlement 
costs continue to mount. Nevertheless, with the major 
portion of the increase in excess limits rates and the 
latest round of rate increases still not reflected in earned 
premiums, the outlook for 1953 is brighter than it has 
been for some time. Auto physical damage premium 
volume was up 20% and, despite a further rise of about 
four points in the loss ratio in 1952, this classification 
of the automobile insurance business remained in the 
black for the year. The outlook for 1953 is not un- 
favorable as losses have apparently levelled off. 


Ocean Marine 


Declining foreign trade, hampered by tariff or other 
restrictive barriers and a shortage of dollar balances, 
caused an estimated shrinkage in ocean marine business 
of some 12% to 15% to erase most of the gain in pre- 
miums reported in 1951. Stock companies wrote be- 
tween $135 million and $140 million in premiums, while 
mutual carriers reported about $10 million. Coincident 
with this decline in premiums was a rather sharp in- 
crease in losses due principally to major casualties and 
a larger number of total losses. Underwriters likewise 
encountered an increasing number of so-called run-of- 
the-mill claims which in the face of higher repair costs 
caused them further anguish. War risk insurance con- 
tinues to be carried, largely due to danger from floating 
mines. Since the end of World War II over 400 vessels 
have been sunk or damaged by mines, some 20 in the 
last year. 


Continued on page 1/08) 
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INSURANCE STOCK TRENDS 


what 
1952. 





lower earnings of 

Moreover, many 
companies could be liqui- 
dated at considerably more 
than the listed price of 
their stock. 

Insurance shares ran be- 
hind the general market in 
the middle Forties when 
inflation was pushing 
losses higher but ran ahead 
of the market in 1948 and 
1949 when insurance earn- 


IRE and casualty in- 

surance shares are a 

relatively small but 
select segment of the total 
security market noted 
more for their long and 
stable dividend _ records 
than for spectacular mar- 
ket performance. Insur- 
ance shares fluctuate in 
price for the same funda- 
mental economic reasons 
that cause other stock 
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a period of years, have kept 
pace with the general security market, sometimes run- 
ning ahead of it and sometimes following it. Insurance 
companies are tied closely to general over-all business 
security market conditions on two counts—not only are 
the volume of underwriting commitments and experi- 
ence on many lines of insurance linked to general busi- 
ness conditions, but insurance companies own very sub- 
stantial blocks of stocks and bonds as investments. 

In the second half of 1949, after ignoring increased 
sarnings and dividends for two and a half years, the 
general stock market began to move and, with minor 


It 


interruptions, has been moving ahead ever since. 
closed the year 1949 up about 10% which brought it 
nearly to the previous highs at the end of 1945 and 1936. 
In 1950 the stock market continued to forge ahead, ex- 
cept for the brief sharp sinking spell at the outbreak of 


hostilities in Korea. Inflation, defense spending and 
good earnings pushed the market still higher in 1951. 
Further gains were made in 1952, climaxed by the sharp 
steady advance in the last two months of the year. The 
tempo of business toward the end of 1952 was on an 
ascending scale with business operating close to prac- 
tical capacity and virtually all major indicators at or 
near peak levels. Business men and economists are al- 
most unanimous in predicting a high level of activity 
in 1953 with inflationary and deflationary forces about 
evenly balanced. 

Despite the sustained advance in share prices since 
mid-1949, the stock market is virtually free of specula- 
tive excesses. The moderate increase in dividend dis- 
bursements has kept the average yield at approximately 
5% and, despite some decline in net earnings, the aver- 
age price earnings ratio for listed stocks is about twelve. 

This compares with a ratio of about ten times earn- 
ings in 1951 and eight times in 1948, the lowest in 
recent years. This ratio reached sixteen in 1946 and 
at the highs of 1929 was about twenty. The market is 
apparently paying more attention to possible future 
earnings under tax reductions and a more friendly 
government attitude toward business than to the some- 
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general market caught up 
in 1950 when the fire companies were hit by the hur- 
ricane and casualty earnings turned downward. Despite 
the sharp rise in the general stock market in 1951, in- 
surance shares made little progress, held down by ad- 
verse results on automobile and workmen’s compen- 
sation business. With improved experience in 1952, 
numerous increases in dividends and a more favorable 
outlook for 1953 (outlined in detail in Review and 
Preview on page 14) insurance shares moved up more 
than 20%. Approximately half of the 1952 rise occurred 
in the last two months of the year to push our index 
of thirty representative fire and casualty stocks above 
200 (June 1944 = 100). Insurance share prices rose 
faster in 1952.than Standard & Poor’s daily index of 
90 stocks; they lagged six points behind the general 
market at year-end as against some twenty-three points 
at the beginning of the year. 


Relation to Net Worth 

Despite the five years sustained rise in insurance 
share prices, they remain undervalued in relation to net 
worth—many selling well below estimated liquidating 
values and some even below current book value. Many 
issues are quoted at attractive yields. Insurance com- 
pany investment portfolios are conservative and include 
large holdings of United States Government and other 
high-grade bonds as well as diversified lists of preferred 
and common stocks. Income from investments is, there- 
fore, remarkably stable and tends to increase through 
normal growth in invested assets. These factors are 
responsible for the long uninterrupted dividend records 
of insurance campanies as they pay dividends well 
within their net income from investments (regardless 
of underwriting returns) and plow back into the busi- 
ness all other earnings froth either investments or 
underwriting. While underwriting earnings have been 
slim for the past two years, stock portfolio appreciation 
has been substantial for the past four years 

A detailed table of stock trends of more than sixty 
companies appear on pages 50 and 51. 
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ATION: 


YEAR ago the then president, 

John A. North, recalled many 

historical incidents bearing 
upon the development of the East- 
ern Underwriters Association and 
its contributions to the advancement 
of our business. In his concluding 
remarks he said—‘No greater ac- 
complishment could be made than 
to have this association devote itself 
to current and future problems with 
a full realization that insurance is no 
longer separated by imaginary walls 
of fire, allied lines, inland marine, 
casualty, etc., but is all embracive. It 
is one business, devoted to present- 
ing a better product to the public 
through a well informed and friendly 
sales force.” 


No Longer Separated 


The year of 1952 has witnessed a 
further disintegration of the im 
aginary walls that have heretofore 
separated the class and territorial 
segments of our business. For ex- 
ample, we have witnessed the intro- 
duction of fire legal liability insur- 
ance, and of the additional extended 
coverage endorsement. Next we saw 
the launching of the multiple peril 
dwelling policy combining fire, allied 
lines and casualty coverages. These 
forms were sponsored by various 
advisory organizations and mark an 
advance in the processing of some of 
the much heralded multiple line un- 
derwriting operations of fire and cas- 
ualty insurance companies. 


The use of endorsements de- 
veloped by the National Bureau of 
Casualty Underwriters for attach 
ment to fire insurance policies is but 
another step in the direction of com- 
bining the underwriting and sales 
facilities of our business in the or- 
derly expansion of the multiple line 
principles. 


Recently we recognized the need 
for a broad dwelling form on a 
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named peril basis, thus giving fur- 
ther evidence that the business is 
moving into new realms of coverage 
to provide adequate indemnity to the 
mass market of dwelling owners. 


In outlining an orderly approach 
to breach the imaginary though 
seemingly real walls that have sep- 
arated fire from the various other 
types of insurance for so 
years, we must not overlook the oc- 
casional rupture that occurs through 
separate, independent or deviating 
filings by companies. Some compa 
nies make such filings in an attempt 
to gain a temporary advantage while 
others have felt the need of an indi 
vidual approach to multiple line un 
derwriting problems. Even though 
these separate attempts might be in 
spired by the oft expressed thought 
that such a filing is necessary in or- 
der to start our ponderous organiza 
tion machinery in motion, it i 
nevertheless true that sound 
development in multiple line under- 
writing must be along lines that 


many 


any 


LIN SCOPE 


public 
contracts 


fundamentally meet a_ real 
need. In addition, such 
must be saleable on the basis of a 
simple and understandable explana- 
tion, otherwise agents and brokers 
cannot properly present them to 
their customers. And finally, there 
must always exist a reasonable pos- 
sibility of returning a profit to our 
stockholders 

When we consider what 
transpired and what will inevitably 
follow the exploratory work of the 
past, it is clear that we must study 
our standing as a trade association 
in relation thereto. We must ex- 
plore our activities as an advisory 
organization in making recommen- 
dations to the several rating organ- 
the territory of our 


has 


izations in 
association. 
Problems of overlapping jurisdic- 
tion; priority of filings under the 
two all industry rate laws, fire and 
casualty; divisibility of premiums 
reported for assessment purposes ; 
developing adequate statistics for ex- 
perience, and the checking of mul- 
tiple line rate levels and forms in the 
fire insurance rating organizations 
are a few of the considerations that 
must be reviewed in our territory 
as we progress further afield in the 
sphere of multiple line operations. 


Future Organization 


The questions posed by these and 
other situations that will develop in 
our business suggest that our asso 
ciation might well give thought to 
its future in relation to the broad 
general picture as it is unfolding 

If each of us could disassociate 
himself from the day to day prob- 
lems of our companies; if we could 
separate ourselves from the many 
committee assignments in the vari- 
ous organizations to which we be- 
long, if we could forget for the time 
being the many laws and regulations 
which govern our progressive ac- 
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tivity ; if we could discount the dom- 
ination of pressure groups attempt- 
ing to mould or stifle the course of 
progress while at the same time rec- 
ognizing that there will be honest 
differences of opinion; if we could 
take the time to appraise our cur- 
rent position and then clearly de- 
lineate our objectives for the future 
of our business under multiple line 
operations, I am sure that we would 
be forced to conclude that any ac- 
tion of ours may be national in its 
effect since we must of necessity 
deal with “insurance” in all its 
phases irrespective of the artificial 
barriers of the past. Insurance can 
no longer be successfully broken up 
basically into segments of fire, auto- 
mobile, inland marine and casualty. 
It cannot be circumscribed by im- 
aginary geographical boundaries 
calling for different treatment of 
fundamental problems common to all 
states and all classes. 


At ihe Association Level 


Because the answer to these prob- 
lems will require more time and 
study than any one of us can give, 
it would seem proper that this entire 
subject be studied from an associa- 


tion level by objectively casting 


about for a solution. Such a pro- 
posed solution must be supported by 
facts with full recognition of the 
need for adequately serving the pub- 
lic, our membership in both large 
and small groups, and yet do no vio- 
lence to our friends in the field of 
production, nor to those factors 
which might have real territorial 
significance. Further, we must not 
overlook the problems peculiar to 
any other class of insurance cur- 
rently being reviewed by us in our 
capacity as members of other advi- 
sory and service organizations. 
We could well give thought to hav- 
ing our association become a part of 
a national underwriters association 
which would conduct appropriate re- 
search on subjects now being con- 
sidered at the regional level, and 
evolve appropriate recommendations 
within the realm of the present ob- 
jectives and purposes of our associ- 
ation as set forth in our constitution, 
In fact, a national underwriters as- 
sociation could well encompass 
proper research and exploration for 
all classes of business and thus elimi- 
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It’s a good time to remind clients that CPL 
insurance protects them not only while hunt- 
ing but in all sports and activities, at home or 
away; and it also protects the whole family 
against liability for injury to others or damage 
to property. 

It’s one of the best insurance values available, 
because of its low cost and broad coverage. 


Spark your sales with CPL. 
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nate much duplication of effort cur- 
rently expended by committees and 
staffs of other organizations having 
memberships which substantially co- 
incide with ours. 


Confer and Consult 


Such research would be on the 
basis of “what is best for the busi- 
ness and the insuring public” and 
not on a plane which first considers 
the special interests of the particular 
organization or segment of the busi- 
ness. Any program would, of 
course, have to provide for confer- 
ence and consultation with under- 
writers, producers, adjusters, rating 
organizations and through public 


relations activities secure the opin- 
ions of trade associations of com- 
merce and industry concerned with 
the issues. 

In setting forth this proposal I 
am not unmindful of the obligations 
which we have to our own mem- 
bers and I am confident that those 
obligations are no less important 
than our obligations to the public 
in affirmatively recognizing progres- 
sive trends in our business. 

Unless there is some objection on 
the part of the membership it is my 
purpose to request the executive 
committee to initiate an exploratory 
study of this subject with the 
thought that their views may be 
passed on at our next meeting. 
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Day and night 

at filter centers 
throughout the 
nation, Civil 

Defense workers 
rehearse the roles 

they will play in 

an emergency 

Civilian volunteers and 
members of the 
Armed Forc es, 

they function with 
precise leamu ork 

to protect America from 
sudden disaster. 


An agent encounters an opportunity 
to provide an important fidelity or surety 
bond. Can he make the sale? Often this will 
depend on whether he can get fast, capable 
assistance from his bonding company. It’s a 
matter of teamwork. 

The FaD agent knows he can depend 
on the ultimate in speedy, intelligent sales 
help from his bonding company. Through 
the nearest of FaD’s fifty strategically- 


ACCENT ON TEAMWORK 


located field offices he has access to the 
experience and facilities of a company that 
has specialized in the fidelity and surety 
field for 63 years, and whose record for 
quick, fair settlement of claims is unsur- 
passed. 

Profitable bonding opportunities 
abound in every community. Interested in 
increasing your income through these lines? 
Then write FaD today. 


FIDELITY AND SURETY BONDS, 
BURGLARY, ROBBERY, FORGERY 
\ AND GLASS INSURANCE 


Fipevity ann Deposit compaANy 
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4) Maryland 


"Nassim 
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HE tremendous volume of 
American insurance on over- 
seas risks is being handled 

by less than two per cent of. this 

country’s insurance producers. This 
that millions of 
commissions are being harvested by 
fewer than 10,000 of the half-million 
agents brokers in the 

States and the largest part of this 

amount goes to less than 1,000 of 

them. 


means dollars in 


and United 


Relatively Unknown 


The American market for insur 
ance on risks located 
a subject regarded as a curiosity and 
of little practical value by the aver 


overseas is 


age agent, and many have probably 
asked themselves how they will ever 
have an opportunity to write over 
The millions of dol 
lars involved in premiums on ovet 
seas risks written by American pro 
ducers through the American market 
are only a part of the premiums paid 
out 
\merican 


seas insurance. 


everv vear by Americans and 


business for insurance 
the 


This 


protection and service outside 
United States and 


very substantial field of overseas in 


Canada 


surance is relatively unknown to, 
and untapped by, the vast majority 


of agents throughout the country 


We do not need to repeat here the 
story of the great development of 
\merican foreign trade in the past 
brought 


decade—a development 


about by tremendous improvements 
in communications and transporta- 
and, above all, by the outcome 
World War. It is 

that these trends 
and have thrust upon the 
United States the leadership of the 
world, both political and economic. 


tion 
of the 
sufficient to say 


second 


events 


At the end of the war, American in- 
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American 


vestments abroad were 8% billion 
dollars. In six years, this increased 
to 15 billion dollars in plants and 
In the same period, the 
annual from these invest- 
ments rose from 900 million to 2% 
billion dollars. 

All of this financial astronomy is 
exclusive of any government spend- 
ing whatever. It represents private 
investments by American enter- 
prisers in manufacturing, contract- 
ing, export-import, utilities, agri- 
culture, petroleum, mining ' and 
smelting and other ventures too 
numerous to list. 

Through the Point 4 Program, 
through the Mutual Security Ad- 
ministration, the Export-Import 
}ank, World Bank and other finan 
cial agencies, our government has 
been pumping billions of dollars into 


facilities. 
income 


foreign economies, a large part of 
which is being spent for products and 


services offered by American firms 
abroad. It is reasonable to suppose 
that even under the new administra 
tion there will be a_ substantial 
amount of American government 
spending abroad for some time, and 
when this spending is reduced, as it 
should and must be, it is to be hoped 
policies will be instituted which will 
encourage an increased flow of pri- 
vate capital abroad, offsetting the re- 
duction in government spending. 


Not All Big Firms 


by no means is all American in- 
vestment and activity abroad con- 
centrated in the hands of a 
big firms. Every day more and more 
medium-sized and smaller firms are 
discovering the profit to be made in 
bringing their techniques and “know 
how,” energy and resourcefulness to 
developed the 
world. As a rule, profits are sub 
stantial in comparison with those 
permitted by competition at home 
and the tax climate, to say the least, 
far more favorable! Nor are these 
firms confined to seaport cities. It is 
a fact that they are to be found 
throughout the entire country. Man 
ufacturers who formerly exported 
are finding it advantageous to estab 
lish plants abroad where abundant 
and cheap 


few 


less 


countries of 


foreign labor can be 
trained to do a reasonably efficient 
job, and much of the cost of the 
product can be met in the local cur 
rency, thus conserving hard-to-get 
dollars. Where distributors 
dealt through native local representa 
tives, one now often finds American 
salesmen in faraway places. The 
contractor who built in South Bend 
yesterday is building in South Amer 
ica today. All 
sureds 


once 


American in 
for 


these 


are sure-fire prospects 


(Continued on the next paae) 
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Overseas Insurance—Continued 


American insurance of every kind; 
automobile, liability, fire, ocean mar- 
ine, workmen’s compensation, inland 
marine, fidelity and surety, group ac- 
cident and group life. 

Paralleling the great expansion of 
American business abroad have been 
the increasing numbers of our citi- 
zens and their families who are trav- 
eling overseas—on pleasure and on 
business. These Americans come 
from every walk of life and from 
every state in the Union. They are 
the agent’s next door neighbors and 





——— 
go ; 


adequate 


protection 


every day clients. They are that 
same group who make up such a 
large part of the average agency’s 
premium income. 

One can scarcely believe how 
much of this traveling goes on. It 
is almost as commonplace today as 
traveling from the Midwest to Cal- 
ifornia was fifteen years ago. In 
1951, 689,000 private Americans 
traveled overseas. From January to 
June 1952, 456,000 Americans went 
abroad. Each year since the end of 
the last war the total has been higher. 
Who are these Americans? Where 
are they going? 


eT 


XVII Century Highland pistol 
remarkable for the excellence 
of its monufacture and the 
beouty of its decoration. 


The early highlanders were considered 


to be the best armed soldiers in the world. 
But against today's modern firearms, theirs 
would hardly be considered adequate 
protection. The same parallel could be 
drawn of fire insurance protection of 
yesterday and today. With more than 147 
years of experience in developing proper 
protection, Caledonian takes pride in the 
up-to-the-minute service its agents give 
policyholders. 


the Caledonian 
Insurance Company 


Founded 1805 
Executive Offices - Hartford, Conn. 
Oldest Scottish Insurance Company 
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First, they are tourists—exploring 
every cranny of Western Europe, 
touring Mexico, cruising the Carib- 
bean, flying down to Rio. Then they 
are business men, enterprisers in 
their own right or employees of large 
American firms, going off for two 
or three years, many of them for a 
lifetime, to help build a dam in 
Pakistan, refine oil in Arabia, manu- 
facture shoes in Manila or buy cattle 
in the Argentine. 

They are, by the thousands, per- 
sonnel of our armed forces on oc- 
cupation duty in Germany, Japan 
and elsewhere and with them are 
their families. They are U. S. gov- 
ernment employees from all the Fed- 
eral agencies, from the diplomatic 
service, and just plain civilian per- 
sonnel attached to every branch of 
our government abroad or on loan to 
foreign governments. 

All these individual Americans 
abroad are also prospects for Ameri- 
can insurance, in need of coverage 
for every personal risk they are ac- 
customed to insuring at home—au- 
tomobiles, personal effects, personal 
property floaters, personal accident, 
personal liability, jewelry, fur and 
camera floaters, ocean marine, fire 
and life insurance. 


Why American Insurance? 


Why do these American interests 
abroad need American insurance? 
Why is it so easy to sell it to them? 
American business abroad needs 
American insurance because U. S. 
dollar investments, in these days of 
blocked currency, must have U. S. 
dollar protection if loss is to be re- 
couped. Overseas Americans and 
their enterprises are entitled to in- 
surance in American com- 
panies, to policies in the English 
language which are familiar and un- 
derstandable to them and their buy- 
ers alike, and which are enforceable 
in American courts, not just in for- 
eign jurisdictions. 


sound 


American in- 
sureds need carriers with a foreign 
field organization, responsible to the 
\merican head office to whom the 
premium has been paid; a field or- 
ganization equipped and ready to 
sive them quic’s, on-the-spot claims 
adjustment and to counsel them on 
the bewildering maze of laws, cus- 
toms and procedures that confront 
them when they have a loss. 
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Equally important, the American 
insured abroad needs the advice and 
counsel of his American agent or 
broker, even though it’s true that the 
American producer cannot be an ex- 
pert in this complex field. He doesn’t 
need to be an expert, since the en- 
tire facilities and knowledge of the 
American market, through special- 
ized underwriting offices engaged in 
this field, are available to him for the 
asking. However, the competent 
American agent does know good in- 
surance when he sees it. He does 
know his client’s needs and he can 
perform an invaluable service both 
to his client and the underwriter in 
negotiating and servicing insurance 
on risks abroad. 

With the help of the trained for- 
eign underwriter the producer can 
secure in the American market the 
broadest coverage available in the 
foreign field . . . often the same or 
similar to forms in domestic use. And 
he can secure them at the lowest pos- 
sible cost. Together the agent and 
the underwriter can plan concurrent 
coverage on all foreign locations of 
a given risk no matter how many 
countries may be involved. Perilous 
gaps and expensive overlaps can be 
eliminated. “Tailormade” contracts 
can be procured for the unusual risk, 
and in this market the unusual risk 
is the average risk. By utilizing the 
American market the agent can pro- 
vide his client with economies and 
handling-ease which result from in- 
suring all his foreign risks in a single 
package. 

Finally, he can provide the vital 
continuity of coverage between 
ocean-marine and shore risk through- 
out the world by insuring them with 
one organization. As for example: 
the attaching of an ocean-marine 
endorsement to a foreign automobile 
policy. 


A Matter of Faith 


To a great extent the relationship 
between the American agent and his 
American overseas market is neces- 
sarily one of good faith—faith on the 
part of the agent that his under- 
writer will advise him of every law, 
custom and peculiarity, every insur- 
ance practice and unusual hazard in 
the country concerned; and faith on 
the underwriter’s part that the agent 
will disclose to him every fact of 
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Kids never had it so good, fishing, swimming, kite flying 


and all—before April 12, 1853. Then the bubble burst. 


That year, in 


New York State, the first truancy law was enacted “.. . to 
provide for care and instruction of idle and truant children.” 


Hooky was kept at a minimum by a provision which pro- 
vided for a $50.00 fine levied against those parents whose children, 


between the ages of 5 and 14, were absent from school. 


Today’s 


students can shed a tear for those of one-hundred-years ago 
who lived during the first terrible days of that heinous law. 


However, a bright light appeared that same year, 1853, 
when the St. Paul Fire and Marine Insurance Company was granted its 


original charter. 
ul FIR E 4ND 
qh, M4 


) aa 
* Saint pav* 


EASTERN DEPT. 
90 John Street 
New York 38, N. Y. 


The Saint Paul Companies’ 100 years of under- 
writing experience enables you to offer your 
assureds solid, comprehensive cover- 
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Members, 
Foreign In 
offering world-wide insurance facilities, 
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HOME OFFICE 
111 W. Fifth St. 
St. Pau! 2, Minn. 
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importance in the insured’s opera- 
tion, however remote and inacces- 
sible to inspection that operation may 
be. But with the few simple argu- 
ments I have just stated and that 
faith in the underwriting group with 
whom he deals, the average agent is 
equipped with the necessary tool, t 
acquire practically any American 
account he tackles which is now in 
sured abroad. 

These are the weapons to get 
American accounts away from for- 


eign competitors, who are still lead- 
ing insurers of American business 
abroad. Equally, if not more im- 
portant, knowledge of the American 
market for overseas insurance is a 
tool which will open the door to do- 
mestic accounts not now on the 
books. Failure to handle a client’s 
foreign business will surely place 
that tool in a competitor’s hands! 
Certainly, this is a field which the 
wide-awake agent can no longer 
safely ignore. 
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“MR. SAFETY” PROGRAM CREATES 
WIDESPREAD PRODUCER INTEREST 


Aid of Agents and Brokers Enlisted to Help 
Reduce Young Driver Accidents 


A bulging file in American-Associated’s Head Office Advertising Depart- 
ment is dramatic evidence of the response to the Company’s recent 





Symbols Sell Safety 


Each kit in American-Associated’s 
“Mr. Safety”’ campaign has been built 
around an advertisement which focuses 
on a familiar symbol or object (for 
to drama- 
tize the tragic results of an accident 


example, a crushed corsage 


caused by carelessness or recklessness 
on the part of teen-agers. 


In this “‘different’’ approach to mak- 
ing young drivers safety conscious, a 
lonesome megaphone shows the results 
of passing cars on a hill; an incomplete 
add-a-pearl necklace illustrates an acci- 
dent caused by speeding to beat a 
changing traffic light; a battered trump 
et dramatizes failure to stop at a rail- 
road crossing; and a crushed corsage 
symbolizes what can happen when a 
driver fails to heed a roadsign. 

Pictures used in the series were made 
by Sarra, celebrated New York photo- 
grapher. 


young driver safety program. 


Containing correspondence from indi- 
viduals and groups in 38 states, the 
District of Columbia, Canada, England 
and Sweden, the file tells of enthusiastic 
cooperation by Agents and Brokers who 
have assumed the role of “‘Mr. Safety” 
in their communities. Reports from the 
Company’s 27 Branch Offices give fur- 
ther evidence of the widespread interest 
the program has created. 


The plan was announced to the insur- 
ance industry last September. Having 
pre-tested the advertising messages 
with depth interviews among a large 
number of students, American-Associ- 
ated was confident that this unusual 
approach to the problem was powerful 
enough to leave a lasting impression on 
young minds. 


Agents and Brokers Spearhead 
Campaign 

As plans for the program developed, 
the Company became convinced that 
the most effective way to reach young 
drivers throughout the country was 
through the vast network of indepen- 
dent Agents and Brokers who contrib- 
ute so much of their time to making 
their communities better and safer 
places in which to live. The merchandis- 
ing plan was built around the theme 
“Sell prevention as you sell protection” 
and was available to any responsible 
insurance Producer whether or not he or 
she represented American-Associated. 

Each month for four months a differ- 
ent “Mr. Safety” kit, each containing 
samples of free advertising materials, 


suggestions for their use, and an order 
blank, was offered through advertise- 
ments in the insurance press. These 
materials included a reprint of the trade 
ad, a poster, newspaper mats in two 
sizes, a direct mail folder, radio spot 
announcements, plus a “novelty” for 
each month. In September this special 
insert was a schedule card, in October 
a policy hanger, in November a blotter, 
and a calendar in December. Each piece 
highlighted the campaign’s slogan: “A 
good safety record is No AccIDENT.” 


Insurance Press Cooperates 

Results to date have far surpassed 
original expectations. Much of the 
credit for the success of the campaign 
goes to the insurance trade publications 
which have helped publicize the pro- 
gram in their news columns. 

As this issue of Shop Talk goes to 
press, more than half a million separate 
pieces of material have been shipped 
thus far by American-Associated and 
orders are continuing to arrive daily. 
In addition to providing the satisfac- 
tion which comes with working for a 
humanitarian cause, the program has 
offered Producers an opportunity to 
gain added prestige through community 
service. Reports of ““Mr. Safety” talks 
before school and church groups and 
appointments of Producers to safety 
committees in civic and school organi- 
zations are tangible evidence of benefits 
earned by participating Producers. 

The Company will continue to make 
available on request all materials previ- 
ously offered so long as supplies last. 
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THE EMPLOYER’S RESPONSIBILITY 


HE employer's responsibility 
in the administration of an 

unemployment insurance pro 
gram is, in many respects, similar 
to that of all other groups who are 
the the 


empl vees, jf rb-se eker Ss, 


interested in success ot 
program 
administrative officials and labor 
unions. All of these groups of indi 
viduals have a direct interest in the 
effective and economical 
the 
compensation program 


and taxpayers they share the 


efficient, 
operation ot unemployment 
\s citizens 
com 
mon responsibility of guaranteeing 
that this shall be 
administratively sound 
cially secure 
of demarcation to signify the separate 


program kept 


and finan 


lo draw specific lines 


responsibilities of these individual 
groups is not an easy task. However, 
I shall endeavor to confine my re 
marks to those responsibilities that 
either are the employer’s primarily, 
or that he shares equally with other 
participants in the program. They 
can be classified into these four 
groups, I think: To his company, to 
his employees, to the state adminis- 
trative agency and to the general 
public. 
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Changes in economic conditions, 
social concepts, and political phi 
losophies since the inception of the 
unemployment insurance program, 
seventeen years ago, have been ac 
companied by a general revision of 
the average employer's attitude to 
ward this program and of his un- 
derstanding of its purposes and 
objectives. 

In the beginning there was, ad- 
mittedly, an attitude of antagonism 
on the part of most employers to 
what they considered to be another 
socialistic scheme of the New Deal 
reformers—another attempt to med- 
dle in private affairs and to regulate 
the relationships between employers 
and employees. To them, it was of 
a kind with plowing up cotton, burn 
ing crops and killing little pigs. 

His first reaction was that here 
another tax that 
levied against his business and with- 
out his consent or his approval. 
Furthermore, it was for the financ 


was was being 


ing of an idealistic program which 


he regarded as being entirely un 
That the originators of 
called his payments 


rather 


necessary 
the 
“contributions” 


program 
taxes, 
Fur 


than 
did not lessen his resentment 
thermore, the program was enacted 
during those “name-calling” days 
when employers and business men 
the 
demnation vilification. 
€ ffort to ° sell” 
employment compensation program 
to employers. On the contrary, they 


political con 
Little 
the un 


were victims ot 
and 


was made 


were made to feel that it was some 
thing . that “crammed 
down their throats” 
medicine, forcibly administered, to 


was being 


a dose of bad 


cure an illness resulting from ex 
cesses for which they were unfairly 
blamed. 

Fortunately, the intervening years 
have brought a wholesome and con 
structive change in the employer’s 
attitude, resulting in his full accep 
tance of his responsibilities as a 
business man a taxpaying 
citizen. There is now a better under- 
standing of the basic concepts of the 
program and a fuller appreciation of 


and as 


ntinued on the next page) 








Employer's Resp.—Continued 


its implications in the 
society in which we live. 

fo begin with, employers have 
been impressed and encouraged by 
the soundness with which the pro- 
gram is being administered at the 
state level. Nothing wins a business 
man’s approval more quickly than 
honesty ef purpose, efficiency, sin- 
cerity and ; 


complex 


fairness whether these 
qualities be found in a governmental 
agency or in a privately owned enter- 
prise. 

One constructive criticism that the 
average employer would make, about 
the unemployment insurance pro- 
gram, as a whole, is that the “shop” 
language which is so often used is 
confusing to business men who are 
not so well informed about the tech- 
nical meaning of such language. 
The laws themselves are complex, 
perhaps necessarily so, and too often 
administrative officials use technical 
terms or legalistic language that is 
pure Greek to the average employer. 
He is only perplexed 
times aggravated 


and some- 
when the national 
officials in Washington, and occa- 
sionally the state agencies, fail, in 
their day-to-day rulings and inter- 
pretations, to point to good practical 
reasons for doing this or that. 
Instead, they answer inquiries by 
pointing to cold, dry, ambiguous 
statements in musty law books. 
The employer now has a heavy 
financial stake in the program, ex- 
emplified in the substantial state 
reserve funds which have been built 
up with the pay roll taxes which he 


and other employers have been 
paying for the past seventeen years. 
With a more sympathetic under- 
standing of the basic concept of this 
program, he now sees his big invest- 
ment in the state fund as a potential 
cushion that will benefit society, as 
a whole, by lessening the impact of 
economic disaster that may come to 
his own employees, individually and 
collectively. We all have a greater 
interest in the success of any ven- 
ture in which we have invested our 
financial resources. 


To the Employer's Interest 


It is a basic human trait to be 
concerned first with our own inter- 
These some of the em- 
ployer’s responsibilities which, if 
properly fulfilled, will not only react 


ests. are 


to the advantage of his own com- 
pany, but will also help to accom- 
plish the constructive purposes of the 
unemployment insurance program. 

It is to the selfish interest of the 
employer to organize and conduct 
his business in such a way as to 
stabilize employment in his plants to 
the end that payment of job insur- 
ance to unemployed workers will be 
reduced to a minimum. This is a 
responsibility he cannot evade with- 
out price. Stabilization of employ- 
ment precedes payment of benefits 
to unemployed workers, and is more 
important. On this point too much 
emphasis cannot be placed. 

He should exercise care in employ- 
ing new workers, selecting those that 
have steady employment records, and 
avoiding those whose practice of 
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moving frequently from one job to 
another is detrimental to the pro- 
gram as a whole as well as to his 
individual standing under the law. 
When layoffs or periods of curtail- 
ment become necessary the employer 
should study his pay roll carefully 
and choose that schedule of reduced 
operation which will produce the 
minimum drain upon the unemploy- 
ment insurance reserve fund. 
There are times when an employer 
finds it impossible to avoid laying off 
workers or separating individuals 
from their jobs for one reason or 
another. Under such circumstances 
it is the responsibility of the em- 
ployer to tell the worker why his 
services are being terminated. Too 
often he follows the easy way out 
and don't 
more!”, or “I'll gall you if I need 
He should have the 
courage to tell a worker why he is 
being fired. When an employer is 
mealy-mouthed and does not have 
the courage to tell a worker why he 
is fired but gives him some flimsy 


says: “I need you any 


you any more!” 


reason, the agency is justified in 
taking that reason into consideration 
in paying or denying benefits. For 
the program to operate effectively, 
employers must give the true reason 
why workers are separated by them. 


A Full Record 


A full and accurate record of the 
exact circumstances surrounding the 
separation, should be made immedi 
ately whenever a worker is laid off 
or discharged or when he leaves his 
job of his own volition. This record 
will frequently prove to be valuable 
to him and to the administrative 
authorities in determining the va- 
lidity or the justice of a claim that 
may later be filed. 

It is the employer's responsibility, 
that of anyone else to 
that unemployment 
benefits are paid only to those claim 
who fully eligible and 
qualified and that these benefits shall 
continue only so long as they are 
justified. Most everyone would like 
to be able to get a supplemental 
weekly payment from the state job 


more than 


1 


make certain 


ants are 


insvrance fund. I do not mean tht 
the average person would willfully 
misrepresent the facts, but everyone 
wants all the money he can legiti- 
mately get. There is a natural tend- 
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ency for the claimant to weigh the 
facts in his own favor—and when 
reporting to the employment office 
to give a color to his story which is 
favorable to him. It is the duty of 
the employer to give his view of the 
facts concerning the worker's separa- 
tion from work so that state officials 
can decide the case with all the facts 
before them. 


Appealing Decisions 


It has been my observation that 
one of the major responsibilities that 
employers too often neglect is that 
of appealing the administrative de- 
terminations whenever such appeals 
seem justified. Like all other human 
beings, administrative officials make 
mistakes. Sometimes it is an error 
of judgment. In other cases, the 
mistake may occur because the em- 
ployer has not provided the agency 
with timely and accurate reports 
that present all of the facts clearly 
and completely. 

When the employer believes that 
an error or a mistake has occurred, 
he should avail himself of the appeals 
procedure that is provided under his 
particular state law. In addition to 
making the appeal, it is also the 
employer’s responsibility—and his 
duty—to attend the appeals hearing 
to present factual information or 
testimony that will sustain or refute 
the agency's decision. If he does not 
do this, then he has not fully 
shouldered his responsibility. 

No employer can contribute effec- 
tively to the proper accomplishments 
of this program, unless he is ade- 
quately informed about the employ- 
ment security laws of his own state 
and about the regulations and the 
procedures under which they are 
administered. He must have a work- 
ing knowledge of the law and of its 
operation, not only in order that he 
may avail himself of the rights and 
privileges that enable him to reduce 
his tax rate, but also that he may 
assist in the protection of the state 
funds against fraudulent claims or 
the unwarranted payment of bene- 
fits to ineligible or 
claimants. 


disqualified 


He will find his state agency not 
only willing, but anxious, to provide 
him with all of the facts and the 
advice that he needs to become fully 
informed about the law and about 
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the policies and the procedures under 
which it operates. 

The employer also has an obliga- 
tion to see that his employees under- 
stand the unemployment insurance 
program and that they be informed 
with respect to their rights and 
privileges. In far too many instances 
ignorance and not fraudulent intent 
is responsible for claims that do not 
comply with the letter or the spirit 
of the law. Sometimes this ignorance 
results from misinformation that has 


been given to an employer from 
some other source or from informa- 
tion from such sources that is neither 
accurate nor impartial. There are 
those individuals and organizations 
who are ever ready to teach an 
employee how to “maneuver” a 
claim or how to draw benefits where 
they are not justified. To eliminate 
ignorance and to combat misinfor 
mation the employer has a definite 
duty and responsibility to provide 
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@ Top quality backed by experienced engineering 
results in operating superiority at all times with 
the world famous C-O-TWO Squeez-Grip Carbon 
TRADE wane Dioxide Type Fire Extinguishers as well as the 
newer C-O-TWO Dry Chemical Type Fire Extin- 
guishers. Furthermore, modern manufacturing fa- 
cilities and extensive field testing, together with 
approvals such as the Underwriters’ Laboratories, 
Inc., Factory Mutual Laboratories and Govern- 
ment Bureaus assure you of fast, positive action the 
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With C-O-TWO Squeez-Grip Car- 
bon Dioxide Type Fire Extin- 
guishers the penetrating carbon di- 
oxide is a clean, dry, non-damaging, 
non-conducting inert gas... smoth- 
ers fire in seconds, leaves no after 
fire mess ... highly effective on 
flammable liquid and electrical 
fires, as well as some surface fires 
involving ordinary combustible 
materials. The C-O-TWO Squeez- 
Grip Valve is the greatest single 
contribution to the releasing of 
carbon dioxide for first aid fire 
fighting . .. just squeeze lever to open... release to close. 
Convenient 21/2, 5, 10, 15 and 20 pound hand sizes... 
discharge horn non-conducting, shatterproof construc- 
tion. Also, convenient 50, 75 and 100 pound wheeled 
sizes ... available with sturdy, wide-faced wheels either 
with or without rubber tires, as well as available with or 
without discharge hose and horn protection cover. 
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With C-O-TWO Dry Chemical Type Fire Extin- become clogged or inoperative . . . discharge hose 
guishers the heat-shielding dry chemical is a and squeeze type discharge nozzle remain empty 
non-conducting, non-abrasive, non-toxic, finely until actuation takes place ... one piece remov- 
pulverized powder compound .. . blankets fire able top assembly. Also, convenient 150 pound 
instantly .. . exceedingly effective on flammable wheeled size . . . sturdy, wide-faced wheels .. . 





liquid, gas and electrical fires, as well as surface discharge hose and two position discharge nozzle 


fires involving ordinary combustible materials. 
The exclusive inverting design renders constant 
free flowing dry chemical, assuring faster, more 
effective and complete discharge. 


having soft or solid stream fully enclosed in pro- 
tection casing . . . footrail and dual bar handle 
provide easy inverting. 

Act now for complete free information on these 


Convenient 4, 20 and 30 pound hand sizes... fast, positive fire extinguishers. Remember fire 
no syphon tubes or valves within the cylinder to doesn’t wait ... get the facts today! 
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Type Fire Extinguishing System 
Built-in Smoke and Heat Fire Dete 


C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 
Sales and Service in the Principal Cities of United States and Canada 


AFFILIATED WITH PYRENE MANUFACTURING COMPANY 








Loss Contlo€ 


SMALL 


IKE the weather 
mothers-in-law, 
smaller plant as a topic for dis 
cussion has become almost an ab 
straction, something to 
have acquired an automatic, rather 
than a reasoned, response. When we 
talk about it, we tend to use perfunc 


and like 


safety in the 


which we 


tory phrases for secondhand ideas, 
and we do it because we so seldom 
change our point of reference on 


the subject. 


Point of Reference 


That point of reference is, for 
some, the view of the big-company 
safety man—the fellow who has in 
dustrial hygienists, safety inspectors, 
editors and clerical staff working for 
him 
responsibility of the government 

of the Federal or of the state agen 


Others see the small plant as a 


cies charged with the protection of 
the interests of working people. And 
then there are the professional safety 
people who have a response to the 
problem of safety in the smaller 
plant which is, I am afraid, almost 
cold and clinical 

We have so many answers, and so 
few of these answers seem to be the 
right ones! We have knowledge—a 
great deal of knowledge about wavs 
and means of achieving safetvy—but 
in the field of accident prevention for 
the smaller business, knowledge is 
not power. If it were, we would not 
have the shocking rates of personal 


injury. 
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BUSINESS SAFETY 


NED H. DEARBORN 
President 

National Safety Council 
In the pattern of our American 
culture there are certain trends or 
tides or pressures which are typically 
our own. Such things, for instance, 
as the independence and _ self-suffi- 
crency of our women a phenom 
enon both startling and appalling to 
some observers in other parts of the 
world. So, too, the restlessness of 
our population. Not 
upper bracket income pee yple, but of 
the unskilled worker who raises five 
children in a four-room house and 


has enough left over to take the 


just of the 


family out to see the country in his 
summer the 
\merican standing in 


vacation SO, 
dislike for 
line, his resentment at being pushed 
around, his intolerance of attempts 
to regulate his personal life 


too, 


Typically American 


I am not saying that these things 
are good, or that they are bad. I am 
only saying that they are so. Not, 
certainly, of every one of us alike, 
but they are habits and reactions we 
think of as characteristically Ameri- 
can. The American citizen, and more 
especially the American employer, 
believes in doing it for himself if he 
can—whatever “it” may be. I say 
that with implicit 
straight in the teeth of all of the accu- 
sations that employers want nothing 


confidence— 


quite so much as they want some 
thing for nothing from their govern 
ment and that workers want nothing 
quite so much as they want some 
thing for nothing from their em 
ployers 

Like the rumor that the younger 
generation is going to the dogs, | 
just don’t believe it. Most persons 
who are under the age of thirty are 
the sons and daughters, by the wavy, 
of the that 


widely publicized as having already 


generation was once 


arrived at the dogs. There are ex 
ploiters and manipulators and chisel 
ers in every kind of occupation, but 
the 
and of 


they do not 
of our 


labor 


represent pattern 


business life our 
lurthermore—and this is the sec 
ond premise to which I tie my be 
liefs—the American employer is de 
cent. He grew up in a tradition of 
decency, he lives in an atmosphere 
of decency, and he inten- 
tion of treating his help with de 


And by 


noblesse oblige which characterizes 


has every 


cency decency | mean the 
the actions of most self-respecting 
persons who, through circumstance 
or intent, have power over the daily 
lives of other persons 

lhe exceptions to the rule do not 
prove the contrary. Because there 
are parents now and then who beat 
their children to death to 


not 


enforce 
discipline we do disparage 
parenthood, nor do we believe that 
parents in general are feeble-minded 
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Small Business—Continued 


or sadistic. Employers, both large 
and small, are to be given credit not 
only for the same inherent feelings 
as the rest of us, but for actively 
maintaining their humanity under 
the great pressure of competition. 
Regardless of the size of his estab- 
lishment, the American employer, by 
and large, fits the American pattern 
of freedom and decency—of a crav- 
ing for elbow-room and a willingness 
to meet his obligations to his fellow 


men. That the small employer has 
not met his obligations to his em- 
ployees in the field of safety with as 
great success as we think he should 
is less an indictment of him than it 
is of the specialists in loss control. 

We have to start from some sort 
of premise—either the premise that 
men want to be free and that they 
want to be good, or that they want 
to be bound and they want to be 
bad. That is a gross over-simplifica- 
tion, but each one of us leans toward 
one or the other, and our choice has 


Test Facts on Stops, Starts,and Hill Climbing 
Ability of Tires and Chains on Snow and Ice 
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PER CENT OF GRADEABILITY 


4.3% 
6.3% 
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BRAKING DISTANCES 
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National Safety Council Tests reveai 
facts to help you avoid accidents and traffic tie- 
ups this winter. These four charts show average 
results. Skid distances of bare tires vary as much 
as 130 per cent, however, with changing tempera- 
tures or sunshine. At 4 degrees below zero tires 
without chains can stop on ice in about 110 feet 
at 20 m.p.h., but the same car, at same speed, 
takes about 250 feet to stop on same ice at 30 
degrees above zero. This variable has led many a 
driver to disaster. Temperatures of 15 degrees 
above zero or higher put a moist film on ice or 
hard-packed snow which, without tire chains, 
greatly increases skidding. 





AVERAGE DRAWBAR PULL ON ICE 
ba] ae Lad soe \oee 1208 


{Wl CONVENTIONAL TIRES 143 LBs 
{WMI WINTERIZED TIRES 170 Lbs 
iil mup-swow rines 150 iss 


INU WINTERIZED MUD-SNOW tines 92 LBs 
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ARTING and CLIMBING 














Above ar National Safety Council facts, based on tests by its Committee on Winter 
Driving Hazards. For comparison, normal braking distances of autos on dry and wet 
concrete are only about 21 and 26 feet respectively. Study of each chart may save your 
life, or at least prevent trouble. For each “braking distance” above you must add 22 
feet, which is distance traveled during average “reaction time” to get your foot on brake. 


a great deal to do with what we pro- 
pose in relation to safety in the small 
business, The nature of our pro- 
posals for a solution to this question 
of personal safety for employees in 
the smaller industry will be deter- 
mined by whether or not we think 
the small employer can control his 
hazards if he wants to, and, further, 
whether or not he can ever be led 
to want to control them 

he cannot control his 
hazards, we confess our own incom- 


If we say 


petence in accident prevention tech- 
if we insist that he cannot 
are 


nology > 
be led to a desire to do so, we 
claiming, in effect, that all our his- 
torical behalf of 
safety programs as enlightened self- 


arguments on 


interest are specious ant beside the 
point. We are not a chosen people. 


The Same Kind of Men 


The error we may have made in 
the past may well be the error of 
thinking of the big-plant man and 
t..e small-plant man as two different 
kinds of men, instead of the same 
kind of men in need of different ap- 
proaches to the same kind of prob- 
lem. We are not going to make 
progress with accident reduction in 
small businesses by driving wedges 
between 
ones, by assuming that one is en- 
lightened and well-meaning and that 
the other is not, and therefore must 
somehow be “managed.” 

The formulas which have so far 
tried have not worked very 
well. We have tried publicity and 
exhortation. We have talked about 
costs, about rising insurance pre- 


small businesses and big 


been 


miums and direct and indirect losses. 
Of legislation and the threat of more 
legislation. We have appealed to 
self-interest, to the profit motive, to 
the humanitarian motive. We have 
tried to sell safety as one of the 
magic words with which to open the 
door of good labor relations. 

And for each dollar of investment 
in this kind of thing we apparently 
have gotten about a dime’s worth of 
return. The employees of the 100- 
man or smaller plant still have about 
two-thirds of all of the occupational 
suffered in this country 
each year. The small members of 
the National Safety Council still re- 
port injury frequencies about two 


Continued 


injuries 
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MONTHLY FIRE 
LOSSES 

STIMATED fire losses in the 

United States during November 
amounted to $65,129,000, it is re- 
ported by the National Board of 
Fire Underwriters. This represents 
an increase of 8.4% over losses of 
$60,064,000 reported for November 
1951, and an increase of 1.8% over 
losses of $63,958,000 for October 
1952. 

Losses for the first eleven months 
of 1952 now total $710,826,000, an 
increase of 7.2% over the first eleven 
months of 1951, when they 
amounted to $663,199,000. 

These estimated losses under fire 
insurance policies include an allow- 
ance for uninsured and unreported 


losses. 


1950 1951 
December ... $ 66,820,000 $ 68,206,000 
1951 1952 
January .... 68,686,000 74,155,000 
February ... 69,136,000 69,925,000 
71,507,000 72,254,000 
62,965,000 67,380,000 
58,744,000 62,354,000 
56,403,000 58,585,000 
52,220,000 61,675,000 
August 55,416,000 56,462,000 
September .. 53,398,000 58,949,000 
October .... 54,660,000 63,958,000 
November .. 60,064,000 65,129,000 


Totals .... $730,019,000 $779,032,000 


MOTOR VEHICLE 
DEATHS 


January 
February 


3,460 
September 3,2 3,580 
October 3,55 3,720 
November 3,23 3,500 
December i 3,490 


37,300 


ACCIDENTAL 
_ DEATHS 


Ten Months 

1952 1951 Change 
ALL TYPES*. 78,400 76,900 
Motor vehicle.. 30,830 30,310 
Other public .. 13,300 12,700 
Home 22,900 22,600 
Occupational .. 13,400 13,200 


* The total for all types does not equal the sum 
of the four succeeding totals because deaths 
from occupational-motor-vehicle accidents are 
included under both headings. 





KNOWLEDGE 
AND SKILL . 
ARE SO 
ESSENTIAL 





= TRUE in tapping a rubber tree—and it’s true in pro- 
tecting the vast complicated business operations of 
American firms producing vital rubber in foreign lands. 


The American Foreign Insurance Association has the 
expert knowledge gained from decades of experience in 
providing sound insurance coverage through its member 
companies to America’s leaders in practically every field 
of business endeavor. 


It has the skill of a highly trained organization at 
home and in foreign countries throughout the world. 


When your clients are insured through AFIA, knowl- 
edge and skill are integral parts of the sound protection 
they enjoy. 

Do not have the misconception that specialized knowl- 
edge on your part is necessary in handling foreign in- 
surance. It isn’t. Just get the usual facts and pass them 
along to AFIA. You'll see how easy it is to enter the field 
of foreign insurance. 








AMERICAN FOREIGN 
INSURANCE ASSOCIATION 


161 William Street + New York 38, New York 


insurance Exchange Buliding, 175 West Jackson Bivd., Chicago 4, Wlinois 
Pacific Mutual Building, 523 W. 6th Street, Los Angeles 14, California 
: 98 Post Street, San Francisco 4, California 

Woodward Building, 733 15th Street, N. W., Washington 5, 0. C. 








AN ASSOCIATION OF AMERICAN CAPITAL STOCK FIRE, MARINE AND CASUALTY 
INSURANCE COMPANIES PROVIDING INSURANCE PROTECTION IN FOREIGN LANDS 








BEHIND 


SIMPLE PRECAUTION 


HILE @ guest in a hotel was 
WY vowderine her face in front of 
the dressing table, the glass table top 
slipped off and fell on her right foot, 
injuring her toes. 

All glass tops on room furniture 
should be anchored in place by corner 
clamps or appropriate pads. These 
clamps will not only prevent acci 
dents such as the one listed above 
but will also stop the glass from 
slipping out of position whereby the 
edges may become chipped or broken 
and consequently 
hazard. 


develop another 


Royal-Liverpool Group Safety Information 


HARD-HEADED WIVES 


N (JWENSBORO, Kentucky hus 
band and wife teamed up to 


bump heads soundly. The wife came 
out all right but the husband suffered 
a detached retina. The insurance 
company paid $130 hospitalization 
benefits. Husbands generally should 
be tore-warned that 


hard-headed. 
National Casualty Co 


wives can be 


pretty 


Agents Record 


TALK SAFETY 


RIVING a car is a full time occu- 
2 ee and those who don't give 
it their undivided attention will 
surely wind up in an accident. Make 
it a point to discuss this with people 
The 


more of these little safety lessons we 


whenever you have the chance 


can get across, the more chance we 


have to accidents. Every 


bit helps. 


prevent 
Merchants Monday 
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Message 


ANYTIME, ANYWHERE 


HEN asked why she had taken 
Wee $40,000 from the ship 
ping firm for which she worked, a 
embezzler explained, “‘! 
guess it was because | had a frus 
trated childhood. | 
things | wanted.” 

A junior accountant of a state 


woman 


never had the 


prison, who daily saw the penalty 
for dishonesty, embezzled $1,010 
from funds belonging to prisoners 

\n employee in a bank, who was 
nabbed after he had filched $6,887 
from the till, blamed his moral lapse 
on the high cost of living. 

‘Two former county trustees were 
held grand 
jury after it was found that $215, 


for investigation by a 


122 was missing from funds collected 
through the trustee’s office. One of 
the ex-trustees had fifty-four indi 
vidual bondsmen 

Speaking of bondsmen, when a 
county court clerk died shortly after 
he had $13,000 of the 
county’s money, forty-one private 
had to for his dis 


embezzled 
bondsmen pay 
honesty 

Over a period of nineteen years, a 
city treasurer piled up a shortage of 
$53,389. He claimed that the trouble 
first started during the depression 
of the '30’s, when his office handled 
a large number of bad checks, which 
he covered up for the guilty indi 
viduals. He concealed his short 
age from year to year by crediting 
sufficient of the income for the new 
vear to balance the accounts of the 
previous year 

Unusual cases?’ No! Employee 
dishonesty can occur anytime, any 
where, for almost any reason. 


The Marylander 


E LOSSES 


FIRE TOO CLEVER 


N SOME cases it appears as though 
fire has an almost human intelli 
Recently a 


gence wind-whipped 


fire in California caused an esti 
mated $1 


which happened to be producing fire 


million loss to a factory 


fighting suits for our armed forces 


Insurance 
Digest 


Pacific National Fire 
Co's Insurance Buyers 


TRUCK CARGO THEFTS 


W ITH practically no type ol 
cargo immune to theft and 
practically no location free of theft 
hazard, shippers from coast to coast 
The 1952 loss list, 


for instance, included cargoes such 


are concerned 
as hearing aids, cigarette lighters, 


toys, printing presses, plumbing 


tools, lipsticks, pipe fittings, baby 
food, refrigeration supplies, photo- 
in addition to all 


The 


crooks have greatly expanded their 


graphic materials 
the old-time loss list favorites 


activities and no cargo is safe any 
where, without a full quota of pro 
tection 

The Cargo Protection Bureau 


SAFETY PRAYER 


ok thirty-five years a_ wise 
pe Ben has been using a daily 
prayer and she thinks that it might 
have helped her have a clean, safe 
driving record. The prayer is: “Oh 
Lord, as | go forth today, help me 
to bear in mind that 
strument of death in my hands, and 
give me the grace to use it with 


I have an in 


proper respect for human life.” 


Merchants Monday Message 


Best's Fire and Casualty News 
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Q. war Foot Whaples are SPECIFIED MORE 


AND MORE BY SCHOOLS AND OTHER INSTITUTIONS 2 


A. WAXES THAT COMBINE 


ANTI-SLIP SAFETY ! 


PLUS LONG-WEARING BEAUTY 
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THAT MEANS WAXES CONTAINING DU PONT ‘‘LUDOX“’ 


Now institutions can give floors anti-slip safety and durable beauty 
by using waxes containing Du Pont ‘Ludox”’ colloidal silica. In- 
visibly tiny particles of ““Ludox’”’ in waxes offer new walking safety, 
as well as extra film hardness. 

And waxes properly formulated with ‘““Ludox”’ are fully equal to 
the best of floor waxes in gloss, water resistance, leveling, and other 
desirable properties. With all these advantages, you can see why 
waxes containing ‘‘Ludox”’ are specified by more and more safety 
and maintenance engineers. 

If you are not already using anti-slip waxes containing ‘“‘Ludox,”’ 
ask your supplier about them. Or, if he cannot supply you with a 
wax fortified with ‘Ludox,”’ consult E. I. du Pont de Nemours & Co. 
(Inc.), Grasselli Chemicals Dept., 4147-B Du Pont Bldg., Wilmington 
98, Delaware. - 








How “‘LUDOX”’ 
gives slip resistance 


As the foot preases on the waxed 
floor, submicroscopic particles of 
“Ludox” (so amall that there are 
more than 300 trillion under the 
7 a heel alone) preas in- 

> tolarger, softer wax 

, particles. This pro 

““ videsa uniquesnub 

—- bing action helps 

~ keep the foot from 


ry ro g slipping 








WVU 


SEG. Uv. &. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 





Lhe 
trade mark 
of WN CA tert 


Over the years, the pharmacist accumulates a vast 

knowledge of the customers and doctors he serves so 

that his skill becomes a keystone for the health 

and growth of his community. 

Excess has, for years, served in the growth of From the asco 
Collection of 


reinsurance and, through experience, arranged contracts > Spothecary Antiques 


which adequately provide necessary protection. 


EeXCE as fs INSURANCE COMPANY OF AMERICA 


99 John Street, New York 38, N.Y. © 6 East 11th Street, Kansas City 6, Mo. 
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AU 


accountant 
that he 
solved all 


HE 

probably’ feels 

encountered and 
the accounting problems posed by 
his company’s transactions for the 
statement year in the recording of 
the year’s transactions upon his 
company’s books and in the prepara 
tion of his company’s financial state 
ment. He is familiar with, and has 
tried to comply with the various 
legal requirements and regulations 
applicable to the preparation of his 
statement. His profit and loss state 
ment and statement of assets and 
liabilities, checked, proven and re- 
checked, are undoubtedly correct, 
and should not be changed in audit 
by any state with which his state- 
ment is filed. He files his statement 
with due regard to the statutory 
filing date and resumes the even 
tenor of his ways, with only fu- 
ture, non-pressing filing require- 
ments to disturb the tranquility of 
his existence. 


insurance 
has 


Collateral Information 


But in due course, come Audit 
Bureau letters on his statement, 
asking for explanations of items re- 
ported and for collateral information 
on his company’s transactions dur- 
ing the year. Finally perhaps, icono- 
clastic though it be, a letter arrives 
itemizing changes made in his figures 
in the audit of his statement by the 
Insurance Department. 

Now the accountant’s assumption 
when he filed his statement, probably 
would have been fully justified if 
the audits were limited to a verifica- 
tion of the mathematical accuracy of 
the computations reported therein, 
and to a comparison of the data in 
the financial pages with that in the 


supporting schedules in the state 
ment blank. Such an audit routine 
might lighten the work of both the 
insurance department and the ac- 
countant, but could hardly be said 
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MATUTOMY STAI 


to be an “audit” in the true sense of 
the word. In a department audit, the 
figures reported by a company are 
considered not only in the light of 
figures previously reported by the 
company but also in the light of 
facts, figures and information ascer- 
tained and developed in previous 
audits and reports on examination 
of the company. 

Hence, problems the 
audits of insurance company state- 
ments. Mathematical accuracy of 
the computations which appear in 
the filed statement and correctness of 
figures “brought forward” from the 
previous year’s filed statement are of 
course prerequisites to the state- 
ment’s passing through the audit 
process without change or modifica- 
tion. That aspect of audit is simple 
clerical verification. 

It must be borne in mind, how- 
ever, that the audit of a statement is 
somewhat analogous to the examina- 
tion of a company’s financial condi- 
tion as of a given date, without direct 
access to the company’s records, and 


arise in 


without the usual personal discus- 
sion of items and transactions with 
the company’s officers. Therefore, 
the scope of the audit may embrace 
any phase of the company’s trans- 
actions, details of which are brought 
out through correspondence on items 
reported. When Company A re- 
ported a small commission item in 
income and it was determined that 
it represented commission received 
for placing the unwanted business 
of some of its producers with other 
insurance companies, Company A 
found itself criticized, not for the 
manner in which it reported the 
item, but for acting beyond the scope 
of its charter powers, under which 


Ml 


EDWARD J. REILLY 
Chief of the Audit Bureau, 
New York State Insurance Department 


it had no authority to act as an 
insurance agency. The range of 
subjects inquired into, therefore, 
differs little from those explored on 
actual physical examination of a 
company’s records. 

When a domestic insurance com 
pany is examined, as of the end of a 
calendar year, the figures appearing 
in the examiner’s filed report are 
taken as reflecting the financial con 
dition of the company as of that 
date. If the report on examination 
has been officially filed at the time 
the company’s statement is audited, 
the figures appearing in the com- 
pany’s statement are conformed 
thereto. 


Investments 


The assets are gone over to deter- 
mine if they have been valued on the 
prescribed bases of valuation appli- 
cable thereto. The acquisitions are 
reviewed to determine if invest 
ments made during the year comply 
with the requirements of the insur- 
ance law as to eligibility for invest 
ment; and all assets are studied to 
determine if individual holdings and 
classes of are within the 
limitations prescribed in the law 
In this study of assets it is deter 
mined if the meeting 
minimum capital asset, reserve in 
vestment, and deposit requirements. 
Literal compliance with the invest- 
ment provisions of the law is en 
forced in the case of domestic com 
panies and substantial compliance is 


assets 


company is 


(Continued on the next page) 





Statutory Statements—Continued 


required in the case of other com 
panies authorized to do business in 
the state. 

Broadly stated the audit of assets 
in a company’s statement seeks to 
determine: (a) the 
have title to the assets reported, save 
for lien or pledge clearly indicated 
in the statement (b) are the assets 
admissible from the standpoint of 
legality on acquisition and limitation 


de eS company 








'Cementing 
firm business 
friendships 


on holdings (c) is there an excessive 
concentration in one or another type 
of asset, and (d) are the assets 
admissible on the basis of valuations 
reported and as regards normal dis- 
allowance of prescribed “not ad- 
mitted assets.” 

Perhaps a company, without con- 
sideration of the statutory prohibi- 
tion against the making of loans to 
officers or directors, takes a mortgage 
upon the home of one of its directors 
only to have a “not admitted asset” 








.... iS part of our ‘building code’” 


,% Kansas City is a helpful company . . . 
true to all the Western traditions of friendli- 
ness and hospitality. Of course, the officers, 
directors, field men and engineers of The 
Kansas City are always ready to do anything 
they can to help you build business. 


You're invited to make The Kansas City 
home office your headquarters when you re 
in Kansas City. Officers and department 
heads are always at home to you... an 
“open door” policy that results in close, 


friendly relationships 


valuable suggestions on how to get more 
. . keep more business. 


business . 


Pweavce 


301 West lth Street * 


Kansas City, Missouri 
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as well as many 


tine 


A MULTIPLE 























inserted in its statement with the 
request that the situation be cor- 
rected. Similar treatment is en- 
countered by a company investing in 
securities of a technically insolvent 
corporation. Or perhaps, as hap- 
pened recently, a company buys 
considerable amounts of General 
Motors’ short term paper during the 
statement year only to find in the 
course of the audit of its statement 
that more than ten percent of its 
admitted assets are invested in the 
securities of one corporation. In 
that particular instance a telephone 
call to one of the insurance com- 
forth the 
explanation that it was just one of 
those things that had escaped com- 
pany attention. Within a day or so, 
the department was notified that the 
excess holdings had been disposed of 


pany’s officers brought 


by the insurance company. 


Insurance Company Stock 


Then again, companies will mis- 
interpret the limitations applicable to 
the holding of insurance company 
the valuation 
thereof, or will attempt to take credit 
in the valuation of a_ subsidiary 
company’s stock for an asset which 
would be inadmissible in the state- 
ment of the company itself. These 
and similar violations of statutory 
provisions give rise to additional 
“not admitted assets” in 
audits, and in every instance where 
a domestic company is involved, 
cause the department to direct the 
company to the in- 
eligible investment or excess holding, 
forthwith. 

Then of course there are the 
“special treatment” situations, in- 
evitably encountered in the statement 
audit of reported assets. Company 
A does not like the rule adopted by 
the N.A.I.C. Committee on Valua- 
tions of Securities for the reporting 
of market values on United States 
Savings Bonds or perhaps in defer- 
ence to the Treasury Department 
prefers to carry “par” on the bonds 
it receives in exchange for its 22s 
of 1967-72. Company B feels that 
the Committee on Valuations erred 
holds 
under “Railroads” and proceeds to 
report it as a “Public Utility.” Or 
Company C does not like the rule 
applicable to the valuation of the 


stocks or basis of 


statement 


dispose of 


in classifying a security it 
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stock of its subsidiary and uses a 
quoted market value thereon. Or 
Company D objects to an audit 
change in the value of insurance 
stocks it owns, feeling that some- 
how, in spite of the prescribed statu- 
tory valuation basis it should be able 
to place a value on its stock which 
will withstand the scrutiny of an 
insurance department audit. Per- 
haps Company E really decides to be 
a dissenter and reports all its secu- 
rity holdings on a market valuation 
basis. 


Valuation Reserves 


Then too, we encounter the com- 
pany which, while conforming to 
prescribed valuation bases, decides 
that reserves voluntarily set up by 
it against such assets should be 
treated as valuation reserves in lia- 
bilities in its statement, and not as 
special surplus funds. These illus- 
trations, to say nothing of values 
reported in excess of values estab- 
lished by a previous examination 
of a company as well as miscella- 
neous errors and deviations, cause 
considerable correspondence and 
changes in the audit of assets in 
companies’ financial statements. 

Liability items in a company’s 
statement also present their share of 
problems in audits. Have they been 
fully reported and adequately re- 
served against, or has the surplus 
first been inserted in the statement 
and have the liabilities been devel- 
oped as reconciling figures in arriv- 
ing at a balanced statement? While 
the latter practice never has been 
officially attributed to a company, we 
do find that companies sometimes 
maintain a predetermined surplus 
in their statements by using a con- 
tingency reserve as the balancing 
figure. The use of voluntary re- 
serves for contingencies occasions 
audit 
companies are wont to report them 
as liabilities rather than as part of 
“surplus to policyholders.” The 
provision for specifically including 
them in surplus to policyholders was 
first made in the Association State 
ment blank in 1945. Since that time 
companies have become reconciled to 
the fact that, regardless of 
allocation to segregated surplus 
funds they make of their “surplus 
to policyholders,” the total of their 


correspondence in because 


what 
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“surplus to policyholders” remains 
unchanged by the allocation. 
However, there is one inconsist- 
ency in this respect and that is the 
provision for reporting in liabilities 
of the statement blank, of voluntary 
reserves on liability and compensa 
tion the 
which the excess of 
reserve 


claims on same line on 
the 


basis” 


statutory 
over “case reserves 
is reported. The decision as to the 
continuance of such voluntary re- 
liabilities with the 


Committee on Blanks. 


serves in 


N.A.I.C. 


rests 


Adequacy of Reserves 


Adequacy of reserves for losses 


outstanding and unearned premiums 


is of paramount importance in a 
company’s statement. Are these re- 
serves reasonable on the volume of 
business written and in force? Does 
the company writing casualty lines 
correctly reflect currently mounting 
costs of settling claims in its reserves 
for claims outstanding? Does the 
company’s development of outstand- 
ing losses, reflected in Schedules G, 
O, and P, indicate consistent under- 
reserving in the past, and raise a 


question as to adequacy of loss re- 
serves in the statement under audit? 
Have specific statutory reserves, 
incurred but not 


reported losses on fidelity and surety 


such as those for 


claims and that required on perpetual 
premiums on fire risks, been prop- 
erly computed and included in lia- 
bilities? Those 
resolved in the audit of a statement. 


questions must be 


Sometimes a company, new in the 
business or a company with a rapidly 
increasing volume of business, will 
set up an unearned premium reserve, 
annual fraction 


called 


reserve on 


computed on an 
only to be 
compute its 


basis, upon to 
a monthly 
pursuant to the re 
quirements printed in the blank itself 
and pursuant to the statutory right 
of the superintendent of insurance 
to require the 


fraction basis, 


reserves to be so 
computed. 

credit 
taken in a company’s Statement on 


Unauthorized reinsurance 
its outstanding losses and unearned 
premium reserves, perennially has 
been the occasion of correspondence 
on audit. In the recent amendment 
to Section 326 of the New York 


(Continued on the next page 





Statutory Statements—Continued 


Insurance Law, the New York basis 
of treating unauthorized reinsurance 
in the computation of the “re- 
mainder” reserve on liability and 
compensation claims has been con- 
siderably simplified and the recent 
addition of Schedule F, Part 2 in 
the statement blank has incorporated 
the basis of offsetting funds withheld 
under reinsurance treaties against the 
liability penalty carried for unauthor- 


ized reinsurance in companies’ state- 
ments. 

Nonetheless varying interpreta- 
tions of the right to offset such funds 
held against unauthorized reinsur- 
ance still produce audit problems. 
One company adopted a_ unique 
procedure last year when it merely 
debited reinsurance balances payable 
at the year-end by the amount re- 
coverable from unauthorized rein- 
surers on unpaid losses and set up 
the contra credit as its liability for 








Insurance Companies 
something about it 


The Association of Casualty & Surety Companies, 
maintained by 110 member stock insurance companies, 
in 1938 founded at New York University the Center for 
Safety Education. The Center has been one of the prin- 
cipal recipients of grants totalling nearly $2,000,000 
made by the Association for traffic safety work. It is 
dedicated to the training of teachers in all phases of 
safety work and provides fellowships and grants-in-aid 
for advanced degrees in safety education. 


The Center furnishes field services to college and uni- 
versities throughout the United States in safety educa- 
tion having principally to do with traffic accident pre- 
vention. Approximately 300 Master’s Degree students 
have been graduated in its School of Education pro- 
gram. More than 200 instructors teaching safety 
education courses in 250 colleges received all or part 
of their training at the Center. Each year the Center 
reaches more than 5000 persons on managerial and 
supervisory levels through its safety-lecture services. 
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funds withheld. Its debit to reinsur 
ance balances payable exceeded the 
credit balance of the account and in 
effect threw a portion of its funds 
withheld into the 
account receivable from its unauthor 


category of am 
ized reinsurers. Needless to say the 
company’s statement was changed on 
audit. 

The verification of 
assets, completeness and adequacy of 
liabilities, sufficiency of capital and 
surplus, and statutory compliance on 
all transactions reflected in a state- 
naturally are the primary 
objectives in an audit. Secondary to 
these, but time consuming, is the 
work of securing compliance with 
prescribed reporting procedures in 
filed. A fire company 
which reported its agents’ balances 


admissible 


ment 


statements 


gross as to commission and carried 
a commission liability in its state- 
ment prior to the adoption of 
the present statement blank made 
changes necessary in the audit of its 
statement. The company which 
omits schedules in the prescribed 
blank, or changes items or other 
details of the blank, complicates the 
audit of its statement. A company 
which valuation 
against asset items in lieu of “not 


carries reserves 
admitted” items, may properly set 
forth its surplus to policyholders 
and yet occasion adjustments in the 
audit of its statement. Likewise, the 
company which groups coverages 
reinsurance 
effected, instead of reporting them 
against the 
forth in 


written or cessions of 


lines of business set 
the statement, causes 
changes to be made in the audit of 


its statement. 


No Deviation 


Since statement forms are pre- 
pared to elicit information which is 
used in statistical compilations, and 
which permits of comparison among 
reporting companies, it stands to 
reason that deviation from the con- 
templated basis of reporting is un- 
acceptable. It should borne in 
mind that a company which is not 
satisfied with the basis of reporting 
any facts or figures, called for in the 
prescribed statement blank, can as- 
the effecting 
changes in the item or items to which 
it objects. It can submit a proposal 
Continued on page 58) 
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URING the early years of 

the last war, which in Canada 

started in 1939, a group of 
young farm hands drove into the 
city of Winnipeg in an old jalopy 
to see about joining the Army. As 
so often happens on such occasions, 
the lures of the city proved too at- 
tractive and these young men imbibed 
too freely for their own good. While 
cruising from one tavern to another, 
the driver lost control of the car, 
which climbed on to the sidewalk 
and struck down two young girls 
One was killed outright, the other 
permanently and completely dis 
abled. No insurance whatever was 
carried by the owner or driver of 
the jalopy, and they had no financial 
resources whatever 


No Provision for Payment 


At that time, Manitoba’s Highway 
Traffic Act incorporated the old 
Financial Responsibility Law. Un- 
der it, any person who failed to sat- 
isfy a judgment rendered against 
him for damages resulting from a 
motor vehicle accident was banned 
from the highway until such time as 
it was settled. Apart from the penal- 
ties which might be imposed for 
driving while under the influence of 
intoxicating liquor, the law provided 
no way to prevent the same driver 
doing the same thing again at a later 
date unless the law was invoked by 
obtaining a judgment in damages 
In no event, because of the financial 
status of the individuals involved, 
was there any prospect of financial 
indemnity to the permanently dis 
abled girl. In fact, to put the driver 
off the road would actually require 
more expenditure on her behalf, 
simply to obtain the essential judg 
ment for damages which could not 
be paid. 

For some time there 
growing dissatisfaction, not only in 


had been 
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but throughout Canada 
and the United States, with the 
financial responsibility Chis 
horrible accident resulted in strong 


Manitoba 
law. 
editorials, church sermons and reso 
lutions from 
for drastic changes in the law, and 
particularly for provisions 
whereby a victim such as the young 
girl could not be left crippled and 
helpless, her family _ financially 
ruined by the burden of hospital and 
medical bills, and faced with the 
responsibility of providing for her 
not only during their lifetime, but 
also after their deaths. Public sub 
scriptions were called for, and it is 
to the credit of Winnipeg that a sub 
stantial sum was raised 

Prior to this accident, All Canada 
Federation had commis- 


organizations calling 


some 


Insurance 
sioned a leading member of the legal 
profession to make a complete and 
impartial study of the various laws 
throughout the world relating to the 
compensation of victims of motor 
vehicle accidents. It was completed 
in time to submit to a special com 
mittee which had been appointed by 
the attorney-general of Manitoba to 
study ways and means of correcting 
the injustice and hardship disclosed 
so drastically to the public by the 
accident I have referred to 


The Robinette Report 


“The Robinette Report,” as the 
\ll Canada Insurance Federation’s 
report became known, surveyed the 
arguments for and against compul 
sory insurance, compensation plans, 
financial responsibility, and the new 
safety responsibility laws then .in 
force in New Hampshire and New 
York. The Robinette Report con 
clusions were that the first goal of 


any highway legislation should be 
safety, the secondary objective being 
the provision of indemnity to the 
victims of highway accidents. This, 
the report found, best be 
achieved under the safety responsi 
bility law 


ct nuld 


The McLenaghen Committee, so 
named after the Manitoba attornev 
general, agreed with the conclusions 
of the Robinette Report. Sut 
point bothered it: under the finan- 
cial responsibility law, the victim 
must obtain judgment before penal- 
ties are applied, and there were no 
assurances of financial resources to 
Under the 
safety responsibility law, penalties 
are imposed on occurrence of the ac 
cident so that the same driver should 
not be able to do the same thing 
But how about the first vic 
No provision was made for 


satisfy the judgment. 


again. 
tim ? 
him under any existing law 


Central Fund 


\fter study, 
Lenaghen Committee recommended 
that to protect the first victim, a 
central fund should be established, 
made up by a contribution 
from the owner of every registered 
Che fund should be 
held in a trust account by the Pro 


the Me 


much 


small 


motor vehicle 


vincial Treasurer. The purpose of 
in the words of the Mc 


Lenaghen Report, would be “to pay 


this fund, 


judgments recovered by persons as 
a result of accidents caused by the 
operation of a motor vehicle on a 
where those judg 
not be recovered be 
cause of lack of insurance or lack of 
assets on the part of the judgment 
debtor.” 

It was further decided that claims 
against the fund should 
allowed in the more serious cases 
Accordingly, property 


r 


highway 


ments could 


only be 


damage 
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Judgment Funds—Continued 


losses, and bodily injury claims for 
less than $100 were excluded. The 
Manitoba law was amended to in- 
clude these features. 


Mechanics of Recovery 


the Unsatisfied 
Judgment Fund is not a simple mat 
ter 
first obtain a judgment in damages 
against the responsible party. He 
must then take every possible step to 
execute the judgment, and prove to 


Recovery from 


The victim of the accident must 


the judge hearing his application 
that he has made all the stipulated 
searches and inquiries as to assets; 
and that there is good reason for be- 
lieving the judgment debtor has no 
assets available to satisfy the judg- 
ment. If the judge is satisfied, he 
makes an order for payment from 
the fund, but the applicant must as 
sign the judgment in full to the 
Provincial Treasurer in return for 
whatever amount is paid from the 
fund. 


From the judgment debtor’s point 
of view, payment from the fund car- 
ries drastic penalties. He is automa- 
tically denied any further licenses 
or permits until he has reimbursed 
the fund in full, plus interest, and 
files proof of financial responsibility 
for the future. Instead of 
debtor to an ordinary individual, 
who might die or let his legal rights 
expire, thinks them 
worthless, he is indebted to the gov- 
ernment which, as taxpayers know, 
has a long, long memory. 

I have gained the impression that 
American insurance opinion about 
unsatisfied judgment funds is that 
they are a sort of insurance pool to 
which all motorists contribute for 
the benefit of the uninsured motor- 
ist. In Canada we feel that the funds 
do absolutely nothing for the unin- 
sured motorist except to guarantee 
his removal from the highways un- 
til he has met his liabilities. Nor 
should it be forgotten that the motor- 
ist who himself carries third party 
liability insurance, to say nothing of 
his family, may well be the victim 


being 


because he 
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now that $1,000 buys only a fraction 
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find that most of those policies 
should be rewritten to provide 
adequate coverage today. Call on 
Dubuque F & M—an old established 
multiple line company—for any help 
you feel we may give you. Your 
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of the negligence of a judgment- 
proof driver. Then he too may be 
an applicant for payment from the 
Unsatisfied Judgment Fund and ob- 
tain the indemnity which otherwise 
would be unobtainable. 

From this basic concept of a fund 
from which the innocent victim may 
indemnity, 
there have developed many ramifica- 
Seven of the ten Provinces 
of Canada have incorporated unsatis- 
fied judgment funds in their Motor 
Vehicle or Highway Traffic Acts. 
Only two of them have restricted 
the fund to bodily injury or death 
claims, the remainder also making 
provision for damage 
losses. The limits to any order for 
payment from an unsatisfied judg- 
ment fund are, in all cases but one, 
$5,000 for bodily injury or death to 


obtain a measure of 


tions. 


property 


any one person in any one accident, 
and $10,000 for bodily injury or 
death to all persons injured or killed 
in one accident, subject to the limit of 
$5,000 for any one person. $1,000 is 
the limit for property damage claims 
where the fund allows them. It 
should be mentioned here that the 
fund is available to a maximum re- 
covery of these limits. If a judgment 
is obtained for $20,000 and recovery 
from the debtor amounts to $3,000, 
the Fund will only pay $2,000. If 
recovery of $8,000 on the $20,000 
judgment is made, there is no re- 
course to the fund. 


Hit-and-Run Drivers 


Hit-and-run cases are bound to 
occur, and special provision has been 
made for them. A hit-and-run vic- 
tim must take action against a nomi- 
nal defendant, usually the Registrar 
of Motor Vehicles 
procedure must be followed with the 
exception that on obtaining judg- 
ment, the court orders payment from 
the fund directly without the usual 
step of making a separate application 
and proving all efforts to execute the 
judgment have failed. Hit-and-run 
may only recover from the 
fund for bodily injury or death. No 
property damage claims are allowed. 

What has been the effect of unsat- 
isfied judgment funds? I think that 
the first result has been a higher 
consciousness of responsibility to 
others on the part of motorists. If he 
causes loss or damage to another, the 


The same basic 


cases 
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average motorist does not want to 
have the stringent penalties imposed 
which failure to meet those liabilities 
entails. 
cheapest way to avoid them and it 


Insurance is the easiest and 


has been sought by all and sundry. 
In Manitoba today, the Registrar of 
Motor Vehicles estimates, from 
automobile accident reports, that 
some 97% of all motorists are in 
sured against third party liability as 
compared with 27% in 1945. Simi- 
lar increases in the proportion of 
insureds is reported in all other 
Provinces where 
bility and unsatisfied judgment fund 
provisions are made in the law. 


safety responsi- 


No one can deny that this increase 
in the number of insured motorists 
is to the great advantage of the pub- 
lic at large, to the motorists them- 
selves (although they sometimes do 
not appreciate it) and to govern- 
ments who are relieved of the pres- 
sure “to do something.” At the 
moment, the only 
from this increase in the number of 
insureds are the insurers themselves. 


ones suffering 


Some of them blame their higher 
loss ratios and underwriting losses 
on worsened driving ability, on their 
public responsibility to underwrite 
types of risks they formerly de- 
clined, and other such factors. But 
statistics do not bear them out. My 
personal opinion is that once infla- 
tionary trends level off, and the 
value of the dollar received in pre- 
mium is the same as the dollar paid 
in claim settlement, the trials and 
tribulations of underwriting losses 
will be ended and automobile in- 
surers again will earn that infini- 
tesimal profit incorporated in the cal- 
culation of rates. 


Prompt Claim Settlement 


A second result of the unsatisfied 
judgment fund has been the almost 
incredible speed which the unin- 
sured motorist shows in settling 
claims. Report of the accident, re- 
quired by law, means suspension of 
license until the claim is settled and 
pre vof of financial resp msibility filed 
for the future. Unless settlement is 
made promptly, driving privileges 
are suspended until the claim is 
finalized, or until deposit is made, 
adequate, in the opinion of the re 
sponsible authority, to satisfy it. It 
is reported that in Manitoba, shortly 
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after the safety responsibility law 
and unsatisfied judgment fund were 
brought into force, and before all 
motorists had realized their effect 
and purchased insurance to protect 
themselves, second mortgages were 
being obtained, and every other pos- 
sible effort made to settle damage 
claims promptly to avoid the penal- 
ties which judgment or payment 
from the fund entails. Today, the 
uninsured motorist can no longer 
hope that because he seems to be 
financially worthless the victim of 
his negligence will not prosecute him 
in damages. The victim knows that 
if the driver has no assets, the fund 
has. No longer need he worry about 
whether he is throwing good money 
after bad in paying the legal costs 
involved for a judgment. Accord- 
ingly, the irresponsible driver must 
be that much more cautious in the 
operation of his vehicle, and that 
much more prompt in settling claims 
against him. 

What has the unsatisfied judg- 
ment fund done for insurance? 
\part from creating a demand for 
insurance protection which has in- 
creased automobile insurance pre- 
mium income from $24,150,000 in 


LOS ANGELES 


1945, to $105,250,000 in 1951, with 
the difficulties attendant in supplying 
a market for such an increase, the 
underwriter thank 
the unsatisfied judgment fund for 


automobile can 
advantages not contemplated when 
first introduced. sriefly, 
are: 


these 


(a) a sudden decrease in the public 
clamor for compulsory insurance, 
with all that that entails ; 
(b) a definite increase in the inter 
est of governments in better high 
way legislation and its enforcement ; 
(c) a keener interest by the press 
in accident prevention measures 

In Canada, we do not consider 
unsatisfied judgment funds an intru 
sion of the state into private insur 
ance. In fact we consider them in 
many bulwark 
public demand for state operated or 
So long as 


respects a against 
compulsory insurance. 
the public remains confident that 
losses will be paid, whether from 
insurers or the funds, there is littl 
demand for change in the existing 
system. 

We do not feel the insured suffers 
discrimination 


[Contir 


any because he is 


sed on the next page) 





called upon to 
funds. He 


the 
from 
And, 
set a top level 
to which a fund may grow, following 


contribute to 
stands to benefit 
them as much as anvone else 


our laws generally 


which no further contributions are 
until the 
minimum level. 


made fund falls below a 


British Columbia 


unsatisfied 
exists in 
British Columbia. 
Upon enactment of a full safety re 
sponsibility law, the third party lia 
bility automobile underwriters, 
through All Canada Insurance Fed 
eration, undertook to 
victims of 


rhere is one unique 
judgment in Canada. It 


the Province of 


indemnify 


innocent motor 


vehicle 
accidents. Because of the experience 
of the Government of Manitoba in 
the operation of its fund, they were 
confident that the increase in 
the proportion of insured motorists 
would result in very few claims. The 
procedure followed by 


large 


an injured 
person is basically the same in Brit 
ish Columbia as in Manitoba: judg 
ment in damages must first be ob 
tained. But instead of then making 
application to a judge 

tor the 
other Provinces, the application is 


for an order 


payment from fund as in 
made to a committee ot 


who 


insurance 


men scan it and require the 
same proot of inability to execute 


judgment as does the judge. Upon 
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satisfying this committee, the appli 
cation is referred to All Canada In- 
surance Federation's lawyer who, 1 
all is in order, countersigns an order 
for payment drawn against our bank 
Che judgment is assigned in full to 
a company organized by us for that 
purpose. than collect 
money in advance for claims which 


sole Rather 
might never arise, we have operated 
a special overdraft account which is 
reimbursed by 
third party liability automobile un 
derwriters in proportion to the vol 


assessment against 


ume of such business they accept in 
British Columbia. From 1948, when 
this plan started, to the end of 1951, 
the total amount paid in claims 
amounted to just over $15,000. The 
other expenses incurred in organiz- 
ing the unsatisfied judgment fund 
plan made the total expense to 133 
companies $18,003.14. That is a 
small premium to pay to end, or at 
least materially reduce, the demand 
for compulsory insurance. 

The basic problem in automobile 
insurance is to convince the public 
that the cost of insurance is governed 
by the public. Demands for gov- 
ernment insurance in Canada are the 
result of increasing premium rates 
brought about by higher loss costs 
the direct result of infla 
\nd such demands are in most 


which are 
tion 
instances made by those who do not 
vet appreciate that no form of in- 
surance, whether private or public, 
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can keep the cost to the public down 
when claim payments increase. We 
do not suffer attack in Canada be- 
the innocent victim left 
There are no demands for 
governments to take action to make 
it impossible for anyone to suffer 
injury without indemnity, demands 
for compulsory insurance, compen- 
sation plans and all the other fancy 
ideas which those not associated with 


cause ot 


helpless 


insurance underwriting cannot ap- 
preciate. 


Ontario's Experience 


One word of caution should be 
from Canadian experience 
Che Province of Ontario introduced 
an unsatisfied judgment fund with- 
out at the same time enacting a 
safety responsibility law. The 
powers that be decided that the 
Province, by administrative pro- 
cedure, would be able to achieve the 
same high percentage of insureds 
as the safety law, although admitting 
it would probably take twice as long. 
Unfortunately, the motorist under 
the old financial responsibility law is 
not subject to the same immediate 
penalties and is not made anywhere 
near as aware of the potential results 
driving as under the 
safety responsibility law, and as a 
result, only 77% of Ontario motor- 
ists today are insured. Needless to 
say, there has been a heavy and con- 
tinuous drain on the unsatisfied 
judgment fund of that Province, not 
in any way helped by the fact that it 
is available in property damage 
claims and there are no minimum 
limits below which no application to 


given 


of careless 


the fund may be made. So long as a 
safety responsibility law exists, an 
unsatisfied judgment fund, similar 
to those in force in other Provinces, 
may be operated at no substantial 
It is to the advantage of all, 
to the detriment of none 


cost. 


THE NORTH DAKOTA FUND 


HE North Dakota unsatished 
judgment fund, the only one in 


operation in this country, is in dan- 
ger of becoming depleted and an 
extra assessment may be necessary. 
The fund, which 
four years ago, is financed by a one 
dollar assessment on motor vehicle 


was originated 


J registrations. 
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The Salesman Is 


HERE is danger today that 

the salesman may be mistaken 

for a “‘statistic’—a machine 

Now, I am thoroughly in favor 

of the many new and useful pro 

cedures which modern man 

agement is developing daily. There 

is every reason in the world why 

we should have reports, paperwork, 

bulletins, quotas, budgets, and all 

the other things that tell us where 
we stand. 


sales 


The Personal Equation 


I am simply pointing out the dan 
ger that employers and sales man 
agers may become so preoccupied 
with charts, and graphs, and records, 
as to forget that their Number One 
objective is and always will be the 
leadership of human beings. No 
amount of scientific sales manage- 
ment can eliminate the personal 
equation. The salesman, after all, 
works alone. 

We have very valuable yardsticks 
for determining the achievements of 
salesmen. We can gauge, according 
to the collective performance of 
Smith, Jones, and Robinson, what 
should be the results obtained by 
Brown. But Brown himself remains 
an individual. On the day we begin 
to assume that every Brown must 
conform at all times to the collective 
standard we begin to fall into the 
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W. R. PARKER 
General Manager, Sales Division 
General Foods Corp. 


error of overmechanizing our con- 
cept of sales management. 

The easy way, of course, is to 
simply apply the yardstick to Brown 
and, if he fails to measure up, throw 
him out. But we have not really 
done our duty either to Brown or 
ourselves if we stick strictly to yard- 
sticks. Do we know the cause of 
3rown’s apparent failure? How do 
we know his real potential until we 
know all the facts? He may be a 
very valuable man and we may be 
damaging our own organization as 
well as ourselves if we throw him 
away thoughtlessly 





. . you tuned in?” 


[ wonder how many of our sales- 
men in America today feel that they 
are lucky to be working for their 
present boss? All of us in business 
have promoted many new super- 
visory sales personnel since the war. 
An appointment can be given—the 
right to that appointment must be 
earned. And all too often a promo- 
tion only gives the new incumbent 
a chance to prove that his selection 
mistake 
his inadequacy. 


was a or to demonstrate 


Human Frailties 


Yes, every mistake in our selec- 
tion of new supervisory sales per- 
sonnel unfortunately has to be 
proved a mistake by mishandling of 
people—those human beings who are 
salesmen. 

Salesmen are not fired because of 
lack of skill. Every salesman who 
is fired can talk, walk, write, think, 
argue, present. 

They fail 
they 


and are fired—because 
are human beings in whom 
management permits human weak- 
nesses to develop to the point where 
they have to be fired. They become 
lazy, they develop fear, or they feel 
frustated or stymied. They cannot 
respect their boss, they sulk because 
of unfair treatment or favoritism, 
they become disloyal. All of those 

[Continued n+ 
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Sales Slants—Continued 


are human frailties which we can 
identify and correct if we are alert 
to human problems. 

So let’s get practical and talk in 
terms of dollars and cents. The 
ruthless and overly-mechanized ap- 
proach to the individual is imprac- 
tical for the following dollar reasons : 


(1) It costs money to fire a man 
just as it costs money to throw a 
machine away. Studies made in our 
own organization show that it costs 
at least $1200 to hire and train a 
salesman. 

(2) It costs money to get a reputa- 
tion for being a hard-boiled em- 
ployer. When the word gets around, 
you begin to attract the drifters, the 
drones, and the fly-by-nights. 

(3) It costs money to operate an 
inefficient sales force and any sales 
force is below its own par unless it 
has the benefit of individualized 
leadership. 

Regardless of procedures, meth- 
ods, quotas, and evaluations, the in- 
dividual management will always 
color the “atmosphere” and “cli- 
mate” in which the individual works. 
For better or for worse, the man- 


agement attitude will affect the at- 
titude of the salesman. If he is given 
consideration as an individual, if he 
gets a sense of security which comes 
from knowing that his achievements 
are rewarded and his problems are 
recognized, he will stick with us and 
he will do a far more efficient job. 

It simply boils down to this: Peo- 
ple are human and salesmen are 
people. 


Reprinted from Advertising Agency and Ad- 
vertising & Selling, 9 East 38th Street, New 
York 16, N. Y. 


CASUALTY OPERATIONS 
IMPROVE 


CCORDING to quarterly figures 
Aiea by stock casualty insurance 
companies with the New York In- 
surance Department there are signs 
of definite improvement in 1952. 
The statutory underwriting results 
by quarters show: first quarter, 

26,000; second quarter, 
+-$2,927,000 and third quarter 
+$18,250,000. The total loss for 
the first nine months of the year 
was $14,649,000 as against a loss of 
$71,146,000 for the corresponding 
period in 1951. 





INSURANCE AND REINSURANCE 


Effected at 


SURPLUS LINES 
EXCESS LINES 


PROBLEM RISKS 
UNUSUAL RISKS 


Aircraft 

Casualty 

Chattel Mortgage 
Earthquake 

Errors and Omissions 
False Arrest 

Fire: Excess or Primary 
Hand Disablement 

Libel 


Write for booklet which describes all facilities available to you. 
Business accepted only from Agents, Brokers and Insurance 
Companies. No direct business. 


Inquiries Invited 


STEWART, SMITH (ILLINOIS) Inc. 


141 W. JACKSON BLVD ° 
Principal Offices 


BOARD OF TRADE BUILDING « 


SYDNEY 


LONDON 
ie GLASGOW 


MONTREAL 


Cable Address 
LUTIDINE—Chicago 


Telephone 
WeEbster 9-5777 
TWX CG 1849 


Liquor Liability 

Live Stock Mortality 
Malpractice 

Motor Truck Cargo 
Personal Accident 

Public Liability 
Reinsurance 

Replacement (Depreciation) 
Valued Use and Occupancy 


CHICAGO 4, ILLINOIS 


NEW YORK 
HONG KONG 


TORONTO 
CHICAGO 





WINTER DRIVING 
Goodrich 


ccorpING to B. F. 
safety engineers, inadequate 


stopping ability is one of the major 
factors in higher winter accident 
rates. For example, it takes three 
to twelve times as far to stop on ice 
and snow as on dry pavements. 
Since skid resistance is the main fac- 
tor involved tires should be kept in 
good condition. 

Here are some other helpful hints 
on winter driving : 
Start out in second or high gear for 
better traction. 
Engage the clutch slowly to prevent 
wheels from spinning and side slip- 
ping. 
Avoid sudden braking. 
Don’t disengage the clutch until the 
car is almost stopped. 
If the car starts to skid, remove 
your foot from the gas and turn the 
steering wheel in the same direction 
in which the rear of the car is 
headed and at about the same de- 
gree. If the car is skidding slightly, 
turn the wheel slightly ; if it is skid- 
sideways, swing the 
Don’t jam on 


ding almost 

wheel all the way. 

the brakes. 
Above all, 


keep cool. 


keep your head and 


ELECTRONIC REVOLUTION 


HE electronics age in which we 
"Tie ourselves may be expected 
to produce developments in account- 
ing procedures as revolutionary as 
those that were made possible years 
ago by the introduction of punched 
card equipment, Thomas O. Carlson, 
actuarv of the National Bureau of 
Casualty Underwriters, declared in 
his presidential address to the Casu- 
alty Actuarial Societv. Mr. Carlson 
stated that the potentialities inherent 
in the new and forthcoming machines 
constitute a challenge to the ingenu- 
ity of actuaries and that future 
progress in the accounting and 
statistical fields will depend in large 
measure upon the extent to which 
actuaries become the masters of 
these amazing new tools for research 
and analysis. “There is no segment 
of our economic structure,” he said, 
“that should have a greater use for 
such equipment than the insurance 
industry.” 
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PUBLIC RELATIONS 


HE Western Insurance Informa- 
f pert Service of Los Angeles has 
launched an educational program to 
bring to Californians a better under- 
standing of problems underlying 
the automobile insurance business. 
Ninety speakers from sixteen casu- 
alty carriers will address interested 
groups throughout the state on high 
jury awards, compulsory insurance, 
state legislation of awards and teen- 
age drivers. 

In the most recent speech, R. E. 
Ecke, vice president of the Farmer’s 
Group Exchange told the East 
Hollywood Kiwanis Club that, “The 
solution (to the growing price of 
automobile insurance) is simply to 
restore moderation in jury awards 
in damage action cases—Insurance 
companies have no quarrel with the 
objective of aiding injured persons 
when fault is proved. But when the 
injured person and his attorney be- 
lieve a substantial profit must be 
made out of an accident, 
versies naturally arise. 


contro- 
There’s a 
big difference between an award and 
a reward 


” 


Highway Accidents 


Both the National Association of 
Insurance Agents and the National 
Association of Mutual Insurance 
Agents have placed the serious high- 
way accident problem and the threat 
of compulsory automobile insur- 
ance high on their agenda of activi- 
ties. The N.A.I.A. will compile ma- 
terial and data for the use of its state 
The N.A.M.LA. will 
place primary responsibility on the 
individual agent to “practice, pro- 
mote and preach safe driving” and 
strive to demonstrate to the public 
that the costs of accidents are ulti- 
mately paid by the assured. 


associations. 


Producers’ associations of Chicago 
and Brooklyn have demonstrated 
their awareness of the value of pub- 
lic relations in improving their stand- 
ing with their insureds. The Insur- 
ance Brokers Association of Illinois 
has launched a series of weekly ad- 
vertisements in the Chicago Tribune 


directed at the ordinary newspaper 
reader, more of whom it is felt would 
seek to be represented by a broker 
if the broker’s role were understood. 
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The ads will explain that role, the 
advantages of stock insurance and 
the agency system and the dangers 
of dealing with people who are not 
insurance specialists. By resolution, 
the Brooklyn Insurance Agents’ As- 
sociation has urged company execu 
tives to take a more personal inter 
est in the public relations problem. 

For more than a year the Missis- 
sippi 
Agents has been conducting an ex 
cellent public relaticns program 
through the medium of a speakers 
bureau. 


Association of Insurance 


The object of the pl in 1S 
to give businessmen in various trade 
groups, and other members of the 
public, an intelligent, up-to-the-min 
ute, factual story of what a good 
local stock could 
do for them. 

Julius G. Berry, Tupelo, Miss., 
president of the group when the 
program was inaugurated, said of 
the program: “We didn't advertise, 
we looked them straight in the eye 
and told them personally.” The 
Certified Public Accountants pro 
vided a typical, if succinct, reaction: 
“We got a lot out of it and it was 
good propaganda for you, 


insurance agent 


too.” 

Mr. Berry, in setting up the orig- 
inal program, also developed an out 
line for the speeches. In this outline 
the agent opens by expressing an 
interest in the business and insur- 
ance problems of his audience. The 
agent mentions the increasing com- 
plexities of the business whose rep- 
resentatives he is addressing. He 
points out that these complexities 
call for specialization and in insur- 
ance the agent qualifies as a special- 
ist. 

Finally the agent gets into more 
specific insurance problems facing 
his audience, such as disinterest in 
insurance, the danger of underinsur- 
ance, and also describes the capital 
stock insurance system. The agent 
concludes the talk by explaining 
what he does to earn his commission, 
giving a guide to the buyers of in- 
surance as to what steps his agent 
should take if he is to have a good 
insurance program. 

The National Association of In- 
surance Agents has released to its 
state associations a report and com- 


the automobile 
insurance problem in anticipation of 


pilation of data on 


during the 
Che-report is primarily slanted 


legislative activity 
1953 


towards combating compulsory au 


year 


tomobile insurance legislation but it 
clso places emphasis upon the neces 
sity lor insurance agents to interest 


themselves and te general publ 

in accident prevention acti.ities 
Che approach ot tn 

ily understood 


our 


report 1s eas 
It is broken up into 
Eduecnrtion ot 
the agent; education of the 
public 


main headings 


ven ral 


; education of legislators ; and 


cooperation. Each of the first three 
is further broken down, in outline 


Why it is 


how it can be accomplished ; 


form, to explain neces 
sary ; 
what aids and material can be used; 
when the job should be done; 


where the effort 


and 
can best be ex 


pended 


Reference Section 


The reference the re 
port lists thirty-nine separate items, 
including a sample prepared talk 
on the problem, reports from the In 


surance Industry Committee, from 


section oft 


companies and company organiza 
tions, from agents’ associations ac 
cross the country, data compiled by 
special state legislative committees 
and bureaus, sample laws from those 
which taken steps to 
meet the problem, data from inde- 
pendent research organizations, from 
universities and educational institu- 


states have 


tions and data from other interested 
organizations not necessarily related 
to the insurance business. 

President Sheldon, commenting 
on the report, said: “There has been 
a wealth of labor put forth by many 
segments of industry on this 
very important problem, and many 
fine reports have been written, but 
this is the first time, to my knowl- 
edge, that an effort has been made 
to gather together all available in 
formation in bibliographical form 
It is my sincere hope that it will be 
studied and used judiciously by our 


our 


state associations and by others who 
concerned about the solution 
of one of the greatest problems that 
has yet hit this insurance business 
of ours.” 


are 
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Today it’s only 
Half a Loaf 


YESTERDAY'S dime bought a loaf of bread; today it buys 


you only half a loaf. 


Yesterday's dollars that paid for a house and furniture, linens, 
silver, today have barely half as much buy in them. And the 
limits of fire insurance you bought to protect your investment 
in house and furnishings at yesterday’s values are only half- 


protection today. 


Half a loaf, to be sure, is better than none; and so is half 
enough insurance. But buying less fire insurance than today’s 


values demand is false economy. 


With building and furnishing costs soaring, chances are that if 
you haven’t increased your insurance limits apace, a fire would 
find you tragically under-insured. Why not have your local 


agent help you determine your requirements—today? 


Your local agent is constantly ready to serve you. Consult him as 
you would your doctor or lawyer. For U. S. F. & G. claim service in 
emergency, call Western Union by number and ask for Operator 25. 


S.¥.& Ver. 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 
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BUSINESS 


M. H. Blackburn, C.P.C.U. "Protection" 


HAT’S WHAT WE LIKE 

ABOUT JHE SOUTH.” 
There’s more there to tickle the ap- 
petite than ham hocks, buttered 
beans, candied yams, and black-eyed 
peas. Particularly palatable is a re- 
view of the tremendous expansion 
of the South. 

Going down the East Coast, one 
sees impressive gains registered in 
Richmond, with its tobacco, Norfolk 
with its ship-building, Raleigh with 
its textiles, Savannah with its lum 
Jacksonville with its defense 
industries. 

Fabulous doings are afoot in the 
South Atlantic and Gulf Coast ports 
by reason of heavy modernization 
programs designed to handle almost 
a third of the nation’s export and a 
fifth of the imports. New Orleans 
strategically located with respect to 
the Mississippi, is a major outlet for 
an area which includes, in total, one 
half of the U.S. population, produc 
ing three-fifths of the nation’s agri- 
cultural income and seven-tenths of 
the nation’s mineral wealth. Gal 
veston tops the world in cotton and 
sulphur, and the states in grains 
Houston is hustling with seventeen 
railroads fanning into the Mid- 


ber, 


we... . 

All this should remind us that, 
while it helps, you don’t necessarily 
have to live on the ocean to write 
ocean marine. Writing marine is 
one of the “plus’’ values of being a 
multiple line life, accident, property 
and casualty producer. If you aren't 
getting any of this business, no mat- 
ter where you're located, it’s simply 
because you haven’t consulted your 
home town manufacturers and 
merchants who export products or 
import materials and merchandise, 
or who make inter-coastal shipments. 

Here’s another sales opportunity : 
the motorboat shows will open soon 
(January in New York). The vast 


ownership of pleasure-craft, once a 
luxury, makes it almost common- 
place to say: “Every man his own 
skipper.” A “Nation’s Business” 
estimate discloses that there are 462,- 
OOO privately owned boats registered 
with the Coast Guard, a fifty per- 
cent increase over prewar. In addi- 
tion, 325,000 in- 
boards using nonfederal waterways ; 
2,500,000 outboards; and 200,000 


there are some 


sailboats. 


a) 


New insurance on these craft will 
be placed by someone in your terri- 
tory. Also, the “renewal season”’ is 
few months away. Your 
marine man will be pleased—and 
that’s putting it mildly—to help you. 


only a 


CRO 


PEN PIRATES. A midwest forger 
started with a twenty-five dollar 
check, tucked two ciphers in front 
of the decimal point, made other ap- 
propriate alterations, and lo, he had 
twenty-five hundred dollars. It is 
estimated that this kind of crime 
taps American bank accounts to the 
tune of three hundred million dollars 
annually, mechanical check writers 
and safety paper “to the contrary 
notwithstanding,” as the lawyers say. 


BUILDERS 


(The Travelers Insurance Companies) 


This brings up the interesting 
forgery question: “Who's responsi- 
ble, the depositor or the bank?” So 
much depends on the facts of the in 
dividual case, which have to be de- 
termined by a jury, that there aren’t 
uniform results even in apparently 
identical cases. A trade truism, 
“You know what a forgery is, but 
do the jury, the lawyers and the 
judge?” emphasizes this solution: a 
depositors forgery bond, or, Insur- 
ing Agreement V of the 3D policy 
which protects both the insured and 
his bank against loss due to forgery 
of the insured’s checks, 


C7) 

FASHION NOTES. may 
be little change in men’s pockets next 
spring : purveyors of women’s cloth- 
ing predict a splurge in the pur- 
chase of feminine attire. Women’s 
shops are loading inventories with 
higher markup lines ; garment manu- 
facturers are backlogging. “Women 
want quality,” they say, “and we’re 
going to give it to them.” 

In merchandising, there’s only one 
thing worse than having too much 
stock : it is—not having enough. The 
problem is to avoid disastrous mark- 
downs, yet (as in a bridge bid) to 
underestimate your demand is to 
sleep in the streets. The lessons of 
eighteen months ago haven't been 
forgotten, presumably, but merely 
as reminder—when a retailer client 
is adjusting inventories upward, you 
have two problems: raising insur- 
ance-to-value and making collections. 

In this new year, a good policy 
might well be: tighten collections. 
Another worthy aim during the com- 
ing year is to effect office economies 
by multicopy invoices, window en 
velopes, fewer letters and less rec- 
ord-keeping. You can save as much 
as your net profit on a new $2,000 
premium account. 


There 
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CANADA - 





RITTER GENERAL AGENCY 
Gas & Electric Bidg. 
DENVER, COLORADO 


COLORADO WYOMING NEW MEXICO 


NELSON & STROSS 
INSURANCE UNDERWRITERS 
Representing Stock and Mutual Companies 
FIRE AND CASUALTY 
6 EAST 45TH ST. 
Mu. 7-654! 


NEW YORK 17, N. Y. 





FLORIDA 


NORTH CAROLINA 


FOUNDED 1864 
ROBERT HAMPSON & SON, LIMITED 


Canedian Representatives 
FIRE, MARINE & CASUALTY COMPANIES 
Brokerage & Service Depts. 


41 St. John St., Montreal 
1811 Royal Bank Bidg., Toronto 








HUNTER LYON, INC. 


GENERAL AGENT 
901 South Miami Avenue 
MIAMI 36 
Serving Florida Agents 


JAMES 0. COBB AND COMPANY 
111 CORCORAN STREET 
DURHAM, N. CAR. 
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HOBSON, CHRISTIE & COMPANY LTD. 
GENERAL AGENTS 
Established 1898 

326 WEST PENDER ST. 
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WM. A. MARBURY & CO. 
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RUSTON, LOUISIANA 


TEXAS 











JAMES H. ALDRIDGE CO. 
(Statewide operation) 
GENERAL AGENTS 
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Tel. CAnal 4566-67 


LOUISIANA MISSISSIPPI 





J. E. FOSTER & SON 
GENERAL AGENTS 
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LIMITED 
SERVICING OUTSIDE 
BROKERS FOR OVER 
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R. KIRK MOYER AGENCY, INC. 
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NATIONAL BANK OF COMMERCE 
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T. A. MANNING & SONS 
Insurance Managers 
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FAIRFIELD & ELLIS 
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Canadian Office 
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FRANK RIMMER & COMPANY 
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AWARDS 


HE National Board of Fire 

Underwriters, as it has done in 
previous years, will make its Gold 
Medal Awards for 1952. The 
awards, or their equivalent of a 
total of $2,000, are given annually 
to the daily newspaper, the weekly 
newspaper, the radio and television 
station that has rendered outstand- 
ing public service in fire safety and 
fire prevention. This is the eleventh 
consecutive year that the awards 
have been made in the newspaper 
and radio field, the first time in 
television. 


Previous Recipients 


Since making the first Gold Medal 
Awards in 1941 close to five hundred 


newspapers, radio and_ television 


stations have been nominated by 
their communities for these high 


Ten dailies, six weeklies, 
and eleven radio stations have re- 
ceived Gold Medal Awards and 


forty-four others, in their respective 


honors. 


classifications, have received honor 
award citations. 

Early in May NBFU will an- 
nounce the names of those winning 
the awards. Formal presentation 
of them is made usually at a civic 
function in the recipient’s commun- 
ity. The Board stresses the fact 
that the Gold Medal Awards is not 
a contest, but recognition for out- 
standing public Exhibits 
need not be elaborate. Judging is 
based solely on the worthiness and 
effectiveness of the fire safety and 
fire prevention activities involved. 

Dr. Howard A. Rusk, 51, New 
York City physician, educator, and 
writer, has been named as the 1952 


service. 


winner of the $10,000 Dr. C. Ce 


Criss Award and gold medal in 
recognition of his work in rehabili- 
tating the physically handicapped. 

The award was established by 
Mutual Benefit Health and Accident 
Association of Omaha to honor out- 
standing contributors to the fields 
of health and safety. It is a tribute 
to the late Dr. Criss, founder of the 
organization. Its value is the largest 
of any award of its kind in the 
United States. 

Dr. Rusk’s selection was the de- 
cision of a board of judges headed 
by Dr. C. W. Mayo of the Mayo 
Clinic, Rochester, Minn. Formal 
presentation of the award will be 
made early this year. Dr. Rusk is 
director of the Institute of Physical 
Medicine and _ Rehabilitation of 
the New York University-Bellevue 
Medical Center which has returned 
hundreds of physically handicapped 
persons to useful, near-normal lives 
He first gained national attention 
during World War II as chief of 
the Army Air Forces Convalescent 
Services Division when he shortened 
hospitalization time and cut relapses 
twenty-five per cent by instituting 
a rehabilitation program which 
started when the patient was able to 
do simple bed exercises and ended 
in competitive sports. 

After the war, Dr. Rusk became 
professor and chairman of the De- 
partment of Physical Medicine and 
Rehabilitation of New York Uni- 
versity College of Medicine, the first 
department of its kind in the nation. 
He is also chief of Rehabilitation 
Service of Bellevue Hospital. Dr. 
Rusk writes on rehabilitation as 


associate editor of The New York 
Times and makes numerous speeches 
nation-wide to medical groups. 

He has received the Lasker Public 
Health Award, the American Design 
Award for the field of 
rehabilitation, and the Distinguished 
Service Medal. He is consultant in 
medical rehabilitation to the Secre- 
tariat of the United Nations, the 
Veterans’ Administration, and the 
New York City. Department of 
Hospitals. 

Winners in 1951 were Dr. 
Edward C. Kendall, biochemist, and 
Dr. Philip S. Hench, 
whose joint efforts Jed to the de- 
velopment and use of cortisone for 
rheumatoid arthritis 


work in 


physician, 


W. C. RATES REVISED 


GENERAL revision of workmen’s 
fhe catia rates filed by the 
Compensation Insurance Rating 
soard became effective December 1, 
1952 in New York. Rates are in- 
creased an average of 3% with the 
increases ranging from 2% to 
14.7% by industry group. They are 
increased for 467 classes of risks and 
decreased for 206 while 22 remain 
unchanged. 

A general revision of workmen’s 
compensation rates became effective 
Dec. 1 in Missouri. On the average, 
rates are increased 7.3%. Also an 
increase of one point in the allow- 
ance for profit and contingencies has 
been approved. A $10 expense con- 
stant charge now applies to pre- 
miums of less than $500. 


NAIA EXECUTIVE COMMITTEE: The new committee holds its first meeting in New York at 
the Hotel Roosevelt. (I. to r.) Louie E. Woodbury, Jr., Wilmington, N. C.; Kenneth Ross, 


Arkansas City, Kan.; Joseph A. Neumann, Jamaica, N. Y.; E. 


J. Seymour, vice president and 


chairman of executive committee, Monroe, La.; Walter M. Sheldon, president, Chicago, Ill.; 
Robert Maxwell, Texarkana, Arkansas-Texas; Robert E. Battles, Los Angeles, Calif.; Ralph D. 
Callister, Salt Lake City, Utah; John F, Neville, executive secretary and general counsel of 


NAIA 
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Contains, 
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Place your order now for 
prompt delivery. 
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OUTLOOK FOR 1953 


UE to the constantly increasing 
Fedde of cars, clogged court 
calendars, inflated jury awards and 
the general high cost of auto repairs 
and hospitalization, there are few 
signs pointing to any substantial im- 
provement in automobile lines ac- 
cording to H. J. Hagge, president 
of the American Mutual Alliance. 
Regarding other lines he feels that 
fidelity losses present only minor 
problems at present and that the 
current emphasis upon accident pre- 
vention in small plants seems likely 
to decrease their frequency and 
severity 


ILLINOIS DECISION 


‘ion Illinois Appellate Court has 
ruled that individually owned 
automobiles are eligible for fleet ra- 
ting if they are banded together 
under one common management for 
business purposes. It has thus re- 
versed the Circuit Court and upheld 
the position of Director of Insur- 
ance J. Edward Day which was con- 
tested by the National Automobile 
Underwriters Association. Although 
the court held that the normal in- 
dustry fleet rule requiring common 
ownership is a sound one, the de- 
cision was based on a specific Illinois 
statute unique in this country 
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MASS. AUTO RATES 


OMMISSIONER Sullivan’s tenta- 
ie e rates for compulsory auto- 
mobile liability insurance in Massa- 
chusetts were announced last month. 
The announcement was delayed from 
the September 15 deadline and, as 
all automobile policies in the state 
expire with the current year, the 
delay added to the difficulty of pro- 
viding coverage for Massachusetts 
drivers, The new rates represent an 
increase over the 1952 rates of 
18.5% for private passenger cars 
and 16.2% for commercial vehicles. 
In compiling the new rates, the com- 
missioner used 1949, 1950 and 1951 
experience plus a new factor reflect- 
ing the higher average claim cost of 
1951 as compared with the average 
for the three years. A public hear- 
ing on the rates was held December 
12 but no substantial change in the 
revisions was made. 

Top men of the casualty com- 
panies operating in Massachusetts 
met to consider a new plan to pro- 
vide coverage under the compulsory 
automobile insurance law with the 
least possible inconvenience to the 
public. Basically, the plan would 
provide that risks which otherwise 
would be placed in the assigned risk 
pool be written by individuzl com- 
panies on a normal basis but the 
experience on them pooled. Each 
company would participate in the 
pooled experience in proportion to 
its volume of automobile business 
in the state and the number of risks 
placed in the pool. Half of the 
normal commission rate would be 
paid in contrast to no commission 
on business currently placed in the 
assigned risk pool. 

The plan however was rejected. 
Instead, a majority of the companies 
are reported to favor a freeze plan 
under which all would voluntarily 
renew the business they now have 
on their books. They are also willing 
to pay a service fee to producers for 
risks placed in the assigned risk 
pool of 5% of the premium on the 
compulsory portion and 10% on the 
optional coverages. The assigned 
risk pool handled nearly 50,000 risks 
in 1952 and because of the poor ex 
perience on the line and failure to 
obtain adequate rate increases, it is 
estimated that, unless some steps are 
taken, the number of assigned risks 
would double this year. 





NEW INSURANCE CONTRACTS 


HERE is a tendency in the 

United States to attempt to 

place under governmental 
control all business, including in- 
surance. Insurance companies are 
financially sound. They have large 
reserves, accumulated in part at 
least by profits that sound manage- 
ment has left in the business after 
distributing reasonable dividends to 
shareholders. They should remain 
as trustees for these reserves, rather 
than see them transferred into the 
hands of government. If practically 
all students of the financial history 
of our country agree that the prin- 
ciples of free enterprise have created 
our great national wealth, then cer- 
tainly we can agree that the insur 
ance business—one of its bulwarks 

-can best be conducted for the bene- 
fit of the public generally by well 
organized private companies,—fi- 
nanced and managed under com- 
petitive free enterprise, and that 
socialization in whole or in part 
would be a national and international 
tragedy. 

With or without the current 
threats of control from without, it 
is fitting now, as always for the in- 
dustry to examine itself as a whole 
to discover any weaknesses, and 
remedy them in the public interest, 
and this thought prompts my re- 
marks which I intend only to be con- 
structive. 

Management in our insurance 
companies is, on the whole, well 


For January, 1953 


W. EDGAR PORTER 
President of Wicomico County, 
Maryland Bar Association 


trained, efficient and capable. If the 
business was socialized, this person- 
nel would doubtless be supplanted 
by politically appointed bureaucrats 
under a spoils system who, if they 
were able to remain in business, 
wouldn’t be in the government em- 
ploy. Even men who would other- 
wise be conscientious and have abil- 
ity, would follow the pattern of 
others at the public trough, and at 
middle age or later have to bend to 
favorable political winds or forfeit 
their positions. Or, if under some 
merit system, they would bask in 
their self-complacency, and die of 
inertia and lack of incentive. With 
their death would be buried the great 
insurance business, almost overnight, 
to the great detriment of the Ameri- 
can public. 


The Insurance Product 


While there is little criticism that 
is properly aimed at insurance in 
financial matters or in management, 
there is criticism of the insurance 
product that we may well examine 
briefly. Insurance policies are ab- 
struse, and subject to many hidden 
and obscure exceptions and exclu- 
sions. Not only does the average 
policyholder find his policy difficult 
to understand, but he usually refuses 


to read it because he wouldn’t un- 
derstand it, even if he read it. He 
therefore, lacks knowledge of the 
kind and quality of the protection 
afforded him under his policy. Since 
this is a condition of affairs that has 
been developing for over two hun- 
dred years, it behooves some of us 
interested in the business to attempt 
to remedy it. Insurance lawyers have 
such an interest, and I believe ad- 
justers do too. 

Modern insurance policies are just 
as unsatisfactory to the insurer as 
they are to the adjuster and to the 
insured. The early policy form 
written in English was simple, com- 
pared to the modern form. The 
present condition of insurance con- 
tracts is due to three causes, chiefly ; 
First, a great economic change has 
taken place in the last two centuries 
that has aided the business in its 
growth to gigantic proportions to- 
day, and with every demand, there 
naturally has been a corresponding 
attempt to meet or fill it by the in- 
sertion in the policy of complex 
language, and that forms the real 
basic complaint of the public 
Second, the underwriters and their 
actuaries and lawyers are constantly 
trying to adapt the original form of 
policies to ever changing conditions 
Third, man’s cleverness and ingenu- 
ity in presenting claims within the 
meaning of general words, but out- 
side the intention of the policy and 
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Insurance Contracts—Continued 


the coverage sold has resulted in 
unexpected losses by the companies, 
and these have called for 
further exclusions and exceptions. 
It would be a God-send if we were 
all blessed with the simplicity of 
expression of language! 
Historically, we can trace the orig- 
inal form of insurance policies to 
marine insurance, which was the 


losses 


first kind of insurance developed 


in England. While the Lombards 
brought it to England, it is much 
older. Demosthenes of Athens de- 
scribed marine insurance in his writ- 
ings. It was called “upside-down” 
insurance from events following the 
loan of Greek capital on ships at 
certain interest rates where the bor- 
rower was to repay the money if the 
ship returned from the voyage, but 
if the ship sank—or was captured— 
or for any other reason did not re- 
turn, the lender would lose all. Ma- 
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rine insurance was a recognized part 
of the commercial life of Lombardy 
in the 12th Century, and the Lom- 
bards brought the business to Lom- 
bard Street in London. Conse- 
quently the early English marine 
policies were written in Italian. 

Later, in the 16th Century in 
Queen Elizabeth’s time, marine pol- 
icies were being written in English, 
and the center of activity was Lloyd’s 
Coffee House on Tower Street in 
London. The business spread to 
America many years before the 
American Revolution, and we find 
insurance written in 1702 in Phila- 
delphia at the London Coffee House. 
Here individual underwriters oper- 
ated long before the formation of 
stock companies. 


Twelve Months 


Marine policies in existence are 
known to date back to 1555. On 
June 16, 1583, five years before the 
defeat of the Spanish Armada, there 
was an interesting bit of litigation 
over one in England. There were 
sixteen individual insurers under 
this contract, and they agreed to pay 
one Richard Martin, an alderman of 
the City of London, the sum of 383 
pounds if one William Gibbons 
should die within twelve months. 
The underwriters, religious souls 
that they were, ended the contract 
by piously writing: “God send the 
said William Gibbons helth and long 
lief.” Gibbons, however, died on 
May 29, 1584 so Martin, the as- 
sured, who had paid 8% premium 
for the year’s coverage, naturally 
claimed the full amount of the con- 
tract. “Oh no,” said the under- 
writers, meeting claimants ingenuity 
with underwriting ingenuity in a 
typical case of the use of general 
words, “We refuse to pay because 
Gibbons lived twelve /unar months 
after the contract was entered into!” 
Martin sued, contending the con- 
tract could only mean twelve calen- 
dar months. After three years of 
litigation, the Oueen’s Privy Council 
upheld two Judges of the Admiralty 
Court in deciding the contract meant 
twelve calendar months and not lunar 
months. 

Insurance grew so fast in the last 
part of the 18th Century in both 
England and America, that it was 
gradually taken over from private 
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underwriters to stock companies, and 
these companies put it on a firm and 
solid foundation that has survived 
all the major catastrophies of the 
times. 


Unusual Words 


Fire, marine, casualty and _ life 
policies are all filled with unusual 
words, historic expressions, excep- 
tions -and exclusions—usually in 
small print. The critical policy- 
holder says the company gives pro- 
tection in large print and in the same 
instrument later on takes it away in 
small print. It is a joke among many, 
and scandalous to others,—and all 
quite unintended by the good com- 
panies which form the bulwark of 
the industry. 

I recall a cartoon in the August, 
1950 issue of the Saturday Evening 
Post. It depicted a man in a hos- 
pital following an accident, with 
arms and legs in casts, with head 
and face bandaged beyond recogni- 
tion, and a nurse at his bedside. 
There was also present an insurance 
adjuster with a brief case bearing 
the name of an insurance company. 
The adjuster was depicted as say- 
ing: “I am not here to make a settle- 
ment, exactly—I’m supposed to 
bring the small print in the policy to 
your attention.” The cartoon illus- 
trates my point which is, that better 
relations between the companies, ad- 
justers and the public will be had, 
and much more insurance business 
will be written, if historic and in- 
volved expressions in fine or large 
print are eliminated from the policies. 

With manufactured articles, such 
as automobiles, or refrigerators, or 
radios, or dishware, one has an op- 
portunity to examine the product, 
and see if it suits his needs. Not so 
with an insurance policy. One buys 
insurance, believing he has _ pur- 
chased protection because his agent 
told him so. Frequently he gets 
vastly different protection than he 
believes he has bought. For ex- 
ample, he buys a fire policy of $10,- 
000 on his house. He believes his 
loss will be paid up to that amount 
if the house burns. Instead, he gets 
a policy he doesn’t understand, filled 
with exceptions and exclusions, with 
a vacancy clause, with a clause as to 
the amount of gasoline he may have 
in the building, or a clause dealing 
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with defective chimneys, or a co-in- 
surance clause, or with a hazardous 
occupation or use clause, or another 
clause about alterations being made 
without a permit, etc. Then, if the 
adjuster is required by the company 
to refuse to pay the loss (on grounds 
which the insured regards as purely 
technical), the insured feels he hasn’t 
had a fair deal from the insurance 
industry as a whole. His frustration 
and his disappointment create a de- 
mand for socialization. That is why 
the industry must be interested in 
correcting its policies as soon as pos- 
sible. 


Socialization 


Socialization is not the answer. 
In the days of early monopolies in 
the reign of Charles IT in England, 
there was a hue and cry that insur- 
ance was properly a branch of the 
government and the King had a 


plan presented to him for state in- 
surance to provide revenues for the 
Crown, and for those favorites to 
the monopolies might be 
granted. Today, the politicians want 
the premiums. After the great fire 
of London in 1666, some of its citi- 
zens urged that the City of London 
insure the houses of all its citizens, 


whom 


and the Council even voted to do so 
at a lower rate than the prevailing 
rate of insurance. The people little 
considered at the moment the fact 
that the power of taxation to raise 
funds necessary to meet the deficits 
would ultimately touch their pocket 
books. The Province of Saskatche- 
wan in Canada (with about a million 
people) recently tried a plan for 
state insurance. It is an automobile 
insurance plan which includes com 
pensation benefits in the event of 
injury or death, regardless of fault 
or negligence. Under it every resi- 
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dent is given an automobile accident 
policy—at the expense of all owners 
and drivers of motor vehicles. Mo 
torists, not relieved 
from their common law liability for 


however, are 
negligence! Since there are so many 
exclusions deductibles in the 
government the motorists 
continue to purchase automobile in- 
the com- 
panies, and the result is: 
panies pay a large percentage of the 
claims, even though they insure only 
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and 


scheme, 


insurance 
the com- 


surance from 
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a small percentage of the motor ve- 
hicles in the province. This fact 
emphasizes the unfairness of the so- 
cialization scheme. 

If there had been state fire insur- 
ance in California at the time of the 
earthquake, the state doubtless 
would have been bankrupt. It needs 
little argument to show that gov- 
ernment insurance—without ade- 
quate reserves, without scientific 
management, and without the benefit 
of experience,—is unsafe and un- 
sound because it merely postpones 
the day of reckoning to the time 
when catastrophe occurs. Then the 
accumulated losses topple over the 
whole structure 


Unsatisfactory Condition 


There is nothing new in this, but 
if the conditions I mentioned are 
realistic, then insurance executives, 
insurance lawyers and insurance ad- 
justers should find and apply the 
proper remedy outside the realm of 
governmental interference. I sub- 
mit that the condition of the pres- 
ent day policy is unsatisfactory, and 
it is a challenge to the insurance in- 
dustry as a whole. 

\s to the remedy I suggest. First, 
| would write the policy anew. I 
would express it in simple English, 
so that the rights of the insured and 
the obligations of the insurer are 
readily understood by all. To do so, 
I would discard the old form, and 
eliminate historic expressions and 
unusual words, and of course, dis- 
card the small print. Second, the 
exceptions to the coverage should 
appear on the face of the policy 
immediately after the insuring 
clause, and should be printed in the 
same type. Third, I would reduce 
to a minimum any exceptions and 
exclusions ; and, in the language of 
one student of the subject, “I would 
use them to increase the premium, 
rather than to limit the insurance 
coverage.” Fourth, and last, both by 
uniform legislative enactments deal- 
ing with statutory conditions, and in 
stating all the conditions of insur- 
ance in the policies, I would make 
the contract form standard through- 
out the United States, wherever pos- 
sible, for each kind of insurance 
written. The work of an insurance 
adjuster will be more interesting, 
and his life much happier, when this 
Utopia arrives. 


LIABILITY RATE AND 
RULE CHANGES 


oTH the National Bureau of 

Casualty Underwriters and the 
Mutual Insurance Rating Bureau 
have revised the classifications and 
underwriting rules of their manuals 
of general liability insurance. The 
revisions became effective Decem- 
ber 15, 1952 except in Texas where 
they become effective January 15, 
1953. The changes made by both 
bureaus are similar and in many 
cases involve broadening of the basic 
liability coverages without additional 
premium charges. 

The Mutual Insurance Rating 
Bureau has also revised its bodily 
injury liability rates for owners’, 
landlords’ and tenants’ classifications 
rated on an area and frontage basis 
in Minnesota and Rhode Island. The 
changes which became effective De- 
cember 15, 1952 result in an average 
statewide increase of 17.9% in 
Rhode Island and 48.7% in Minne- 
sota. Storekeepers’ liability rates are 
also revised in these jurisdictions 


NEW COMMISSIONERS 


OBERT L. TAyLor, a Memphis 
— has been named insur 
ance commissioner of Tennessee to 
finish the unexpired term of M. O. 
Allen. who died November 28. Mr 
Allen’s term of office was scheduled 
to expire Tanuary 1, 1953. 

Following a change in state ad- 
ministration, U. A. Gentry is sched- 
uled to return to his post as insur- 
ance commissioner of Arkansas. 
Mr. Gentry retired from public office 
in 1937. 


BAR COMMITTEE REPORTS 


FTER three years of study the 

Committee on Insurance Law of 
the Association of the Bar of the 
City of New York has published a 
report on the problems created by 
financially irresponsible motorists in 
New York State. The report recom- 
mends the adoption of an impound- 
ment provision in the vehicle and 
traffic law and if necessary an un- 
satisfied judgment fund as a pre- 
ferred alternate to compulsory insur- 
ance or a compensation system. 
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N SELLING insurance do you 

find you are tempted to confine 

yourself to the easily sold cover- 
ages? Do you try to sell the type of 
insurance covering only losses which 
the buyer can easily visualize? The 
great reason why fire insurance is 
sold pretty well to value is that the 
man buying it either has suffered a 
loss himself or he has seen his neigh- 
bor’s property burn. So he buys fire 
insurance. That is all right as far as 
it goes. Too often the agent fails to 
tell him that he may have another 
loss in the same fire—a loss which 
may be as great or greater than the 
one which jeopardizes his actual in- 
vestment. 


Flagrant Omissions 


As a starter, let us take the case of 
a retired or semi-retired man living 
off the income from investments in 
properties. A serious fire loss defi- 
nitely means a loss of income. Are 
we fair enough to add the rental in- 
surance? The agent should sell that 
as a service which is just as impor- 
tant as the premium income. 

The failure to present business in- 
terruption is a more flagrant omis- 
sion of the agent’s duty to do a good 
job. The agent often sells eighty 
percent insurance to value, both as 
selling insurance and giving his cus- 
tomer the right break. Yet the likeli- 
hood of a fire loss going into the 
higher percentage is more remote 
than the likelihood of a small or 
fairly substantial fire which pro- 
duces a loss of earnings because of 
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the insured’s inability to operate 
The business interruption policy can 
do for your customer everything 
that he has a right to expect his 
business to do during the 
period. The gross earnings form 
handles the question of what portion 
of operating expenses will continue 
on a gross basis. 


same 


Occasionally, there is a definite 
contingent business interruption ex 
posure. The agent has the job to 
check the customer’s operations and 
determine if his production line is 
dependent on another plant. 

Sometimes business interruption 
will not take care of the insured be 
cause the problem may not be en 
tirely one of protecting loss of earn 
ings—the problem may be how he is 
to stay in business regardless. Your 
job is to supply the answer of how 
he is to stay in business, despite the 
fact that his own plant may have 
been crippled. This can be accom 
plished through an extra expense 
policy. 

When you have a prospect for 
extra expense, you frequently have 
two. The minute your customer talks 
with the man where he can have the 
work done, the second party becomes 
interested, and it frequently happens 
you can sell both of them. 

Sometimes the need is for a com- 
bination of the two coverages—busi- 
ness interruption and extra expense. 

Almost every residence policy 
should have simple additional living 
expense insurance, because these 


days a fre loss brings up the ques 
tion of what it may cost the insured 
in the way of additional living ex 
pense 

In every there 
properties where the people who 
manage them manage under a lease, 
where the actual rental 
above the leasehold figures so that 
for the unexpired term of the lease, 
they have an anticipated profit. If a 
fire should destroy the building, the 
party that held the lease is out of the 
property and out of the profits 
Your field man can help you figure 


community are 


value is 


the schedule to cover leasehold inter 
est policies 


Meat and Potatoes 


In some plants you will find vital 
machinery, breakdown of which may 
stop the entire production of the 
plant. 
a very complicated and very expen 
sive milk processing machine 


For instance, I recently saw 


Raw 
milk went in one end and it came out 
bottled, untouched by hand, pasteur 
ized, homogenized, and the whole 
works. 

You also have power interruption 
which may 
but again may be very important to 
your customer 

So let us not think that those cov 
erages which we may have consid 
ered as gingerbread are necessarily 
gingerbread. I think if you will ana 
lyze them, you will find in many 
cases they can be meat and potatoes 
to you and to the policyholder! 


not be a time element, 


Ohio Farmers Cos. The Fence 
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Statutory Statements—from page 38 


for amendment of the blank to the 
N.A.LC. Committee on Blanks and 
if the validity of its amendment war- 
rants the change, it will be made by 
that committee. However, as long 
as the statement blank calls for the 
reporting of any particular informa- 
tion, the reporting company should 
comply with the requirements of the 
blank. 

Adherence to this principle of 
uniformity in reporting extends 
beyond the insertion of figures called 
for by the blank itself, and embraces 


the treatment of transactions for 
which no specific reporting is pre- 
scribed in the blank. As an example, 
let us take the company which pur- 
chases furniture and equipment and 
sets up an asset account therefor. 
Periodically it charges off a portion 
of the amount carried in the asset 
account to “depreciation.” Should 
the charge-off be reported in the 
operational expense account for 
“Equipment,” or is it to be reflected 
as depreciation of a capitalized asset ? 

The same company sells part of 
its furniture at a figure less than the 
book value at which it is carried. Is 





Would you care 
to GUESS? 


Think of any mercantile client on your 
books—or any prospect. Would you care 
to guess what kind of a crime loss will 
occur in any given year? Would you be 
satisfied to recommend a specified hazard 
policy such as burglary? That would be a 
gamble, wouldn’t it? How much better for 
you AND your client to suggest the broad 
form D.D.D.—with its complete range of 
dishonesty, destruction and disappearance 
coverages. 
agents, the average premium from D.D.D. 
sales is $500.00. If you're not familiar with 
our stream-lined version of the D.D.D., 
write for sales kit. 


Among American Casualty 
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COMPANY 
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Fire Affiliate: American Aviation & General Insurance Company 








the difference between the book value 
and sales price a loss on sale of a 
capital asset, or is it to be reflected as 
equipment expense in the company’s 
statement? Now it may be argued 
that it is of little import whether the 
company reports these items one way 
or the other, since furniture and 
equipment are not “admitted assets” 
in the company’s statement in any 
event. On the other hand, when we 
consider that other companies charge 
all purchases of furniture and equip- 
ment directly to the expense account, 
we realize that the answers to the 
questions posed, determine whether 
or not any degree of uniformity of 
expense reporting is achieved on this 
type of expenditure. Hence in audits 
we have taken the stand that depre- 
ciation of the “capitalized” furniture 
and equipment should be reported as 
“Equipment” expense, and that any 
loss on the sale of such assets should 
similarly be reported. Conversely, 
any profit on the sale of these assets 
should be treated as a credit to 
“Equipment” expense reported. By 
following this procedure, the de- 
ferred charge in the asset account 
ultimately will be reflected in the 
operational expense account re- 
ported for “Equipment” in a com- 
pany’s statement. 


Other Items 


Other disbursements and income 
items, the reporting of which is not 
prescribed in the uniform accounting 
rules, appear in various places in 
company statement filings. Some 
companies report interest paid on 
Federal income taxes as an invest- 
ment expense, while others report it 
as a deduction from Other Income. 
Others include it in the Federal 
income tax reported for the year, 
and still others report it as an ad- 
justment in the capital and surplus 
account. Federal income tax refunds 
are reported by some companies as 
“Other Income,” by others as a 
deduction from Federal income taxes 
for the year, and by others as an 
adjustment in capital and surplus 
account. Credits to income on long 
outstanding checks are reported by 
some as “Other Income,” by some as 
adjustments in capital and surplus 
account, and by some as deductions 
from the account to which the ex- 
penditure was originally charged. 
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Insurance on the lives of officers 
is variously treated. Some com- 
panies show the surrender value of 
the policies as a capital asset with 
the change in value between the 
years reflected as a capital gain, 
while reporting the disbursement for 
premiums paid during the year as a 
deduction under “Other Income,” 
or as a decrease in surplus in the 
capital and surplus account. Other 
companies will report the net change 
in their surplus arising from such 
insurance on the lives of their officers 
directly in the capital and surplus 
account. These and other 
types of statement entries occasion 
audit corresp< mdence in our attempt 
to have such items reported in 
accordance with sound accounting 
principles and on a uniform basis. 


several 


Non-ledger Assets 


Still 
entry 


another type of statement 
for which no provision has 
been made in the present statement 
blank is the increase or decrease in 
non-ledger assets other than those 
accounted for in Part 1 and Part 
1A of the statement. A company 
reports a non-ledger asset for income 
share 
of A.F.1.A. deposits, or for the cash 
surrender 


taxes recoverable, or for its 
value of life insurance 
policies, or for agents’ balances not 
entered in the ledger at the year-end. 
The resulting adjustments in the 
underwriting and investment exhibit 
to account for changes in these items 
between years, reflect either the best 
thinking of the accountant on the 
subject or the most convenient space 
available for the entry. Ultimately, 
through audit procedure, or through 
the Committee on Blanks, it is hoped 
that uniformity will be developed in 
the reporting of these and 
miscellaneous items. 

The New York Department, in 
auditing statements, has rarely en 
countered but 
cooperation from company officials 
responsible for financial statements. 
If the subject matter is controversial, 
or an interpretation of applicable 
legal provisions is necessary in re 
solving any issue arising in an audit, 
the matter is submitted to Depart- 
ment Counsel, or if need be, to the 
Attorney General of the State, for 
ruling thereon. If a company is not 
satisfied with the propriety of a 


similar 


anything complete 
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POCKET- 
SIZE 


4,” x 8,” 


Shows Both: 


. of stock, mutual, reciprocal and 
Lloyds fire, marine, casualty and 
surety insurance companies operating 
in the United States whether domestic 
or foreign. 


BEST’S GUIDE presents, instantly, a 
five-year financial and underwriting 
exhibit, a five-year comparative dis- 
tribution of assets, classes of business 
written, where written and much 
other vital data for each of the above 
mentioned companies! 


Chicago Boston Cincinnati 





BEST’S INSURANCE GUIDE 


with 


KEY RATINGS 


GENERAL POLICYHOLDERS’ 
and 


ALFRED M. BEST COMPANY, INC. 


Home Office: 75 Fulton Street, New York 38, N. Y. 
Dallas 


$7.00 PER 
COPY 


FINANCIAL RATINGS— 


BEST’S GUIDE also includes many 
other essential facts on over 1,000 fire 
and casualty companies, and sum- 
mary data on approximately 2600 
smaller mutuals. 


400 pages of vital information pre- 
pared exclusively for the protection 
of agents and their clients. 


KNOW THE FACTS—AT A 
GLANCE 


Atlanta Los Angeles Chattanooga 








statement change made in the audit 
of its statement and requests a hear 
ing thereon, such hearing is always 
granted. The department, moreover, 
has always made every effort to 
answer any inquiry and give counsel 
and statement pro- 
cedures requirements to any 
company representative seeking in- 
formation as to the proper basis of 
reporting figures in his statement. 

The changes made on audit of a 
company’s statement are meant to 


instruction on 
and 


be constructive in adjective and sub 
stantive matters alike, and normally 
correct honest mistakes or misinter 
pretations in reporting procedure 
Figures reported on any basis re 
flecting premeditated intent to mis 
represent the financial condition of 
constitute 
tinuing problems in audit since the 
perpetrators ultimately find no need 
for filing any statement whatsoever 
under the provisions of the insur- 
ance law. 


a company do not con 


59 


















ZI 





Z 
a Pe . 4 : 
® 
% _ eo pnd n t - 
A\HOW TO USE (PINK), CARBON SHEET AND MAN. BALANCE 
REMOVE NUMBER 3 COPY 
Sy Re i): ee 1S REQUIRED. IF NO R . pe ane ic waoe 
¥ 77M h EPLY 1S NECESSARY SNAP OUT SET AND MAM NUMBER 1 Copy 
Wi, Ctr —___ AT ARROWS TO FIT WINDOW ENVELOPE. sis rm 
‘ a . eta i hi a esr eet aes 
y T TYPE YOUR ADDRESSEE'S 7 WwW , 
nd a @ print your Agency's 
a name and address 
CITY AND STATE - . . HERE! Seve 



































Le) 2 9D > 8 2) 3 7) 8 2). 











QUICKER 





(Size 7% = 8% tnchas) 




















PEOPLE LIKE 


IT BETTER PERSON REPLYING: swap Out SET AND RETURN TH 








YELLOW COPY TO SENDER. REWIN WHITE COPY. 
Carmien Te American Aquecy Menegonear Suen, 3400 Conncetient Ave. H. W.. Washogien 8. € ; 











It costs about 87.7¢ to dictate a letter today (including stenographer’s 
and dictator's time, stationery, overhead, filing, iling, etc.) according 
to a recent survey! By contrast AAMB’s INSUR-O-GRAM costs you only about 
43¢ per message — a savings of 44¢! Use this copyrighted form for 
messages to companies, your insureds, or for any business purpose. It 
speeds up your correspondence and gets you replies quicker because 
of it's action-stimulating look of urgency (resembles a telegram). 


This 3-part carbon INSUR-O-GRAM is easy to use (messages may be 
typed or handwritten) — provides you a copy and gives your addressees a 
copy of both message and reply. It folds to fit a cost-saving window 
envelope and by enclosing a business reply envelope in messages to insureds 
helps you speed up processing of many insurance matters. Send for your 
FREE copy of “Short Cuts Save Dollars” containing the INSUR-O-GRAM and 
other cost-saving AAMB forms —or order from this ad at the following 
low prices: 





1 thousand INSUR-O-GRAMS, $17.00 plus postage 
2 thousand INSUR-O-GRAMS, $33.00 plus postage 
5 thousand INSUR-O-GRAMS,. $70.00 plus postage 


(Above prices include printing your agency name, 
address, etc., in a 4-line limit) 


American Agency Management Bureau 


AN ACN 
1 MAY: 
rT 3400 CONNECTICUT AVENUE, NW @ WASHIN 





Floyd Lashmit, Manager 


Robert Burns, President 


AAMB ENVELOPES 


“team-up with INSUR-O-GRAMS 
to Save more Time and Costs! 


AAMB #10 Window Envelopes SAVE 
the cost and time of addressing, are 
business-like and efficient. Business 
Reply Envelopes (with or without 
postage paid provision) speed up 
replies. Prices include imprinting, 24 lb. 
quality. 
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$ Write for your copy today! 
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Weve made it Simple... 


i” 


to cut your agency accounting costs 


Surprising, isn’t it, that a complete accounting job 
can be done from such a simple keyboard as this? 
Any competent typist can produce your agency 
account records correctly—at touch-method speed! 

Automatic accounting features permit your 
present clerk to give you a fair day’s output the 
very first day. No special training ... no premium 
salaries to pay ... when you switch over to the 
Remington Rand accounting machine method. 

There’s still another way it cuts your clerical 


costs. You get many proved records from a single 


rp 
SEND FOR FREE 6-PAGE GUIDE /,; 


TO BETTER AGENCY ACCOUNTING / 


Management Controls Reference Library 
Room 1673, 315 Fourth Ave., New York 10 


Please send my free copy of folder AB-511, 
“Insure Your Agency Against Wasted Money 
and Lost Clerical Time.” 


Name 
Agency 
Address 
City 


posting. For example, one writing can produce 
the original invoice, 30-day notice, expiration rec- 
ord, location record, line record, and posting copy. 
Another single writing of the same item can post 
statement, ledger, account current, policy register, 
and monthly summary of gross premiums. 

Change over now to this faster, more economi- 
cal machine accounting method. It gives the rec- 
ords you need—your way—from the very first day. 
Ask for a demonstration at our local Business 
Equipment Center. 


100% - electric. Just a flick of 
the finger for any printing 
action or carriage movement. 





TAILORED TYPEWRITER 


MANUALLY operated type- 

writer tailored to the needs of 
the user based on extensive labora- 
tory and consumer tests has been 
developed by Remington Rand Inc. 
Changes in design, refinements in 
operating techniques, and the de- 
velopment of new features have re- 
sulted from the expressed opinions 
of typists who tried them on work- 
ing models. 


First technicians studied ways and 
means of eliminating the faults of 
older typewriters while creating a 
new one which would go far be- 


yond any of its predecessors. Then, 


at the U. S. Testing Company, a 
scientifically controlled key striking 
apparatus proved the suitability of 
the new typewriter for any operator. 
This apparatus showed how the 
company’s new Super-riter would 
operate at different speeds and pres- 
sures, and respond to the individual 
operator. Next came the actual 
“use test” by stenographers and 
typists, the “critics” who will ulti- 
mately use it. A battery of pilot 
models were used and question- 
naires highlighted many of the 
problems which have now been 
solved in the new Super-riter. 


A new series of tests which lasted 
a year were then begun. The pilot 
models were covered to conceal 
their identity and those with the 
most responsive touch were set 
aside. This set the stage for another 
test that brought in hundreds of 
typists from other concerns through- 
out the New York Metropolitan 
area. For this survey a large bat- 
tery of typewriters were used, three 
Super-riters selected in the first test, 
four other machines incorporating 
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different features, and other well 
known makes fresh off the produc- 
tion lines. On touch preference 
alone, the three original Super-riters 
won again. These tests continued 
and when all returns were in the 
Super-riter still led the field. 

Keytop preference was tested the 
same way, except for the additional 
fact that each operator was blind- 
folded. Five specially designed key 
tops were used and the new Super- 
riter and its finger-fitted keys won 
the majority vote. 


One of the results of all this re- 
search is the new Super-riter’s 
Tested Tempo Touch, providing re- 
markably fast key return. Re-engi- 
neering of the key action also elimi- 
nated the possibility of collision of 
keys in flight. 

Another refinement is the simpli- 
fied margin setting method and the 
Perfect Positioning Scale. On many 
older machines typists usually have 
difficulty in locating the center of 
the page for heads and captions and 
in setting perfectly balanced mar- 
gins. On the new Super-riter mar- 
gins are set without any trouble 
without “margin mathematics.” 


A laboratory development solved 
the usually difficult maintenance 
problem, when there is a need to 
open the typewriter for service. The 
Super-riters’ exclusive Fold-a-matic 
construction allows the machine to 
be opened by removing a few screws 
and folding the assembly back, ex- 
posing the working parts. 


FREE TRIAL 


HE Victor Adding Machine Co. 

has launched what is believed 
to be the first nation-wide, nationally 
advertised, “free trial” offer in the 
business machine industry. 

“Our sales to both large and small 
businesses indicate that the adding 
machine has become as important 
to the businessman as his telephone,” 
A. F. Bakewell, vice president and 
general sales manager, points out. 
“We believe that thefe is a large 
market of buyers who do not know 
they have a need for an efficient figur- 
ing machine. The best way to prove 
this need is to let them try before 
they buy.” The free trial is offered 
on any of the forty-two basic models 
in the company’s line. 


CHART MAKING KIT 


HART-PAK, INC. now offer 
& kit of assorted charting ma- 
terials for bar and curve line charts. 
The kit includes a plastic board, 
twenty-eight different patterns on 
pressure-sensitive tapes, the neces- 
sary accessories for application, and 
instructions for making columnar, 
bar, line and curve charts. 

Narrow tapes, 1/16” and 1/32” 
wide, have been recently perfected 
and are also included in the kit. 
These narrow tapes, in colors and 
two printed styles, are used for mak- 
ing line and curve charts. The kit 
contains over 10,000 inches of tape; 
enough to make a wide variety of 
charts depicting business trends such 
as sales, production, costs, personnel, 
and credits and collections. 


HANDY PORTFOLIO 


jee application of a visible filing 
principle which enables the life 
insurance agent to give his prospect 
a survey of a lifetime financial plan 
in streamlined form, in a handy port- 
folio is described in a new booklet 
entitled “Increase Your Life Insur- 
ance Sales,” published by Remington 
Rand Inc. 


This portfolio shows the client the 
insurance he has now and what must 
be added to insure the security of 
his family. In graphic form he can 
see at a glance what he needs and 
therefore he can see the reasons for 
furthering his insurance plan. 


With this system the agents selling 
job is simplified and a great deal of 
time and effort is saved because the 
presentation is so convincing—so 
easily grasped. It is devised to put 
selling on the high plane of service 
assisting the agent to become a 
trusted advisor and helpful friend. 
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INANGIAL INGENTIY 


INANCIAL incentives are not 
in common use in the office. 
It is a fallacy in reasoning and 
logic to conclude, therefore, that in- 


centives are not effective. It is my 
opinion that the reasons for the fail- 
ure to use financial incentives stem 
from the attitude that they are not 
applicable to office work, Many man- 
agers are unwilling to make the 
thorough survey of office procedures 
so necessary to the development of 
In this respect there 
opinion—one 


incentive plans 
is a difference of 
school of management says that all 
one needs to do to establish incen 
tives is to measure production on 
each job (or routine) and then es- 
tablish a standard production level 
above which the incentive operates 


Complete Survey Necessary 


I belong to the other school that 
believes improvement, simplification, 
specialization and standardization 
precede the establishment of produc- 
tion standards used in the measure- 
ment of productive efficiency. A 
comprehensive office survey is rec- 
ommended. Whatever improvement 
in procedure may result from the 
survey and analysis, is made prior 
to the establishment of the standard 
production level. In the survey, the 
flow of work, methods of accom- 
plishment of the work, the machines 
used in doing the work, and the 
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office arrangement must be care- 
fully checked. Where improvement 
is necessary, the improvement is 
made. Any standard established after 
this survey and analysis has been 
made will be reasonably permanent, 
whereas any standard established 
without an improvement in the fac- 
tors affecting production will be 
subject to change when the factors 
affecting productive efficiency are 
changed. 

What are we trying to accomplish 
by the use of an incentive? Or- 
dinarily a financial incentive is used 
to increase the productive efficiency 
by encouraging as well as reward- 
ing the employees for more effec 
tively applying themselves to the job. 


ORTH ILE: 


It is generally accepted that the 
over-all efficiency level of the office 
is about 60% of potential—that 
means that there is a latent produc- 
tive level of 20 to 30%. In my 
opinion, no office can obtain and hold 
100% effectiveness. Ninety percent 
effectiveness is excellent—80% of 
potential effectiveness represents a 
practical level of accomplishment. 
Above 80% of potential, the in- 
creased demands for rigid control 
necessary to enforce productive effi- 
ciency are disproportionate to the 
resulting increases in effectiveness 
An effort is made to tap the 20 to 
30% latency of productive efficiency 
by assuring the employees that if 
they exceed standard production 
upon which base salaries are de 
termined, they (the employees) will 
be rewarded for the increased pro- 
duction. 


Group Measurement 


This raises the next question—if 
the individual employee’s produc- 
tion level cannot be accurately meas 
ured, what then can be done? There 
is a technique, often used in the fac- 
tory, and more recently applied in 
the office, which measures produc- 
tion on certain principal routines, 
and this production count is related 
to total payroll cost which produces 
a “production index unit cost.” 
(This term “production index unit 
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cost” is credited to Harry L. Wylie 

who adequately explains the details 

of this group measuring device in his 
textbook, “Office Organization and 

Management,” revised edition, pub- 

lished by Prentice-Hall, Inc., New 

York). 

The fact that the principal rou- 
tines which are being measured may 
only affect 60% to 70% of the total 
office activities, does not render the 
production index unit invalid as a 
group measuring device. Total office 
payroll cost or total office man-hours 
are used as the basis of the com- 
putation. This establishes a relation- 
ship between total cost (or total 
man-hours ) and the units of produc 
tion—variations in the production 
index unit cost as computed will 
point to the necessity for further 
investigation. Comparison over many 
months will denote trends. Here is 
an example which may help illus- 
trate the points : 

Production 
units 
1,000 
1,100 
1,100 
1,200 
1,100 

900 


Month 

6 months avg 
Feb. 
Mar 
Apr. 
May 
June 


=—Nmnmn 


3332 


During February, a 9% salary 
incentive would be paid to all office 
employees—same for March and 
May. During April a 16% incentive 
would be paid. It will be observed 
that no incentive would be paid dur- 
ing June because compared to the 
base period (6 months) there was 
no improvement in the production 
index unit cost. If the base computa- 
tion is carefully prepared after the 
routines have been improved, the 
incentive feature will be sound. If 
salary stabilization control is still 
exercised by the government when 
this article is published (it was 
written in advance) a newly created 
financial incentive plan should be 
approved by the Salary Stabilization 
Board before putting it into effect 


Inherent Problems 


Obviously there are several prob- 
lems inherent in the group incentive 
plan. One problem is to find one or 
two (or possibly three) routines 
which are sufficiently broad in appli- 
cation so as to affect at least 60% 
and preferably 70% of the total 
office man-hours. Another problem 
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Total payroll 
cost 


$2,000 


3 


is the establishment of a base period 
from which variation in index unit 
is measured. Ordinarily the jobs are 


studied and improved before any | 


count is made—then production is 


counted for approximately 6 months | 


and then it is averaged to produce 
the base production index unit. I 
predict that the system of group 
incentives will increase in use if 
clerical and other office costs continue 
to increase. Some method of cost 
control is needed. The average office 
manager hasn’t the slightest idea of 
the productive efficiency level of 
his office staff. Offices grow like 
“Topsy,” and like “Topsy,” the 
growth is uncontrolled and gener- 
ally undirected. Periodic review is 
required. 

Another type of incentive is the 
financial reward for perfect attend- 
ance and punctuality. One real 
problem of modern management is 
to get the employees to the office on 





Production index 

unit cost % of improve. 
Base Index. 
9% improve. 
O% “ 
16% = 
O% “ 


No improvement 


time and to improve the attendance 
record. This cannot be accomplished 


solely by directive or regulation. | 


Definite rules and regulations are 
essential, of course. They must be 
known and understood by the em- 


ployees. Immediate supervision must | 


set the example by promptness and 
regularity in attendance. Beyond 
that, a reward for a perfect record 
each month produces results. One 
method can be a financial reward 
(such as $5 to $10) for each em- 
ployee having a perfect record. 
Another method is to grant one half 
or a whole day off during the month 
following the month of perfect 
record, A modification of this plan is 
to add one-half to one day to the 
vacation allowance for each month 
of perfect record. 

Another company uses the idea of 
“chance” in correcting absenteeism 
and tardiness. This company com- 
puted the average cost of lost time 
due to tardiness and absenteeism. 
The daily figure was rather startling 
so the management decided to use the 
“chance reward” idea to correct the 
situation. The employees’ names 

(Continued on the next page) 

















Pay only for 
what you get! 


High-speed modern punched 
card accounting machines cer- 
tainly are time-savers but— 

f justify their 


full-time use! 


perhaps you 








In that case, why not discuss 
your problems with us? You pay 
us only on the basis of actual 
time used—and you are assured 
that your reports will be pre- 
pared on time. This suggestion 
may save you thousands of dol- 
lars—as it has for others. 


Why not investigate now? 
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Around the Office—Continued 


were typed on small cards and put 
in a “hopper.” The management 
decided that tardiness could take 
place four times a day—(1) morning 
when the employees came in- (2) 
went to lunch (by 
leaving early )—(3) afternoon when 
they returned from lunch—and (4) 
evening when they left for home (by 
day, alter- 
nating morning and eve- 
ning and before and after the lunch 
period, drew a card 
(at random) from the hopper. The 
employee whose name appeared on 
the card was immediately called in 
his or her department. If the em 
ployee was on the job and, therefore, 
available for call, he or she 
given a financial reward (in this case 
The proof of the worth 
whileness of any system or pro- 
cedure is whether it works and 
satisfactorily problem for 
which it was designed. In this case, 
The $10 per day 
prizes less than the 
absenteeism which it 


noon when they 


leaving early). Twice 


between 


management 


was 


it was $5). 


solves the 


the system worked 
given as was 
cost of the 
corrected 
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One fundamental advantage pos- 
sessed by incentives is that they 
tangibly recognize a situation, or a 
course of action or a type of conduct. 
Most employees are not sure that 
management is aware of their at- 
tendance record (if it is good, that 
is), or their performance record, etc. 
If these employees receive a reward 
for their activities, whatever they 
may be, it indicates that management 
is aware of the employees’ contribu- 
tion. This also serves another 
advantage in that it encourages 
others whose contributions were be- 
low standard to improve and thereby 
earn for themselves management’s 
approbation in terms of a financial 
reward 

There is a large field for the 
development of deferred incentives 

the reward, payment, gratuity, or 
call it what you will, is withheld and 
paid at some definite future period. 
The most popular of these deferred 
plans is the regular company con 
tribution to pension funds. These 
payments may be geared to and be 
dependent upon the 
or they may be definite in 
being related to the 


earnings of 
company, 
amount as 
PAPER A WESTON PAP 
PAPER A WESTON P 


ESTON PAPER A WESTON 


A WESTON PAPER 
PAPER A WESTON PA 
ON PAPER A 


ESTO 


recipient’s salary. These and many 
other incentive and deferred com- 
pensation plans are the outgrowth of 
(1) management’s desire to increase 
the salaries of its subordinates and 
(2) the high personal income tax 
rates which reduce the net effect of 
any increase, and (3) the high 
corporate income tax rates which 
reduce the net cost of approved 
plans. We mention “approved plans” 
because the plans must be approved 
by the Bureau of Internal Revenue 
so that payments to the fund can be 
deducted as current expense. If the 
plans are not approved, the com- 
pany’s payments to the deferred 
compensation plan are not deduc- 
tible; however, when payments are 
made from the fund, they will con- 
stitute allowable expense deductions. 
The proof of the benefit of these 
deferred pension plans will be found 
in the fact that many executives turn 
down higher salary offers because 
they can’t afford to lose the deferred 
pension benefits which to them are 
taxable only when received at some 
future date. 

Profit sharing plans are very 
popular as incentives, particularly 
for the management personnel. Such 
plans, if they were not in existence 
prior to the base period from which 
the Salary Stabilization Board com- 
putes allowable increases, must be 
approved by the Salary Stabilization 
Board. There are many ways by 
which profit sharing plans are de- 
veloped and distributed—it is our 
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opinion that simplicity is paramount 
to effectiveness. Our favorite plan is 
to establish the fund by determining 
s out el like ‘ (1) a flat deposit to the fund, 
champion, yet (Z) to relate the payments to the 
less) than your WESTON P fund as a percentage of profits. In 
¢ that’s what ad ER any event, the total fund should be 
iter to use V WESTO! approximately equal to 10% of the 
reston Come total the eligible group 
Write for sample For example, if there were ten 
BE persons eligible for participation in 
profit sharing and their combined 
yearly salaries totaled $90,000—the 
fund should be about $9,000 to be 
effective. 


WEST PAP 


yst you PAPER 


Quality 
hardl 
a million, 

costs no ™ 

t letter 

ask your pri 
fade by 
Mass- 


a paper 


ESTON PAPE 


ee eee | presen 


want, salaries of 
BOND. 
Dalton, 
Address Dept 


A WESTON 


ER A WEST 


ESTON PAP 


pary> 


Ne ea A book. / 


TON PAPER 


APER A WE 


WESTON PAP STON PAPER 


Distribution is based almost en- 
tirely on point values. One point is 
given for each year of service and 
one point is given for each $10 of 
salary. Management is allowed to 
increase the points for any person by 
an amount not to exceed 25% as a 
discretionary action permitting man- 
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igement to recognize, on a personal 
basis, exceptional conduct and con- 
tribution. Again, drawing upon an 
example to illustrate our meaning, 
John Jones has been with the com 


Gsterbook 


pany for fifteen years and is making | 


$750 per month. His basic point 
value would be fifteen for service 
(15 yrs. x 1 point each), plus 


seventy-five points for salary ($750 | 
divided by $10 equals 75 x 1 point | 
for each $10 of salary) making a | 


total point score of ninety. Manage 
ment feels that Jones has made 
several excellent suggestions so they 
can raise his point score by a maxi 
mum of 22.5 points (25% of 90 
points). Assuming that managemer't 
uses the maximum adjustment 


Jones’ total point score is 112.5 


All of the total point scores tor 
ill persons are added and the total 
points given are divided into the 
dollar amount of the fund to arrive 
it the “dollar value per point.’ 

Fund is $9,000 and points total 
+,500 ; value per point would be $2 


Che total points given to ea 
person are multiplied by the dollar 
value per point in order to arrive at 
the total share of the profit sharing 
fund. (In our example, Jones has 
112.5 points times $2 per point—or 
. profit sharing payment of $225 
This plan is simple—it’s sure—the 
size of the fund can be controlled 
and it recognizes (1) length of 
service, (2) salary and (3) manage 
ment’s limited power of discretion 
iry action. It is an incentive by tying 
one’s contribution to profits and by 
making subordinate management 
profit and cost conscious 


Is there a conclusion that can be 
made from this presentation? Yes, 
I think there is. We all need inspira 
tion and reward. An incentive is 
that which motivates and produces 
above average results. It is the 
“primer” to responsiveness. /f is a 
tool of management, but it is not a 
substitute for management. Too 


"444"" DESK PEN SET 


ALWAYS READY TO WRITE... 
AND WRITES FOR MONTHS 
WITHOUT REFILLING! 


TO SELECT OR 
REPLACE . . . HERE'S 
ALL YOU DO Finger grip 
never touches ink. 
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"Ink-Locked” 
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sets. Easy to 
clean as a 
saucer. 
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CHOOSE 


THE RIGHT POINT FOR THE WAY YOU WRITE 


many persons believe that the adop- | 


tion of an incentive program will 
relieve them of the necessity for 
giving attention to the problems of 
work planning, production and con- 
trol. An incentive is but one im 
portant ingredient in the formula for 
effective production—the others in 
clude trained supervision, efficient 
methods and tools, and proper 
environment for work. 


Only a few of the more popular points shown. All! points instantly replaceable in case of damage 
ASK YOUR STATIONER FOR A DEMONSTRATION 
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A complete line of precision microfilmers 
to meet all requirements at lowest cost 


Only Recordak 
gives you this choice 


No one microfilmer can be called the “most 
economical” for every company. 

Requirements vary much too much. Conse- 
quently. a microfilmer which is ideal for one 
company could be an unwise investment down 
the street. 

Recordak. in recognizing this fact, has cre- 
ated its line of microfilmers with all require- 
ments and all budgets in mind. You never have 
to order a microfilmer with features and refine- 
ments which can't be used profitably! Thus, 
Recordak has made it possible for even the 
smallest companies to gain savings which 
are proportionate to those realized by 


the largest ones. 


It’s easy to judge which one of these precision micro- 
filmers will give you the lowest operating cost. 

Your local Recordak representative will give you 
the complete side-by -side picture of the Recordak 
line... analyze your microfilming requirements . . . 
figure every detail of cost every way. In short, give 
you the benefit of Recordak’s unmatched experience 
in matching the needs of thousands of customers. 
{ll without obligation, of course. 


So call in your Recordak representative today 
or write Recordak for details on the complete line 
of precision microfilmers now offered on an attractive 
purchase or rental basis. Recordak Corporation (Sub- 
sidiary of kastman Kodak Company), 444 Madi- 
son Avenue. New York po New York. 
Note: Complete line of film readers available for 
purehase at extra cost. 
ma 
mine, 


SRECORDERK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming—and its application to insurance routines 
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The Recordak Triplex Microfilmer records documents 
down one side of the film, then up the other—fronts, or 
fronts and backs. consecutively: accommodates automatic 
feeder ... and auxiliary film units for recording on the full 
film width. Prices—including one film unit: Purchase, 
$2900; Rental, 360 per mo., including film reader. 


The Recordak Bantam Microfilmer gives you the 
greatest number of pictures per foot of film: features 
a built-in automatic feeder . . . and readily inter- 
changeable lens kits for microfilming at 4 reduction 
ratios. Prices—ineluding one lens kits Purchase, 
$1800; Rental. 343.50 per mo., including film reader. 


The Recordak Commercial Microfilmer, for medium re- 


quirements, records fronts, or fronts and backs consecu- 
tively ... across the full width of the film. Prices—includ- 
ing one film unit: Purchase, $950 to $1975, depending upon 
model; Rental, $30-$42.50 per mo., including film reader. 


The Recordak Duplex Microfilmer records fronts and 
backs of documents, side by side, simultaneously. Ac- 
commodates automatic feeder and auxiliary film units for 
recording down one side of film, up other, and for full- 
width recording. Prices—including one film unit: Pur- 
chase, $3600; Rental, $70 per mo., including film reader. 


ll prices quoted 
are sulyect@ 
change without notiee, 


The Recordak Junior Microfilmer is the ideal machine 
for light requirements. It photographs documents up to 
9% x 14 inches instantaneously ... across one half the 
film width. A film reader is an integral part of this unit. 
Purchase Price, $1550; Rental Price, $25 per mo. 





N M\ last 
to point out the tremendous sum 


article, | attempted 
a company’s daily correspondence 
and the thousands 
of dollars it could save annually if 
Since 


have 


may be costing, 


it were handled effectively 
Seve ral 
that | 
servative in my figures, and entirely 
truthful in that letter writ 
ing is one of the most neglected and 
wasteful operations of the insurance 
So this month let’s go be 


yond the direct dollars and cents re 


then, insurance 


extremely 


men 


written was con 


saying 


‘ . 
susiness 


turn one may expect to receive trom 
t properly conducted correspondence 
improvement program, and discuss 
those intangible assets 
holder and field underwriter good 
will which are equally, if not 
more important than the and 


pe licy 


cost 


savings angle 


Main Criticisms 


\ few years ago, one of the most 
public relations-conscious firms in 
the insurance field sent a question 
naire to thousands of policyholders, 
asking them what they did and 
didn't like about the way their par 
ticular companies operated. While 
none of the questions referred to 
letters, a high percentage of the peo 
ple who replied were critical of the 
ones they had been receiving from 
their respective companies. Here is 
a list of the main criticisms : 
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lhe average person does not unde 
stand many of the terms and phrases 
customarily used by insurance com 
panies in their correspondence 

Because of this lack of understand 
public reaction to 
letters is 
and 
sometimes actual ill-will 
Many 


or curt they 


numerous 


ing, 
often one of 


suspicion 


ipsurance 
annoyance and 
insurance letters are so short 


offend, or so 


long and 
] 


repetitious that the effect is involvec 
ind confusing 
sO officious, 


Some letters are 


otten 
evasive or demanding that they tend 
to antagonize the reader 

Many peopl the 
length of time it takes to receive an 


complain about 


answer to their letters, 

And many policyholders feel far too 
many form letters are being used, 
thereby eliminating all the human 
element in their relationships with 
their companies 


Perhaps you do not put too much 
Neverthe 
regardless of how many field 


faith in questionnaires 
] 
i@ss, 
underwriters you have . and how 
many agency or branch offices, either 
individually 
you still 
these two 


company-operated or 
financed . . 
from 


and 
cannot get 
basic truths : 


owned 


away 


Most of the business obtained and 
held depends to a large degree on 
the service you give, and the repu- 


tation you 
cooperative organization 

Chat about 85% of the contacts 
policyholders have with your 
ind field offices are the letters, ni 
and they 
you at one time or another 


tices forms receive from 


Received in the Mail 


pomt 
pol 


17 ' 
well-organized trained 


effective advertisu g and 


and good, far-sighted 


yromotion 
No doubt all of these 
factors 


irom 


management 
ire contributing 
still 

that 
letter a day can result in not only the 
policvholder . but 
perhaps several prospective ones who 
are his friends or acquaintances 
Multiply that by the 250 working 
days in the year, and your loss could 
run into millions of dollars 
think far-fetched 

Then read these substantiating pieces 


But you 
the fact 
ill-advised 


can’t get away 


one thoughtless, 


loss of one 


easily 
Do you this is 
of evidence received by several large¢ 


insurance companies. The first was 
in reply to a letter mailed out by one 
whicl read 


of their agency offices, 


like this : 


“Under date of (date), we advised 
you that your remittance sent to us 
in payment of (date) premium was 
60¢ short. Unless we receive a bal- 
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ance of remittance by (date), your 
policy will lapse. 

“We would appreciate it if you would 
let us have this. We are attaching 
a stamped return envelope for your 
convenience.” 

The answer was sent direct to the 
home office, and amply demonstrates 
the very point I’m trying to bring 
out. 

“I was informed by your (name) 
office that if I did not pay 60¢ due 
on a (amount) premium, my policy 
would lapse. I think that unreason- 
able. 

“Your salesmen work too hard to 
risk losing business by the tactless- 
ness of your office help.” 


Is It Any Wonder 


In another case a policyholder had 

written the home office that he de- 
sired to increase his protection by 
taking out additional insurance. This 
should have been an easy letter to 
answer. But lo and behold if the 
person handling it didn’t suggest 
that the policyholder pay off a loan 
he had on his present policy before 
he considered buying any new in- 
surance. This was done despite the 
fact that the company knew his fi- 
nances were good. Was it any won- 
der then that the man wrote back 
this curt little note: 
“T did not ask you to mind my busi- 
ness for me. As long as you are 
not interested in selling me any more 
insurance, I will purchase it else- 
where.” 

Here is a classic example that 
would he funny .. . if it were not 
so tragic: 


“I received your reply in answer to 
my inquiry regarding dividends. I 
don’t understand your letter at all. 
In one place you say ‘sign.’ In 
another you say ‘do not sign.’ I 
am returning all junk. All I want to 
know is how much money you owe 
me from my dividends, and oblige.” 

This is another answer to a letter 
that certainly didn’t make friends 
and influence people favorably. 


“T have read your letter over and 
over again, and looking at it from 
every angle I possibly can, I still 
think I am being gypped.” 

You may think these are excep- 
tions, but just take a look through 
your own files. If you don’t find 
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literally hundreds of similar letters 
from disgruntled and out-and-out 
hostile policyholders, you are the 
rare exception. Of course you may 
not always hear direct from all of 
the people who have become con- 
fused and irritated by the tactless, 
involved letters going out of your 
home and agency offices. Many of 
them give up in disgust trying to 
get a prompt, intelligent answer. 
But you can bet your life the men in 
the field do. Hardly a week passes 
when I don’t receive an imploring 

. almost begging letter from 
some insurance agent asking me to 
try and sell his home office on a 
better letter program. “If they 
could only realize,” they write me, 
“how much needless work and handi- 
caps their confusing, or tactless 
letters cause me . . . and how much 
business I lose as a result of them 

. . it wouldn’t take much to sell 
my home office people. But I’m 
only one member of their selling 
staff; ‘and besides I wouldn’t dare go 
over anyone’s head trying to im- 
press on management how important 
good letters really are to us men in 
the field.” 

When you think of the millions of 
dollars that are spent annually by 
insurance companies on Selling- 
Aids, Lead-Getting Letters and the 
like, that they should overlook this 
fundamental side of their business 
is not only ridiculous . . . but ex- 
tremely costly. There is also an- 
other side to this same picture. I 
refer to home office letters to agen- 
cies and underwriters . . . usually 
sent in reply to some questions that 
have arisen about a change in the 
insured’s policy or status . . . or in 
reference to a new application. I’ve 
been repeatedly told that the clarity, 
conciseness and tone of such mes- 
sages are not too important... 
since they are written to people 
familiar with the insurance business 
and these particular situations. Little 
do these home office people stop to 
think that the underwriter might 
like to show that letter to the policy- 
holder or applicant ...or the 
agency to quote from it. Therefore, 
it has to be clear, specific and friendly 

. or it can cause just as much 
harm as if it had come direct from 
the home office. 

Then there are those famous let- 
ters from the home office personnel 


to the men in the field . . . which 
all too often treat the individual like 
a moron or dead-beat. Usually the 
people who write them have had no 
sales experience and are entirely un- 
familiar with the underwriter’s prob- 
lems. So their letters are filled with 
rules and regulations to the point 
of being childish and ridiculous. Or, 
they are so engrossed with their own 
view-point or position in the home 
office, that their letters sound like 
a college professor or a demanding 
mother-in-law. Can you imagine, 
for example, being so petty as to 
write a high-salaried manager bawl- 
ing him out for spending $1.50 more 
for a room in Chicago than he did 
for one in St. Louis while attend- 
ing two conventions. 


Congratulating Whom? 


Recently I saw a letter that went 
out over the signature of a vice- 
president to new men who had just 
completed their first year with the 
company. The opening was exceed 
ingly gracious. It told them what a 
pleasure it was to have them in the 
organization, and what a splendid 
job they had done. Then the second 
paragraph started extolling the com- 
pany’s virtues to such an extent that 
anyone would wonder who the vice- 
president intended to congratulate 

. the new man... his depart- 
ment . . . or himself. A man high 
in the agency department of one of 
the country’s largest insurance com- 
panies recently confessed to me that 
he wondered how his organization 
had any good men left . . . consid- 
ering the type of letters they were 
continuously being bombarded with 
from the home office. And this at 
the very time when almost every 
company is complaining about the 
high turnover in their selling and 
servicing personnel, and how diffi- 
cult it is to get good, intelligent men. 
It just doesn’t make sense. 

Who is actually responsible for 
this needless waste in time and 
money ... for erecting unneces- 
sary handicaps which the field force 
must overcome . . . handicaps that 
largely offset the huge sums being 
steadily spent on advertising and 
promotion? In my next article, I'll 
discuss this question thoroughly . . 
and I think you'll find the answer 
startling. 
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PORTABLE RECORDER 


THs portable recorder will operate 

anywhere at any time. Using standard 
flashlight batteries and a spring-wound 
motor, it plays back its recordings in- 
stantly on the same instrument. Record- 
ings may, however, also be played back 
on any standard tape recorder. It has 
been designed by Magnetic Recording 
Industries for all field applications where 
electric current is lacking or incon- 
venient. 


GLU-PEN 


MAPE possible by the discovery of a 
new adhesive, the Glu-Pen combines 
the usefulness of glue with the conveni- 


ence and neatness of a pencil. It can be 
placed anywhere or carried in a pocket 
and is ready for instant use. When the 
point is pressed to a surface, it leaves a 
dot of glue to which practically anything 
can be immediately attached. There are 
over 5,000 dots in each glue cartridge and 
when empty, the cartridge is easily re- 
placeable. The pen, which is distributed 
by George S. Heineman is available in 
maroon, gray or green. 


72 


TRIPLE TYPEWRITERS 


BY USE of American Automatic Type- 

writer Company’s Three Unit Copy 
Typist, whatever is typed on the “master” 
machine is automatically reproduced on 
the two “slaves.” This means that three 
different forms can be filled out with the 
same information simultaneously. The 
machine is suitable for any job where 
different forms are prepared at the same 
time and also speeds the production of 
large numbers of carbon copies. If differ- 
ent fornis are inserted in the typewriters, 
the secretary can adjust margins on any 
of them, independently of the others. 
For individual typing on any form, either 
- both of the “slaves” can be switched 
off. 


FLEXIBLE DESK 


HIS is the basic executive desk of the 

new line of office-planned furniture de- 
signed by Knoll Associates, Inc. Its 
broad working surface serves equally well 
for conference or executive activities. A 
variety of storage combinations may be 
had including a single pencil drawer, or 
a choice of two or three suspended drawers 
on either or both sides. Depending on 
personal preference or practical needs, 
the drawers are equipped with locks, 
sliding pencil trays, movable partitions 
or pendant files. The top is said to be 
burnproof and stainproof. 


ELECTRONIC STENCIL CUTTER 


Wits this machine it is possible to pro- 

duce a stencil which includes a high 
quality illustration or complicated draw- 
ings. Eliminating the need of cutting a 
stencil by typewriter or stylus, it is a 
purely electronic process which takes only 
a few minutes and does not require heat, 
light or chemical preparations. It em- 
ploys an electric scanning device and 
should prove particularly useful in pre- 
paring bulletins, sales letters or promo- 
tional material where the inclusion of a 
picture will enhance the value of the 
message. The stencil produced is a fac- 
simile copy exactly like the original. The 
machine is distributed in this country by 
The Addo Machine Company, Inc. 
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HOW TO KEEP THE BOSS HAPPY 


EET Elaine. She’s young, 

attractive and the secretary 

to a _ business executive. 
Elaine has all the mechanical quali- 
fications for her job. She types set 
enty words per minute with not too 
many mistakes, takes dictation and 
can transcribe it accurately. But 
Elaine’s boss isn’t happy with her 
work, and Elaine can’t figure out 
why. She hasn’t learned that bosses 
are made happy, they aren't born 
that way. 


He is Unhappy 


Unfortunately, this situation is 
being repeated every day in thous- 
ands of U.S. business offices. Since 
the first practical typewriter made 
its appearance back in the ‘90’s— 
and secretaries began thronging of- 
fices—the girls have been faced with 
one big problem—how to keep the 
boss happy. Mr. Johnson, Elaine’s 


This picture might be entitled 


For January, 1953 


‘How to Lose a Job.” 
be at least two dozen things wrong with the desk, the secretary, and 
the general office attitude. Of course, it's over-exaggerated—but 
how many of these “office sins” are you often guilty of? 


boss is no exception. Sometimes 
he’s grumpy, quick-tempered and 
even sarcastic. Not that he means 
to be, but the pressures of business 
and family life are wearing him 
down. He’s unhappy because Elaine 
has fallen down on the job. She’s a 
“typewriter jockey”—nothing more. 

The American secretary is an in- 
dispensable phenomenon in the busi- 
world. You can forget the 
phrase “office wife,” she’s 
more than that. The good secretary 
“Girl Friday” in every sense 
of the word, and typing and dictation 
are but a small part of her varied 
tasks. It’s a safe bet that seated not 
too far away from an unhappy boss 
is a secretary who has forgotten 
a few of the twelve basic rules of 
office behavior. 

Formulated by Underwood Cor- 
poration, long-time friend of the 
working girl, these twelve rules 
neatly sum up the complexities of 


ness 
because 


is a 


There must 


This is more like it. 


office life, and reveal most of the 
friction points between boss and 
secretary. First, there’s the matter 
of dress., Though the boss may 
hanker after the siren type after 
office hours, it’s a cinch that he’d 
like to stick to business while he’s 
in the office. Neat, attractive and 
conservative attire is recommended 
for office wear 


Office Security 


Office security is another of “Girl 
Friday's” tasks. She’s responsible 
for the contents of the office safe, 
and for the general security of 
office records. Rushing out to a date 
is no excuse for a breach of this re 
sponsibility. Then, there’s the mat- 
ter of business The 
higher up a girl goes in the ranks, 
the more she’s apt to know about 
the business and its operation. Re 


confidences. 


ed on the next paae 


Desk neat, secretary well-groomed—both « 
model of office efficiency. It won't take much more to keep iny 
boss happy—to make the first step in the founJetion of geod office 
employer-employee relationship. 
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BOOKLETS 


Pii4—Greater Service and Value 
from Records and Letters 


Arbitrarily devised tables intended for 
general application in the choice of paper 
for records and letterheads cannot compre- 
hend all the variables encountered in a par- 
ticular office and may, therefore, be mis- 
leading. Each purchaser knows best the im- 
portance of his various records, how often 
they will be handled, the time they must 
last and the other details which go into the 
wise choice of paper. This booklet briefly 
gives the basic differences in paper which 
guide the buyer's choice. It explains how 
each type of paper serves certain purposes 
best and it considers such factors as perma- 
nence, durability, writing and erasing quali- 
ties and uniformity. 


P115—Twenty-five Typing Short- 


Cuts 


These short cuts have been collected from 
the experience of thousands of successful 
and efficient typists and chosen for their 
practicability as time savers. Included in 
the sixteen page booklet are valuable tips 
on such things as making corrections so as 
to match the type on the carbon copy with- 
out darkening that of the original, typing 
both sides of a postcard without touching 
the card, typing a brief memorandum with- 
out removing a letter already in the type- 
writer and substituting a four letter correc- 
tion for a three letter word. 


P116—Steel Techniplan 


This is a brochure of news and pictures of 
one company's new steel modular office 
furniture. The system is designed to: (1) 
provide adequate dations for em- 
loyees and their visitors, (2) make paper 
hentia easy and efficient and (3) allow 
for full space utilization. A series of mem- 
oranda explains how the equipment meets 
these requirements while typical installations 
are shown in the photographs. 
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Keep Boss Happy—Continued 


spect of such confidences is a seri- 
ous ethical obligation. 

Let’s get back to dictation and 
dictation etiquette. Good dictation 
procedure bans interruptions during 
the course of a letter. Woe be unto 
the girl who sidetracks friend boss 
and makes him lose his trend of 
thought. Necessary questions are 
saved until the end of the dictation 
period. But questions should be 
asked—guessing is a cardinal sin 
in secretarial work. 


Mail Handling 


Mail handling causes many rifts 
between secretary and boss. The 
girl who blithely ignores a letter 
marked “Personal,” is leaving her- 
self wide open for a scathing look 
and a sharp word. The same ap- 
plies to filing procedure. Whatever 
system of filing is used, valuable in- 
formation is always available—and 
in a hurry. Don’t try your bosses’ 
temper with a fifteen minute search 
for a wanted letter. 

To the secretary is entrusted the 
care of all office equipment; adding 
machines, monitor boards and, of 
course, typewriters. The Under- 
wood people recommend a three- 
minute daily “workout” to keep the 
typewriter in typing trim. It only 
takes one minute to wipe off all ex- 
posed parts with a soft dry cloth— 
dust and dirt are the real enemies of a 
typewriter. Another minute to clean 
type with a dry bristle brush—you'll 
get clean-cut type impressions and 
uniform characters. One more min- 
ute is all it will take to clean up the 
remaining dust and erasure dirt in 
the type segment. Covering the 
machine after working hours will 
also add years to its life. 


Clock-Watching 


To err is human—to forgive 
divine, but even the sweetest of 
employers can wilt under constant 
and continued carelessness. It’s 
costly, time-wasting and annoying 
to the executive who prides himself 
on his ability to get things done. 
Clock-watching never appeals to any 
employer, but watching the calendar 
is another story, especially if it gets 
the boss to important appointments 


at the right time and at the right 
place. The good secretary must keep 
and check an accurate calendar, 
never trusting her memory or that 
of her boss. 


Neat and Tidy 


To hear any boss tell it, he’s the 
model of neatness—even though his 
desk may be covered with cigarette 
butts and old envelopes. No secre- 
tary is expected to be a porter. But 
keeping the office neat and tidy, and 
that includes her own desk, as well 
as her bosses’, guarantees a smile 
instead of a frown any morning. 

In today’s swift pace of business, 
more business is transacted over the 
phone than through any other media. 
Telephone technique, therefore, is 
of prime importance to any boss. It 
has been found that a pleasant tele- 
phone manner ranks high on the 
lists of “musts” for an able secre- 
tary. Proper and accurate record- 
ing of information and a pleasant 
voice keep clients happy. And when 
clients are happy the boss is happy 
as well. 


Tact 


Tact is a primary requisite of 
business etiquette. Although the 
boss may welcome suggestions, it’s 
better to leave many things unsaid. 
A kind word is always appreciated, 
but criticism, even when it is con- 
structive, can often be misconstrued. 
Better keep it to yourself to keep 
the boss happy. Initiative is a big 
word. Nobody expects a secretary 
to assume authority, least of all the 
boss. But, by learning her employ- 
er’s procedures, she can fit herself 
for increasing responsibilities and 
become more valuable to her boss 
and to herself. 

There isn’t a secretary in the 
world who can agree on a single 
formula for “The Care and Feeding 
of Employers.” The Underwood re- 
search staff found that gentle good 
humor and common sense are the 
two unwritten rules for keeping the 
boss happy. Tessie the Typist may 
not have a college degree—but it’s 
a cinch that she rates a medal for 
her daily dealings in helping to speed 
the world’s business with the tough- 
est breed of all men—the American 
business executive. 
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bu 0 get more out of meetings 





Here are two ways modern sound- 
writing will help make your business 
conferences short, to-the-point, and 
productive. 

First comes the “meeting of minds” 
before the meeting. Through your 
Gray Audograph you speak with each 
participant in advance — stating the 
problem, —< in the background, 
and listing the data needed. Each man 
comes to the meeting prepared with 
well-considered ideas. With these pre- 


sented, the meeting can proceed to its 
real purpose — to produce agreement 
on a final decision. 

Secondly, Audograph makes an 
accurate, inexpensive recording of the 
meeting itself, on 20-, 30- or 60-min- 
ute plastic discs. You bave a perma- 
nent record of understandings, 
decisions and assigned responsibili- 
ties, to insure proper follow-up by all 
concerned. The result is an organized 
conference that produces results. 


But conference recording is only 
one example of Audograph’s com- 
plete versatility. You'll use it in the 
office, at home, on trips .. . to record 
dictation, telephone calls, interviews 

. . and above all to talk your paper- 
work away throughout the day. 

A demonstration will convince you 
that the low-cost, easy-to-use Audo- 
graph is a necessary tool for today’s 
executive workload. 


Send coupon for the 
new “How To” booklet! 


The Gray Manufacturing Company 
Hartford 1, Connecticut 


Please send me your illustrated Booklet W-1 “How 


to Talk Yourself out of Time-Taking Work.” 


aUOEAPR 


The world’s most versatile dictation instrument 





AUDOGRAPH?® sales and service in 180 U. S. cities. See your Classified Telephone 
Directory under “Dictating Machines."’ Canada: Northern Electric Co., Ltd. Abroad 
Westrex Corp. (Western Electric Co. export affiliate) in 35 countries, Audograph is 
made by the Gray Manujacturing Company — established 1891 — originators of the 
Telephone Pay Station. *TRADE MARK REG. U.S. PAT. OFF 
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N°” ROYAL offers an extra key that is 
‘ ’ available with almost any combination 


of marks, characters or signs needed! 
2 y i Your business may require an exclama- 
0 yOUr Ypewr’l ers ave tion point—or a division sign and an equal 
sign. For some businesses, it may be a para- 
sa - ‘ : 9 graph mark and a section sign. In fact, it 

7 
this wonderful extra key? “mori 
a 

It’s all available and it’s done by Royal 


to make this superb typewriter more useful 


Only on Royal can your typists get the Bonus Key with special 


in business. Remember: Royals have always 


characters for your business typing needs. \o extra cost! been built with you, the buyer, in mind! 


Call your Royal representative for a free 
office trial. Look under “Royal” in the 


phone book. 


“Magic” Tabulator, a Royal exclusive 
Without taking her fingers from the guide- 
key positions, the typist just r-o-l-l-s her 
right hand and the carriage moves to the 
next tab position, 


New Time-saver Top, a Royal exclusive. Press 

button... inside controls all instantly acces- 

sible. “Touch Control” within easy reach. Easy- 
to-get-at spools for 
ribbon changing. 


Carriage Control, a new, exclusive 
feature which lets the secretary suit the 
carriage tension to her needs. Just a 

turn of the knob does it! No 


eed to call in a serviceman! 


Gg A STANDARD + ELECTRIC + PORTABLE - Roytype Carbon Papers and Ribbons 
Magi and ‘*Touch Comtrol’’ are registered trade-marks of Royal Typewriter Company, inc 
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MEASURING THE UTILIZATION OF PUNCHED CARD MACHINES 


HE preparation of reports 
and records has assumed 
large proportions in prac- 


tically all industries, particularly in 
insurance. In our quest for means 
of handling data quickly, accurately, 
and at reasonable cost, we have 
adopted many mechanical tools. In 
most instances there is little ques- 
tion in our minds that use of these 
tools is warranted and the invest- 
ment justified. However, when it 
comes to punched card equipment, 
because of the substantially higher 
investment, it is desirable to have 
a means of determining how much 
and how effectively the equipment 
is being used. 


If a company has a few major jobs 
which are performed on punched 
card equipment, it is usually fairly 
simple to estimate the cost of doing 
the same work by other methods and 
compare it with the overall cost of 
the punched card operation. How- 
ever, once punched cards are intro- 
duced it is amazing how many other 
jobs are converted to punched cards. 
As the installation grows in size it 
becomes more difficult to determine 
the proportionate cost of each job. 
Gradually there is another question 
which keeps coming to the fore- 
ground, and that is, “Is this work 
being done at the lowest possible 
cost?” We can analyze a particular 
job and say it costs $150 a month on 
punched cards as opposed to $225 if 
it were done manually. But how can 
we tell whether the cost really should 
be only $125 instead of $150? 
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RAYMOND HUNT 
Senior Methods Analyst 
The Prudential Insurance Co. 
of America 


About three years ago, our com- 
pany introduced a uniform method 
for keeping production statistics in 
each of its several punched card 
machine sections. The system has 
provided management with facts 
concerning their operations which 
haye aided materially in reviewing 
and analyzing punched card work. 
The basic elements of our program 
are not new. There are, however, 
one or two innovations which I 
think will be of interest. Perhaps 
the most important of these is the 
development of a yardstick by means 
of which the relative efficiency of a 





COUNTING & TIMING DEVICE 





























particular job or group of jobs is 
measured. Because much of our 
program is based on the yardstick 
of efficiency, a description of how it 
was developed will be helpful as an 
introduction to the report I want to 
show in a few minutes. 


The time it takes to complete a 
punched card job is divided as fol- 
lows: Handling time + Machine 
time = Required time. “Handling 
time” is the amount of manual time 
involved in setting up the machine, 
testing the machine, etc. Regardless 
of whether 100 cards or 10,000 
cards are to be put through the 
machine, the set up or handling time 
is the same. We found, through time 
study, that the average set up time 
was as follows: 


2.0 minutes 
2.0 minutes 


Reproducer 
Collator 
Summary 
punch 
Interpreter 
Calculator 
Tabulator 
Sorter 


2.0 minutes 
1.5 minutes 
3.0 minutes 
9.0 minutes 
1.0 minute per sort 


These time allowances were re 
viewed with operating personnel and 
management and agreement reached 
that they were reasonable. We rec- 
ognize that these set-up time allow 
ances are averages and as such are 
not 100 per cent accurate. Our 
experience in using them, however, 
has proved that they are reliable 
guides insofar as our operations are 
concerned. 
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Measuring Utilization—Continued 


Turning now to “Machine time,” 
sorters, reproducers and interpret- 
ers presented no particular prob- 
lem because the cards pass through 
them at a constant speed. 
ample, an interpreter passes cards 
through the machine at 60 cards a 
minute regardless of whether 10 or 
60 characters are being printed. On 
tabulators, calculators and collators, 
however, the rate with the 
job. The 602A calculator, for ex- 
ample, may process 3,000 cards per 
hour on one job and only 500 per 
hour on the The speed de- 
pends on the size of the factors and 


For ex- 


varies 


next. 


type of calculation. We realized that 
to get an accurate measure of the 
machine time on tabulator, collator, 
and calculator jobs it was necessary 
to have form of 
measuring. 


some automatic 

\fter some work, we finally de- 
signed a small electronic timing and 
counting device. It is constructed 
with two leads which are placed in 
any open selector hubs in the ma- 
chine control panel, and another 
lead which connects to a 
tional 110 volt outlet. 
has a clock, which runs only while 


conven- 
The device 


cards are passing through the ma- 
chine, and a counter which registers 
the number of cards processed. Us- 
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TIFFANY 


MODEL "'S” 





quality construction. 
Since Tiffany Stands are 
designed to last a life- 
time, they actually cost 
less per year of service. 





(Available with extra 
leaf on right side.) 


Write for illustrated brochure. 
Tiffany Stands are available 
at better stores ev re. 


POPLAR BLUFF, MISSOURI 
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ing this device it was simple to find 
the machine time required to proc- 
ess jobs on variable speed machines. 
All we had to do was attach the 
device and at the end of the run 
read the number of cards processed 
from the counter and divide it into 
the elapsed time shown by the clock. 
In this fashion, we measured all 
of our regularly scheduled work and 
pasted the card processing rate for 
each job on the control panel for 
that job. 

Going back to our formula ‘*Han- 
dling time and Machine time 
quired time,” 


Re- 
you will see that we 
are now in a position to substitute 
numerical values for Our 
“Handling time” 
determined by time study and our 
“Machine time” by actual calcula 
tion. In effect, we now have a yard- 
stick which says how long it should 
take to do one job or any group of 
jobs. 


each. 


allowances were 


Record of Jobs 


The next step was to adopt a uni- 
form method of recording what jobs 
were done, the number of cards in- 
volved and the time actually taken 
to process each step. There are a 
number of ways of recording usage 
1 production statistics. Some com- 
panies keep a log sheet on each ma- 
chine. Others prefer to have a job 
ticket accompany the job through 
all the processing steps. We decided 
to have each operator keep his own 
log sheet on which he makes an 
entry each time he uses a machine. 
At the end of the day, the section 
head reviews the operator reports 
and turns them over to the keypunch 
section where a card is prepared for 
the entries of each sheet. 

It is from the tabulations prepared 
from these cards that we get to the 
point of using the data. We gave 
a lot of thought to determining what 
type of report would be most in- 
formative. 

The first report is 
weekly. It shows, reading from left 
to right: machine number, 


tabulated 


machine 
running time (which is the number 
of cards times the machine’s rated 
speed in minutes per card); han- 
dling time (which is the number of 
set-ups the handling con- 
stant); theoretical time (which is 
126) 


times 


Continued on page 
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More than six times as many men of your 
age will die of lung cancer this year as died 
in 1933, according to official reports. Though 
our research scientists are making every ef- 
fort to discover the reason for this increase, 
they still don’t know the answer. 

They do know, however, that the lives of 
over half of those who will develop lung can- 
cer can be saved ...if they get proper treat- 
ment while the disease is still in the silent 
stage, before any symptoms have appeared. 
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That is why we urge you to have a chest X-ray 
every six months when you have your regular 
health check-up...no matter how well you 
may feel. Since only an X-ray can detect the 
“silent shadow” in its earliest stages, it is 
your best insurance against death from lung 
cancer. 

For more detailed information about this 
or any other form of cancer, call our nearest 
office or simply address your letter to“‘Cancer” 
in care of your local Post Office. 


American Cancer Society 








OFFICE EQUIPMENT DIRECTORY 


om Current literature end Prices on any of the following products and services may be had without * 
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obligation, from 


FILING CABINETS 
|. Card File 

. Fibre Board 

. Insulated 

. Metal 

. Micro 

. Portable 

. Rotary 

. Stencil 

. Tabulating Card 

. Visible 

. Wooden 


Ww 
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FILING SUPPLIES 
129. Cards 
11. Fasteners 
12. Folders 
13. Index Tabs 
14. Supports 


ee ACCOUNTING 
5. Adding 
ie Billin 
17. Bookkeeping 
18. Calculating 
109. Payroll 
19. Tabulating 


MACHINES, MAILING 
20. Dating Stamps 
21. Envelope Sealers 
22. Mail Openers 
23. Postal Meters 
24. Postal Scales 
118. Sorters 
106. Time Stamp 





and prices on the items checked. 
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turers. We will also obtain any available information on items not listed. 


SUPPLIES, GENERAL 


MACHINES, REPRODUCING 
5. Composing 


. Direct Copying 

. Duplicating 

. Micro-filming 

. Mimeograph Slip Sheet 
. Typewriter, Automatic 
. Typewriter, Electric 

. Typewriter, Manual 


MACHINES, MISCELLANEOUS 


32. 
32 
34. 
35. 
139. 
36. 


Addressing 
Checkwriting 
Dictating 
Intercommunication 
Paper Folding 
Stapling and Fastening 


OFFICE ACCESSORIES 


38. 
105. 
39. 
40. 
41. 
42. 
43. 
44. 
45. 
46. 
47. 
48. 
49. 


Ash Trays & Stands 
Bulletin Boards 
Cash Boxes 
Chair Cushions 
Currency Trays 
Desk Lamps 
Desk Pads 
Desk Trays 
Drawer Trays 
Moisteners 
Name Plates 
Pen & Ink Sets 
Waste Baskets 


OFFICE FURNITURE 
50. Air Conditioners 


51. 
52. 
53. 
134. 
54. 
55. 
108. 
56. 
57. 
89. 
58. 
59. 
60. 


PAPER 
119. 
120. 

70. 
. Labels 
121. 
. Policy 
. Ledger 
. Photocopying 


Bookcases 

Cabinets 

Chairs 

Costumers 

Desks 

Fluorescent Lighting 
Incandescent Lighting 
Matched Suites 
Safes 

Stands, Typewriter 
Stools 

Tables 

Wardrobes 


Card Index 
Duplicator 
Envelopes 


Letterhead 


. Thin (Copy) 
. Visual Policy Jackets 


68. 
69. 
7\. 
72. 
73. 
75. 
76. 
77. 
8. 


Business Forms 
Duplicating Supplies 
Erasers (Specialized) 
Loose Leaf Systems 
Marking Devices 
Paper Perforators 
Pens 

Pencils 

Staple Removers 


SUPPLIES, TYPEWRITER 


83. 
85. 
86. 
87. 
88. 


Copyholders 
Justifier 

Line Indicator 
Pads 

Ribbons & Carbons 


TELEPHONE ACCESSORIES 


90. 
71, 
92. 
94. 
95. 


LOSS 


140. 
97. 
63. 
98. 

112. 

107. 

138. 

128. 

125. 

141. 


Cord Cover 
Holder 
Index 
Silencer 
Stands 


PREVENTION 
Burglary Alarms 

Fire Extinguishers 
Fire Protection Service 
First Aid Kits 

Floor Polish (Non-Slip) 
Recording Door led 
Safety Equipment 
Salvage Services 
Truck Alarm Systems 
Watchman's Clocks 


SERVICES 


62. 
127. 
64. 
115. 
65. 
66. 


Accounting System 
Filing Systems 
Office Planning 
Photocopying 
Record System 
Sales Incentives 


MISCELLANEOUS 


131. 
132. 
116. 
103. 
130. 
117. 
104. 

99. 
114, 
100. 
12%. 
101. 


Accident Diagramming 
Advertising Blotters 
Advertising Specialties 
Birthday Cards 
Building Evaluation 
Display Material 
Greeting Cards 
Leather Goods 

Policy Wallets 
Promotional Gifts 
Short Rate Calculators 
Silencer for Dictating 
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A. & H. INSURANCE AND THE PUBLIC 


N 1951 premiums paid by the 

American public to insurance 

companies for direct protection 
against the financial hazards of ac- 
cident and sickness exceeded $1,- 
600,000,000. In that same year in- 
surance companies paid to policy- 
holders accident and sickness insur- 
ance benefits in excess of $1,074,000- 
000. These figures alone bear wit- 
ness to the important relationship be- 
tween accident and health insurance 
and the public. 


Increasing Importance 


During that same year it is es- 
timated that 86,000,000 persons had 
some form of voluntary pre-pay- 
ment protection against hospital ex- 
penses, that 66,000,000 had such 
protection against surgical expenses, 
and 28,000,000 against medical ex- 
penses. At least 40,000,000 em- 
ployed persons additionally had some 
degree of imsurance protection 
against loss of income resulting from 
accident and sickness. When it is 
considered that, generally, these fig- 
ures have increased approximately 
500% in the past ten years, it be- 
comes readily apparent not only how 
important accident and health in- 
surance has become to the American 
public today but what a role of in- 
creasing importance it will play in 
the years to come. 

These facts, furthermore, do not 
by any means tell the entire story 
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J. F. FOLLMANN, JR. 
General Manager 
Bureau of Accident and Health 
Underwriters 


with respect to the contribution 
on the part of private insurance com- 
panies in providing payment of the 
health bill of the nation. Workmen's 
compensation insurance last year 


paid benefits exceeding $166,000,- 
000 for medical expenses alone, ex- 
clusive of all other benefits. Medi- 
cal payments insurance written in 
conjunction with policies of auto- 
mobile liability insurance last year 
accounted for the payment to the 
public of an additional $13,000,000. 
In addition to these there are the 
tremendous sums, not yet even esti- 
mated, paid by various other types of 
private insurance which go entirely 


or in part to the payment of costs 
and financial losses resulting from 
accident and sickness but which, on 
the surface, are not discernible as 
such. It is self-evident that an ap 
preciable amount of the $1,709,000, - 
000 paid by insurance companies 
last year for life insurance benefits, 
as well as annuities and total and 
permanent disability benefits written 
and of the $585,000,000 paid last 
year by insurance companies under 
automobile bodily injury liability in 
surance, as well as the substantial 
but undetermined amount paid for 
bodily injuries under other types of 
liability policies, are used by the 
recipients to alleviate the financial 
losses resulting from accidents and 
sickness. 


A Vital Factor 


Thus voluntary means of insur 
ance protection against the finan 
cial hazards of accident and sickness 
are today a vital factor in our na 
tional economy. They are important 
to individuals and their families who 
become increasingly aware of the 
devastating financial effects of ac- 
cident and sickness, resulting not 
only in hospital and medical costs but 
the usually much more vital loss of 
income. They are important to 
employers in relation to the welfare 
of their employees as well as pro- 
tection against the loss of key per- 
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sonnel, to labor unions on behalf of 
their members, to persons in pro- 
fessional pursuits and to the self 
employed, to those whose occupa- 
tions present unusual hazards, to 
small business partnerships, and to 
those granting business or personal 
credit. 

They are important to the welfare 
of volunteer fire fighters, civilian 
defense workers, students, athletes 
and sportsmen, to travelers, auto- 
mobilists, and campers. They are 
important to those charged with the 
administration of our hospitals and 
those providing the various forms 
of medical care. They are important 
to the continuance of all other forms 
of insurance purchased by the in- 
dividual since, deprived of income, 
the premiums for these often can- 
not be paid. It is, in fact, difficult 
to conceive of our national economy 
today without this voluntary protec- 
tion against the economic hazards 
of accident and sickness. 

It is the company which designs 
the policy contract the public buys 
or rejects. True there is an ap- 
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preciable volume of legislation and 
regulation which has direct effect 
upon the terms of the policy. Yet it 
properly remains with the company 
to determine the coverages to be 
offered and the written statement 
of those coverages. 


Coverage for Real Needs 


It is therefore a responsibility of 
the company to offer a well rounded 
portfolio of broad coverages, which 
have direct relation to the needs of 
the public, and in amounts which 
will reasonably and realistically sat- 
isfy those needs. “Frills” and in- 
consequential or “spotty” coverages 
are certainly to be avoided. Acci- 
dent and health insurance will not 
have fully matured and earned a 
position of unqualified respect until 
these have finally been eliminated. 
And only the company can do this; 
for unfortunately the public often 
displays more interest in these than 
they do in the broad, complete, com- 
prehensive coverages. In a field as 
highly competitive as accident and 
health insurance it will, therefore, 
probably take a long time before 


these “frill” benefits have disap- 
peared from the scene. 

Exclusions from the policy cov- 
erage are necessary in accident and 
health insurance not only to clearly 
define the coverage but to eliminate 
those losses which the company 
cannot be expected to assume, such 
as purposefully self-inflicted disabil- 
ity and the hazards of war. How- 
ever, misuse and over-use of policy 
exclusions can only result in public 
dissatisfaction and an unsullied rep- 
utation for accident and health in- 
surance generally will not be achieved 
until these, likewise, have disap- 
peared from the insurance contract. 

The company must further remain 
ever alert to stating its contracts in 
the most understandable language 
possible. It is true that no written 
contract will ever be as simple and 
as clear as the public might desire. 
This, however, should be the goal. 
And it must be remembered that 
language which is common parlance 
to those trained to insurance is often 
lacking in clarity or intent to the 
uninitiate. 

The public, on its part, must rec- 
ognize that it has a responsibility to 
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purchase the kind of coverage which 
will satisfy its particular needs. It 
must realize that there are no bar- 
gains in insurance. It does not con- 
fuse jewelry in Tiffany’s with jew- 
elry in a five and ten cent store. The 
same distinction must be made in 
the purchase of insurance. 

The regulatory official has, of 
course, traditionally played a role in 
the making of insurance contracts. 
In accident and health insurance 
this is particularly true. Policies are 
required to be filed with and ap- 
proved by these officials. The con- 
tent of many provisions of the policy 
are spelled out in the law. The gen- 
eral format, size of type, placement 
of provisions, and use of captions are 
all the subject of a very specific reg- 
ulatory pattern. Many provisions 
are prohibited. The industry has co- 
operated in the development of the 
vast amount of this body of regula- 
tion. The responsibility of the public 
official is a fine one, however. He 
must at once protect the citizens of 
his state from abuse without develop- 
ing a rigid degree of regulation 
which would hamper voluntary, and 
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usually much more satisfactory, de- 
velopment on the part of the com- 
panies. 

Since the conclusion of World 
War II alone the majority of Bu- 
reau companies, as a result of Bu- 
reau studies, have voluntarily, and 
without added cost to the policy- 
holder, increased benefits under the 
blanket medical expense coverage, 
eliminated the “accidental means” 
type of insuring clause, eliminated 
the cancellation provision, practi- 
cally eliminated the air travel policy 
exclusion, broadened and clarified 
the definition of total disability, in- 
creased the total and partial dis- 
ability benefits, liberalized the elec- 
tive indemnities and the dismem- 
berment benefits, and tended to 
eliminate the pro-rata provision. 


Underwriting Considerations 


It is the company, also, which es- 
tablishes the underwriting rules un- 
der which the insurance contract 
will be sold. Here, in essence, it is 
determined who may purchase the 
policy and in what amounts. It goes 


without saying that each company 
has a solemn responsibility to its 
policyholders to underwrite its in- 
surance on sound principles based 
upon credible experience. This is 
primary—since the contrary can only 
result in the company having to in- 
crease its rates, or withdraw from 
the field, or, at the worst, destroy its 
solvency. 

Accepting this principle as para- 
mount, and in addition, within its 
confines, there is another responsi- 
bility which the company has to the 
public. The company must ever be 
alert to the possibilities of insuring 
as many persons as possible and 
for amounts of coverage which are 
realistic in relation to the needs of 
the public. Granted, in the field of 
disability insurance this is not as 
simple as it might at first seem. 
The pitfalls in writing disability in- 
surance, particularly when one is 
concerned with broad coverages, are 
treacherous and often slow acting. 
Economic swings have a vital effect 
upon the business. Inflation results 
in increased medical costs and ad- 
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ministration expenses soar. Depres- 
sion produces more losses and longer 
periods of disability per loss. A man 
who is adequately insured today is 
overinsured tomorrow. There is 
the problem of pre-existing condi- 
tions and impaired risks and of the 
subtle effects these produce on ac- 
cident and health losses. There are 
the effects of such factors as age, sex, 
occupation, medical history, place of 
birth, and habits 


Yet, considering all these, the 
company must keep itself informed, 
it must be prepared to conduct sound 
experiment, to the end that its un 
derwriting standards may be as 
broad as possible. For only in this 
manner can the public best be served. 
The company has a responsibility to 
remain sensitive to improved medi- 
cal information and treatment, to 
shifts in the hazard of occupation, 
to changing work and play habits 
It has a responsibility to insure the 
older ages on a sound basis. It has 
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a responsibility to find the best pos- 
sible means of insuring the impaired 
and substandard risks. And once 
having assumed the risk, it has a 
responsibility to stay on that risk so 
long as premiums are paid and ex 
cept only for those cases where to 
do so would be to jeopardize the 
interests of all its other policyhold- 
ers. 

It is evident that there have been 
many accomplishments in this field 
in recent years and that these ac- 
complishments might reasonably be 
expected to continue, all to the end 
that an increasing number of per- 
sons will be placed in a position to 
obtain insurance and in such manner 
as to adequately assure the continued 
solvency of the insurers 


Service and Claims 


In servicing the policy and in the 
payment of claims the company must 
always be certain that the public 
is treated with courtesy and under- 
standing and that minor irritants are 
eliminated. Here, really, is the per 
formance under the contract, the 
actual delivery of the final product 
It must be done with a sense of the 
direct relationship between the spirit 
in which the policy is sold and the 
spirit in which claims are paid. 

It is within this area that the 
grievances toward accident and 
health insurance seem most appar- 
ent. Where abuses result, even 
though on the part of relatively few 
companies, the public loses confi- 
dence in insurance generally and 
becomes skeptical and cynical. Pro- 
ducers, in their turn, many of them 
highly successful, often avoid the 
sale of accident and health insur- 
ance lest it react unfavorably against 
the other forms of insurance which 
they sell. And state officials charged 
with the supervision of insurance 
often express their concern with 
respect to this aspect of accident and 
health insurance. 


More Claims 


Yet there is often in this concern 
a serious misconception of the facts 
A great many companies writing 
this form of insurance are by no 
means responsible. Their business 
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Explosion Insurance—Damage Result- 

ing from the Bursting of a Municipal 

Fire Hydrant Held to Have Been 
Caused by an Explosion 


Commercial Union Fire Ins. Co. vs. 
Bank of Georgia (1952 C. of A. 5th) 
197 F. 2nd 455. 


The plaintiff was a bank in the 
City of Atlanta. In the sidewalk 
adjacent to its premises there was 
a fire hydrant maintained by the city. 
A street cleaner turned on the hy- 
drant for the purpose of flushing the 
street. As he was in the process of 
turning it off, the valve of the hy- 
drant suddenly closed and the flow 
of water stopped immediately. The 
resulting sudden increase in pressure 
caused a “water hammer” to develop 
which caused the bursting of a cast 
iron elbow located underground at 
the base of the hydrant. Great quan- 
tities of water flowed from this rup- 
ture and forced its way through a 
concrete floor in the basement of the 
bank where considerable damage was 
done by mud and water. 

The bank instituted suit to recover 
for this damage under a rider at- 
tached to a fire policy, issued to it 
by the defendant, which provided 
for explosion coverage. It was held 
that the bank could recover. 

There was testimony at the trial 
to the effect that the sudden stoppage 
of the flow of water caused the pres- 
sure in the line to increase from 50 
pounds a square inch to more than 
615 pounds a square inch, which 
pressure was more than enough to 
break the casting forming the elbow 
at the base of the hydrant. There 
was also testimony that there was 
considerable noise made by the water 
hammer and the bursting of the cast- 
ing. It was contended by the de- 
fendant that this did not constitute 
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an explosion within the ordinary 
meaning of that word and as it was 
used in the policy ; that an explosion 
involves a change in the chemical 
or molecular structure of something 
caused by heat or a chemical reac- 
tion. The court refused to adopt 
such a limited construction of the 
term and held that it embraced any 
sudden bursting regardless of the 
nature of the energy that caused it, 
whether it be generated by heat, by 
molecular changes, chemical reac- 
tion, or by the movement of water. 


Automobile Liability Insurance—Fac- 

tual Evidence Pertaining to a Col- 

lision Is Not Admissible in an Action 

Against the Insurer upon a Policy Al- 

leged by the Insurer to Have Been 

Voided by the Insured’s Failure to 
Cooperate 


Royal Indemnity Company vs. Rex- 
ford (1952 C. of A, Sth) 197 F 
2nd 83. 


The action involved was a garnish- 
ment proceeding brought under a 
Florida statute to recover from an 
insurer under an automobile liability 
policy issued to an insured against 
whom the plaintiff had obtained a 
judgment for personal injuries. The 
defense was that the insured had 
breached the cooperation clause of 
the policy. In the trial of this issue, 
the district court permitted the plain- 
tiff “to retry” the damage suit ac- 
tion against the insured. It was held 
that this evidence was admissible for 
the purpose of showing that the in- 
sured’s negligence was so palpable 
that the cooperation of the insured 
could not have changed the result, 
and that any failure of the insured to 
cooperate was therefore immaterial 
and did not void the policy. 


, the jury returned a verdict for 
the plaintiff, upon which judgment 
was rendered. Upon appeal the 
judgment was reversed and the case 
remanded for a new trial. The ap 
pellate court held that the trial court 
committed error in permitting the 
plaintiff to introduce evidence of the 
factual circumstances involved in the 
collision. The only issue involved in 
the garnishment proceeding was 
whether the policy was no longer in 
force, because, before the trial of the 
damage suit, it had been voided by 
the failure of the insured to cooper- 
ate. When the plaintiff was per- 
mitted to retry the damage suit, an 
extraneous issue was injected into 
the garnishment proceeding which 
prevented the defendant from ob- 
taining a fair trial; 

with a seriously injured 
man and an insurance company 
before them, the jury was trying 
the question of whether the plain- 
tiff was injured and whether he 
ought to recover from the insur- 
ance company, instead of trying 
the question whether the policy 
had been avoided before the trial 
by the failure of the insured to 
cooperate.” 


Automobile Insurance—Interesting 
Case Involving an Alleged Policy 
Ambiguity 


Pitts vs. Glens Falis Indemnity 
Company (1952 S.C.) 72 S. E. 2nd 
174 


The defendant issued its automo- 
bile policy to one Pitts, wherein it 
was provided, among other things, 
that the defendant would pay all 
reasonable expenses incurred for 
“necessary medical, surgical, ambu- 
lance, hospital, professional nursing 

(Continued on the next page) 
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and funeral services, to or for each 
person who sustains bodily injury, 
sickness or disease, caused by acci- 
dent” while riding in the insured 
automobile. There was an exclusion 
to this coverage which provided that 
it did not apply to “bodily injury to 
or sickness, disease or death of any 
person if benefits therefor are pay- 
able under any workmen’s compen- 
sation law.” 

While the policy was in effect, 
the insured, while riding in the auto 
mobile, was accidentally killed. At 


the time of the accident the insured 
was acting within the course of his 
employment and his widow received 
a death award from the Industrial 
Commission of the State of South 
Carolina, in the sum of $6,000.00. 
In addition to the foregoing sum she 
also received an award of $200.00 
for funeral expenses. The widow, 
as administratrix of the decedent’s 
estate, incurred a total of $763.80 
for funeral expenses. She made de- 
mand upon the insurer to pay to 
her this sum under the policy. The 
demand was refused and suit was 
instituted. 
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The Supreme Court of South 
Carolina affirmed a judgment of the 
lower court holding that the widow 
could recover the sum of $563.80, 
the same being the difference in the 
amount awarded to her by the In- 
dustrial Commission of South Caro- 
lina and the amount of the total 
expense incurred by her as funeral 
expenses. In arriving at its decision 
the court found what was considered 
by it to be an ambiguity in the pol- 
icy and then resorted to the familiar 
rule of favorable construction to the 
insured. The ambiguity upon which 
the court relied resulted from the 
fact that in the insuring clause of 
the policy, expenses for “funeral 
services” had been specifically men- 
tioned, whereas, in the exclusion 
clause, “funeral services” had not 
been specifically mentioned. While 
“death” had been specifically men- 
tioned in the exclusion clause the 
court did not regard that term as 
including funeral expenses resulting 
from the death. Said the court: 

“If it was the intent of the ap- 
pellant to include ‘funeral ex- 
penses’ in “‘e exclusionary clause 
of its contract of insurance pre- 
pared by it, then apt language evi- 
dencing such intention should 
have been used. The policy pro- 
visions in this respect are am- 
biguous.” 


COMMISSION PROBLEM 


T A special meeting of the 
A Easter: Underwriters Associa- 
tion held recently, the findings of a 
special committee which has made a 
comprehensive study of the commis- 
sion problem were considered. It 
was the opinion of the members that 
the problem may be resolved through 
additional legislation at state levels 
or through application to rate level 
formulae. This opinion was referred 
to the Insurance Executives Associa- 
tion with the request that it be 
explored with other company or- 
ganizations. 

The annual report of the com- 
mittee on commissions of the Na- 
tional Association of Insurance 
Agents notes an unstable situation 
and a spirit of unrest throughout the 
industry. It calls for consultation 
by the companies with the agents 
prior to any revision of commission 
levels. 
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THE HOUSE THAT 
JACK BUILT 


HE 


ever, that even with the best 


agency realized, how 
of equipment, the most eff 

cient of office arrangements, the hap 
piest of personnel, it could get no 
where until it had something to sell, 
se mething no other insurance agency 
could offer. 
Service? That's a nebulous word 
that many agents swear by and only 


a few can define. Surveys? Every 
alert agency—and there are many in 
Washington—is 


offering surveys 


these days. How about a perpetual 
survey, simply arrived at, a method 
of keeping the assured informed sev 
eral times a vear on the status of his 
The dubbed 


account control, and the agency initi 


insurance ? idea was 
ated a standard survey of certain old 


accounts and all sizeable new ac 


counts 


Policy Receipts 


The first form needed for 
was an insurance policy rece 
start his account control the account 
executive would have to pick up a 
client’s policies the same as if he 
were making the usual one-shot sur- 
vey. Naturally as a 
ure—as well as a businesslike ap 
proach—the client should 
receipt itemizing the 
rowed 


good will meas 


have a 
pe jlicies bor- 


3eing responsible for a hoard of 
policies, the company next wanted 
some way to keep them from being 
lost during the various steps of the 
survey. For this purpose, a card- 
hoard folder was acquired that has 
an expandable pocket extending 
about half its length. Into this pocket 
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(‘and his associates) 


go all policies, notes and miscella 
the 
survey, and the data remain therein 


neous information regarding 

until the survey is completed 
lhe next devise a 

sheet 


could be jotted down on one 


step was to 


where all information 


sheet 


work 


for each policy, showing the type ol 
coverage, company, expiration, etc 

Now the company had most of the 
needed except the 
survey form itself. Such forms are 
sold (or in 


forms it actual 


many cases, provided 


JOHN F. McLAUGHLIN 
free of charge) by a number of in- 
surance and office form companies, 
but the agency decided to work out 
its own form, using a visible system 
which is printed in green ink on 


brown paper. These visible forms, 


one form for each type of coverage, 
are bound in a simple but business 
like cover for presentation to the 
client. 

Up to this point, the account con 
trol set-up coincided very much with 
the extensively used one-shot sur 
vey ; from here on in, however, was 


devised a system whereby the man’s 
insurance coverages could be sub 
jected to regular periodic checks, a 
sort of perpetual survey just like < 
store or manufacturing plant 
a perpetual inventory system 


large 
has 
Simplicity and ease of handling are 
the keynote 

On what is called an account ex 
listed all the vital 
information regarding the man’s per 


hosure form 1s 
sonal and business insurance expo 
sures. The information on this form 
is So extensive and so complete that 
until one sees it, one can’t believe 
that so 

entered on an 8! 


much information could be 
‘x 14” sheet. This 
form is carried in the client’s daily 
folder 


Account Control Form 


Iwin of the account exposure 
card is the account control form it 
On listed every 
ceivable kind of insurance with little 
blank blocks behind the name of each 
\t the bottom of the card 
is the key to the code used to fill in 
blocks. Various letters or 
signs indicate whether the “coverage 
is needed,” “written by 


self this is con 


coverage 


these 


another 
the insured,” 
“recommended on the survey,” etc 
This code, 
time, enables the account executive 


agent,” “rejected by 
meant to save space and 
to grasp in a moment the existing 
picture on any coverage an account 
In ad 
dition, there is a space allotted on 
the form for the signature of the 
account executive and the date on 
which he last checked the account, 


may or may not be carrying 


ntinued on the next page) 
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which checking is a “must” at 
larly designated periods 
\fter the system was set 
that an could be 
at regular the 
next had to figure out some simple 


up so 
account checked 
intervals, company 
way of getting this information to 
the client 
several different forms were adopted 

\ periodic status report, simple 
in form, printed on blue paper, 1s 


To answer this problem 


used to make pe riodic reports to a 
client on the types of insurance he 
carries. Two or three times a year, 
a client receives this listing and can 
check over the report to refresh his 
mind on what he is carrying and 
cares to 


program 


to make any inquiries he 
concerning his insurance 
When clients—or 
see this form, they are pleased and 
favorably to this 
and The 


McLaughlin Company 


even prospects 
respond very 
“service over above” of 

\n associate frequently wants to 
tell a client about 
insurance that the client 
absolutely need, but which he should 


various kinds of 
may not 
have a chance to purchase if he is so 
To do this, he types out 
an additional 


inclined. 
the information on 


y 


available coverage sheet, which is 


mailed or delivered personally in 
The client puts a check 
mark in a block the 
7 \ccepted” or “Rejected” and re- 
turns one copy to The McLaughlin 


duplicate. 


behind words 


Company. By sending out the form 
in this manner the client realizes that 
his insurance is being given constant 
in addition, the ac 
count itself in the company’s office 
files is always under control. 


attention, and 


Recommended Coverage 


Where the client has a 
need for a certain kind of coverage 
or higher limits, the associate fills 
out a recommended coverage form. 


definite 


This form likewise has spaces for the 
client to mark the sheet “Rejected” 
or ™ \ccepted,” 


returns to the agency. 


and one copy again 


Che company likes to keep its con- 
trol accounts informed about vari 
ous phases of the insurance business, 
and whenever it wants to put a mes- 
sage across it is typed on a green- 
colored form especially provided for 
this purpose and used for explaining 
the finer points of insurance. Here 
the account executive might explain 
something like co-insurance, sound 
value, war risk, replacement cost, 
facts behind high automobile pre 
miums, etc. This has real educa- 
tional value and for closer 
client-company relationship. 

Most agencies stop with the one- 
shot survey ; the McLaughlin system 
carries through to a “perpetual sur- 
vey system,” and then goes one step 
When a claim is settled, a 
briefly written claim settlement re- 
port is presented the client. On this 


makes 


further. 
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report every item is listed and the 
exact total amount of the claim 
shown. By providing this informa- 
tion, the company shows each ac- 
count control client exactly what in- 
surance is doing for him. It not 
only is a good will measure, but it 
dramatizes the value of adequate 
insurance 

Not account is under ac- 
count control. So far the company 
has limited this system to the larger 
accounts, both commercial and per- 
sonal, and to accounts with good 
potential. , 

When the company first started 
the system, it intended to send out a 
periodic status report every three 


every 


but soon saw this was too 
The periodic status reports 


now are sent out every four months 


months, 
often. 
to some commercial accounts, six 
months to others and once a year to 
personal accounts. 


Less Work 


To the reader this may 
look like a tremendous amount of 
paper work, but in The McLaughlin 
Company this procedure runs along 
so smoothly and satisfactorily that it 
is hardly noticeable. Most of the 
work came in setting up the system, 
not in operating it. In fact, the 
agency feels that there is less work 
attached than under the old hit-and- 
miss system. 
most 

First, it keeps the agency in con- 
stant contact with each account. It 
stimulates a close relationship be 
tween the two, showing the client 
that the agent is interested in his 
insurance problems rather than in 


system 


Its advantages are al 
immeasurable. 


merely collecting premiums 

is diffi- 
cult to make personal calls as often 
The account control 
system helps to take the place, to 


Second, in these davs it 
as in the past 


some degree, of these personal con 
tacts. 
Third, 


eliminates 


the account control system 
any telling 
each customer the status of his in- 
surance. On personal calls, the agent 
invariably walks away saying, “Oh I 
forgot to tell Wally about extended 
Well, I'll just have to 


slip-ups in 


coverage 
call him up one of these days. 
“One of these days” never rolls 
around, but at The McLaughlin 
Company that doesn’t matter be 
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cause each client is constantly get- 
ting the advice of his account execu- 
tive. 


Compelled to Check 


Fourth, the account control gives 
both the agency and the customer a 
periodic check of the client’s insur- 
ance. In fact, the account executive 
is compelled to check the insurance 
regularly so that the periodic status 
report can be sent out. In this way 
the agency can't possibly slip up in 
giving the customer what he paid 
for—service. 

In addition to the account control 
system the company likewise uses a 
number of other forms. No form is 
adopted “‘just for form’s sake.” Be- 
fore it is put in use it must demon- 
strate that it can speed up efficiency, 
reduce the possibility of error, save 
time. 

The agency has a complete set of 
order and miscellaneous forms, all 
standard letter size and of 
colors so they can be easily spotted. 
Likewise there is an underwriting 


various 


request form which is used when the 
underwriting department wants in- 
formation from an associate in re- 
gard to an order, client, etc. This 
form is mandatory and eliminates 
verbal requests. There can be no 
forgetting, no chance of error, no 
delay 

It is these forms that enable The 
McLaughlin Company to train per- 
sonnel speedily and efficiently, for in 
almost every case, the girls need 
only learn when and where the forms 
are used. With a routine like this 
to fall into, there is no wonder that 
they learn their work rapidly. 


Sales and Publicity 


Everything you study in The Mc- 
Laughlin 
work flow, employee-management 
relationship, account control—has a 
definite purpose. Things don’t “just 
happen”; they are planned, and the 
plan is carried out. Needless to say, 


Company equipment, 


the agency’s sales and publicity pro 
gram is no exception to this rule 
When the associates of an agency 
set out to make their agency the best 
known in town, a goal of The Mc- 
Laughlin Company, they must of 
necessity between two 
courses. If they have a gift for high- 


choose 
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Shovel, shovel, shovel 


should make the 


tools, too! 


Chicago 





There's A Better Way 


... lots of effort that 
snow 


garden spade won't do it! 


In the insurance business you need the right 
Agents representing Northwestern 
find their selling efforts well rewarded using the 
features of this Mutual company 
able insurance, prompt claim service, dividends 
paid to policyholders. Just contact our nearest 


department office about this. 


_< IM AGENCY IS JUDGED BY THE COMPANY IT KEEPS 


NORTHWESTERN 


MUTUAL FIRE ASSOCIATION 


+ nome 
Dollos 


Raleigh Salt Loke City Son Francisco Vancouver, Conodo 


fly ... but a little 


depend- 
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pressure press agentry, they can 
elect the P. T. 
with all its flamboyant aspects. On 
the other hand, if the agency or its 
community is inclined toward the 
conservative dignified ap 
proach is usually the better, although 
it takes longer for results to become 


Jarnum approach 


side, a 


evident. The McLaughlin Company, 
both because of its associates’ de 
sires and the character of Washing 
ton, D. C., selected the latter, the 


more dignified approach. 


When first contacting a prospect, 
decided to about 
selling policy contracts and instead 

and its 
control ) 


the agency forget 


to lay stress on the agency 
planned service (account 
To do this, a visual plan of prospec 
tive client presentation was mapped 
out Each neat 


leather visual binder, about 10 by 


associate has a 


11'4 inches in size. The pages of 


this binder are transparent plastic 


envelopes into which photographs, 
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Jack Built—C 


orms, typewritten sheets may be in 
serted The plastic envelopes not 
only protect the sales material, but 
vive the book an inviting, well 


cared-for look 


A Comprehensive Picture 


\With this visual binder, the asso 
clate can give each prospect a com 
prehensive picture of what The Mc- 

aughlin Company has to offer. In 

it are a short history of the agency, 
the plan of account control (includ- 
ing most of the necessary forms so 
the prospect can see how the plan 
works ), several pictures of the office 
setup, a list of the more prominent 
clients, copies of a tew of the 
agency's newspaper advertisements, 
en 

The binder enables the associate 
to take the rather unromantic insur 
ance policy (“You can’t eat it; you 
can't wear it.) and bring it to life 
Phe associate literally takes his office 
and its services to his client 

Each associate uses the visual 
binder in contacting all prospective 
accounts. Not only do the associates 
swear by it, but few indeed have 
been the prospects who haven't had 
a favorable comment for this means 
of presentation 


"For Your Information" 


\s another method of acquainting 
prospects with the agency, The Mc 
Laughlin Company recently had 
printed a small brochure, “lor Your 
Information.”” Designed to fit into 
a #10 envelope, the brochure tells 

but much more briefly, of course 

essentially the same story as the 
more elaborate binder. Several days 
after the associate has paid a per- 
sonal call on the prospect, “For 
Your Information” is sent out to re 
emphasize the associate’s story. It 
is used in numerous other ways to 
increase agency goodwill, 

Once every two weeks The Mc- 
Laughlin Company’s advertisement 
appears in a Washington newspaper. 
The general appearance of these ad- 

ertisements is standard and was 
agen by an advertising agency, 
but the copy itself has always been 
written by Jack McLaughlin, with 
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Aetna (Fire) Group: Special agent Donald 
R. Martin has been named to supervise the 
newly established office in the Lonsdale 
Building, Duluth, Minnesota 

Arthur W. Frank, Jr., formerly of the 
Phoenix Mutual Life, has joined the in 
vestment department as an analyst; and 
James R. Maxson, Jr., appointed special 
agent for Virginia 

For the Century Indemnity Co., Harold 
E. Hibler, manager, has been transferred 
from Detroit to Boston, replacing J. Law 
ton Whitlock, retired 


x * * 


Aetna Life Affiliated Cos.: Donald G 
Vaughan, manager of the engineering and 
inspection department, Aetna Casualty and 
Surety Co., has been named head of the 
newly created Greater Hartford traf 
salety committee 

Edward G. Thomas has been appointed 
special agent in eastern Missouri for the 
Automobile Insurance and Standard Fire 
Insurance Companies 


~*~ «* ® 


American-Associated Cos.: Edward M 
Howie, formerly supervising underwriter at 
Detroit, has been appointed underwriting 
manager at St. Louis, Missouri 


x * * 


American Mutual Liability: Appointments 
recently announced are: Regional sales man 
ager at Detroit—Robert A. Trembly, ior 
merly sales manager at Rockford, Ill; as 
sistant to the manager, engineering depart 
ment—Fred G. Smethurst, succeeding War 
ren D. Campbell, retired; and resident sales 
representative at Cincinnati—Carleton B 
Jenkins 


2 2 @ 


American Surety: Richard E. Morehead, 
formerly office superintendent, has been 
appointed special agent at Seattle, Wash 


x * * 


Appraisal Service Co.: Robert H. Dw 

ham has been promoted from assistant man 
ager to manager of the mechanical depart 

ment of this Minneapolis firm of national 
industrial and milling appraisers 


~*~ * 


Atlas Assurance Co., Ltd.: Churles R 
Lewis has been appointed assistant secretary 
at the home office, and is succeeded as spe- 
cial agent for New Jersey by Walter H 
Perkins 
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Blaw-Knox Co.: Joseph J. Gibbons, for 
merly of the Mine Safety Appliances Co 
has been appointed manager of the new tax 
insurance department 


x «* * 


Cege & Co., Jack: Morris Petty, assistant 
secretary and treasurer, has been appointed 
agency manager of the fire and casualty 
division, and is succeeded as chief casualty 
inderwriter by Weldon H. Harris, formerly 
of the Commercial Standard Insurance Co 

Wiliam Wymond and Robert Horton, 
both formerly of Peat, Marwick, Mitchell 
& Co. have joined the stock department 
1 this organization as assistant treasurer 
in charge, and chief accountant, respectively 

J. A. McMahon, Jr., manager of the 
securities sales department, has been ap 
pointed general manager of the securities 
division 


x «ek 


Continental Assurance: Robert B. Hamor, 
formerly assistant superintendent of agen 
cies in charge of field service, has been 
promoted to superintendent of midwestern 


agencies 
x *« * 


Employers’ Group: Resident managers re 
cently appointed are as follows: In_ the 
Kentucky department—Norman M. Wilson 
formerly manager at Oakland, Calif., suc 
ceeding James V. Rice, transferred to the 
southern department as assistant resident 
manager; and in the northern Ohio depart 
ment—Frank C. Filipowicz, formerly of 
the Wisconsin territory, succeeding Ray 
mond Prince, Jr., transferred to Oklahoma 
City 


x~* * * 


Fidelity & Deposit: For this company and 
the affiliated American Bonding Co 
Charles M. Hart, Jr. has been appointed 
manager at St. Louis and is succeeded as 
manager at Greensboro, N. C. by Joseph 
WV. Taylor. Roy E. Julie, Jr., formerly 
special agent at Newark, N. J., succeeds 
Mr. Taylor as assistant manager at Rich 
mond, Va 

George R Schoen and Wilfred 1 
Kuennan, formerly assistant manager and 
supervisor at the St. Louis underwriting 
department, have been promoted to asso 
ciate manager and assistant manager 
respectively 


22? 


Fireman's Fund Group: Edward L. Caul 
field has been appointed special agent in 
charge of the new ocean marine office at 


FFICE AND 
NTMENTS 


Texas ind M. R. Lazenby 
went for the new hail 
Wilson Building, Dallas 


Houston, 
named special 
department in the 


x* * ® 


General Accident Group: Herbert R 
Ferguson and Lawrence J. Bur, tormerly 
middle department manager, and fire under 
writer at the home office, respectively, have 
been appointed superintendents of | fire 
underwriting 


x * * 
General Reinsurance: Alfred M. Hawley 
ind Harry Hart have been appointed as 
sistant secretaries tor this company, and 
the affiliated North Star Reinsurance Corp., 
respectively 
Edgar J 
tendent of 
has joined 
attorne 


Conway, tormerly superin 
claims, Home Indemnity Co., 
this company as a_ claims 


. * * 


Giens Falls Group: Gordon S. Barnum has 
been named manager of the cashier and 
payroll department, and is succeeded as 
personnel director by Richard C. VanDusen, 
formerly advertising department editor 

In the Pacific coast department, A. Allen 
Woss, formerly surety department super 
intendent, and Robert L. Hamsenn, special 
been appointed manager and 
Angeles. Mr. Moss 
Karl Glas 


Francisco 


agent, have 
issistant manager at Los 
issistant secretary 


transterred to San 


ucceeds 


brenner, 
a: 2. ©@ 


Greene Co., James C.: Newly established 
Virginia offices of this Raleigh, N. C. firm 
of adjusters are: Petersburgh, in the Law 
Building, with Richard F. Barney as 
manager; and Newport News, at 99-28th 
Street, with R. A. Bailey as acting manager 


x * * 


Hartford Accident: 
formerly junior underwriter at Baltimore, 
has been appointed special agent for 
Arizona, succeeding Charles Elsasser, trans 
ferred to Sacramento, Calif.; and Paul N 
Borman named special agent for northern 
Minnesota and eastern North Dakota 


Roland C. White, 


e &-¢@ 


Home Insurance: John J. Duane has been 
promoted from staff adjuster to assistant 
manager of the Newark, N. J. loss depart 
ment; and Jack W. Tinnin from special 
agent to marine supervisor for north, east 
ind west Texas 





Michael J. Moore, formerly of the metro- 
politan department, has been appointed 
special agent at Washington, D. C.; and 
marine supervisor William H. Duckworth 
and special agent John D. Rising, Jr 
transferred from Oklahoma City, Okla. and 
Indianapolis, to Dallas and Miami, re 
spectively 

For the Home Indemnity, Edward N 
Wheatley has been appointed special agent 
at Louisville, Ky.; and Wallace S. Lapham 
transferred from Wilkes Barre to Atlanta, 
Ga 

= 2 @ 


Kemper Group: R. K. Hill, formerly west- 
ern department secretary, Springfield Fire 
& Marine Insurance Co., has joined this 
group as an executive of fire insurance 
underwriting 
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Newly elected officers of the junior board 
are: Chairman—Cecil L. Fisher (claims 
examiner, Lumbermens Mutual); secretary 

Lester C. Gracyk; and assistant secre- 
tary—William J. Ryan. 


x * * 


Marbury & Co., William A.: Edward B 
Seghers, formerly assistant secretary and 
manager of the fidelity & surety department 
of Black, Rogers & Co., has joined this 
Louisiana firm of general agents as super- 
visor of the new fidelity & surety 
department 


x* * * 


National Casualty: Recent appointments 
in the accident & health division of the 
home office agency department are: Di- 
rector of agencies—L. P. Matthews; agency 
supervisor—G. B. Conian; and field super- 
visors—David Waggoner and Frank Forti. 


x * 


National Fidelity: James C. Creal, for- 
merly of the Kentucky Insurance Depart- 
ment, has been appointed general council. 


x * * 


National of Hartford Group: Alexander 
Harboway has been promoted to assistant 
superintendent of the farm and hail depart- 
ment at Chicago, and is succeeded by 
Robert V. Beck as hail special agent for 
Kansas, Nebraska, and Oklahoma 

Donald H. Frische, formerly special agent 
for Illinois, has been promoted to state 
agent for northern Indiana, succeeding 
7 1. Marow, resigned; and Gerald A. 
Sauvageau appointed special agent at 
Minneapolis, Minnesota 


x * * 


Pan American Cos.: Ben G. Ramsey in 
addition to being elected assistant secretary, 
has also been appointed a claims attorney. 


x * *® 


Phoenix-Connecticut Group: Appoint- 
ments recently announced are: Alden M 
Taylor as director of public relations, suc- 
ceeding John Ashmead, retired; Ronald L 
Sonmore as state agent for North and 
South Dakota, succeeding the late Clayton 
Stanley; Grenville S. Tompkins, Jr. as 
special agent for Minnesota; and William 
J. Sinnamon as assistant general adjuster, 
succeeding the late Dudley S. Cooke 

Richard P. North, state agent, has been 
transferred from Minnesota to northern 
Wisconsin and the upper peninsula of 
Michigan 


x * * 


Phoenix-London Group: Jack H. Little 
john has been appointed state agent for 
southern Wisconsin 

Special agents Louis P. Cryer and Jimmie 
R. Wilson have been named to service 
Arkansas and Oklahoma, respectively, re- 
placing John N. Jones, retired 


x * * 


Reliance Service Bureau: The New York 
City office of this firm of casualty claim 
adjusters has been moved to 20 Vesey 
Street. 


Rollins Burdick Hunter Co.: The insurance 
brokerage firm of Russell Drowne, Inc. has 
associated itself with the New York City 
office of this company. 


x * * 


Royal-Liverpool Group: Shelby E. 
Holmes, formerly agency secretary at New 
York, has been appointed regional manager 
for Arkansas, Louisiana and Mississippi, 
succeeding Eugene S. Waggaman, retired 


~x~ * * 


Schiff, Terhune & Co.: John Phillips has 
been promoted to account executive for 
this New York City firm of insurance 
brokers, and is succeeded as manager of 
the fire insurance placing department by 
Louis J. Kusy 


x * * 


Standard Accident: For this company and 
the affiliated Planet Insurance Co., the 
following have been appointed claim repre- 
sentatives: John D. LeBourgeois at New 
York; James F. Ruddy, Philadelphia; and 
Wayne C. Williams at Chicago 


~*~ * * 


Swett & Crawford: Albert L. Ryan has 
been promoted from special agent at Fresno, 
Calif., to manager of the fire department at 
Portland, Oregon 


x * * 


Travelers: For the Travelers Fire and The 
Charter Oak Fire Insurance Companies, 
John C. Roberts has been promoted from 
assistant secretary to secretary in charge of 
personnel of the claim departments, and 
Laurence W. Phelps, formerly superin- 
tendent, marine underwriting department, 
appointed assistant secretary of the eastern 
department 

Recent appointments in the branch office 
administration department are: Office man- 
agers ’. R. Hicks (Yonkers, N. Y.); and 
R. G. MacKay (Albany, N. Y.); assistant 
office managers—J. E. Carter (Albany) ; 
S. J. Motto (Newark, N. J., casualty) ; and 
D. A. Stoecker (Peoria, Ill., casualty) ; and 
field underwriters, casualty—P. G. Willey 
(Jacksonville); Marlan Simpson (Omaha, 
Neb.); R. H. Sherman (Philadelphia) ; 
E. T. Hutchins (Rochester, N. Y.); and 
J. W. Lehrle (Toronto, Can.). Transfers 
announced are: E. P. Hills, office manager, 
from Yonkers to Reading, Pa.; B. J. 
Powers, assistant office manager, Omaha 
to Hartford, Conn.; and J. J. Holland and 
T. W. Law, field underwriters, casualty, 
from Kansas City, Mo. and San Francisco 
to Houston, Texas and Seattle, Wash., 
respectively. 

In the casualty, fidelity and surety lines, 
field supervisors recently appointed are 
Donald L. Banta (Hartford); Robert E 
Snyden (John St., New York City); 
Wallace E. Hughes (Jacksonville); Robert 
1. Ahern (Manchester, N. H.); Edmund 
F. Cashman (Brooklyn, N. Y.); Jimmie 
G. Griffin (Dallas); and William R. Gore 
(Toronto). William D. Gustin, field super- 
visor, has been transferred from Syracuse 
to Rochester 


"wR, 
United Air Lines: Nils Nelson, formerly 
district cargo representative at Cleveland, 


has been named assistant to the manager 
of insurance at Chicago 
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ASS’N NOTES 


American International Underwriters: 
David L. Vigue (president, Bay State Fire 
Prevention Ass’n) has been appointed 
manager of the newly formed Massachusetts 
affiliate of AIU Corporation, American 
International Underwriters, Inc., located at 
148 State Street, Boston 


x * * 


Ass'n of Cas. Acc'tants & Statisticians: 
Officers recently elected are: President 
Peter H. May (vice president and con- 
troller, Maryland Casualty) ; vice president 

W. H. Tallau (secretary, Commercial 
Insurance); secretary—George D. Moore; 
and treasurer—John C. Barrows (comp- 
troller, American Surety) 


x * * 


Association of Casualty & Surety Cos.: 
The American Fire & Casualty Co., 
Orlando, Fla., and the National Union Fire 
Insurance Co., Pittsburgh, Pa. have been 
elected to membership, which now totals 
113 


e 2 @& 


Autemobile Underwriters Club of N. Y.: 
Newly elected officers are: President, F. G 
Holzhauer (Royal-Liverpool Group); vice 
president, D. A. Wills (Hanover Fire); 
secretary, M. 7. Reilly (Aetna Ins. Co.) ; 
and treasurer, F. H. Buck (American 
Insurance). 


x * * 


Burglary & Glass Ins. Ass'n of N. Y.: 
Officers recently elected are: President 
Robert L. Crossley (Commercial Insur- 
ance of N. J.); vice presidents—Thomas 
P. Whelehan (Hartford Accident) and 
Kenneth C. Edgar (U. S. Fidelity & 
Guaranty); secretary—Ethel J. Corbett 
(National Bureau of Casualty Under- 
writers); assistant secretary—Marge Kee- 
gan (American Automobile); treasurer 
Ray McGarrigal (American Surety) and 
assistant treasurer—Lucille Strickler (Mary- 
land Casualty) 


x~*re* 


California Ass'n of Insurance Agents: 
Officers recently elected are: President, 
Robert E. Dawson (Robert E. Dawson 
Agency); vice president, George O John- 
son (Schroeter, White & Johnson); and 
secretary-treasurer, Paul Wolcott, Jr 
(Barney and Barney Agency) 


x~** * 


California Insurance Department: At 
Los Angeles, Raymond C. Plyley has been 
promoted to supervising rate analyst; and 
at San Francisco, Mark Kai-Kee and 
William E. McCartney advanced to prin 
cipal rate analyst and senior rate analyst, 
respectively 

George Filhol, formerly of the U. § 
Fidelity & Guaranty, has joined the division 
of rate regulation as semi-senior rate 
analyst 
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Casualty Actuarial Society: Officers re 
cently elected are: President, Thomas O 
Carlson (National Bureau of Casualty 
Underwriters); vice presidents, Joseph 
Linder (Wolfe, Corcoran and _ Linder) 
and Seymour E. Smith (Travelers Insur- 
ance Co.); secretary-treasurer (re-elected), 
Richard Fondiller (Woodward & Fondiller) ; 
editor (re-elected), Emma C. Maycrink 
(Association N. Y. State Mutual 
librarian (re-elected), Gilbert R. Livingston 
(National Bureau of Casualty Under 
writers); and chairman-examination com- 
mittee, John W. Wieder, Jr. (Aetna Casu- 
alty & Surety Co.). 


Cos.);: 


x * * 


General Adjustment Bureau: Jay M 
Rowland, formerly a staff adjuster, has 
been appointed manager of the new office 
at 102 W. 66th Avenue, Gallup, New 
Mexico 

The Jamaica, New York office has been 
moved to 88-22 161st Street 


x * * 


tek Eieid 
L Ls 


‘s Ass'n: Officers re 
cently elected are: President, James J 
Howe; vice president, Sam G. Peters; and 
secretary-treasurer, Frank J. Graf 
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Massachusetts Ass'n of Insurance 
Agents: Officers recently elected are: Presi 
dent—Frederick H. Woodward; first and 
second vice presidents, respectively —Robert 
G. Dowling and Frank Mills; and state- 
national director—Arthur B. Fair. 


Smoke & Cinder Club: Newly 
officers are: President, J. J. Such (Auto- 
mobile); vice president, John H. Moller 
(America Fore); secretary, Gilbert JV 
Williams (American of Newark); and 
treasurer, Harry F Eegert (National 
Union 


elected 


~*~ * * 


Surety Ass'n of America: The Citizens 
Casualty Company of New York, and the 
Providence Washington Insurance Company 
have been elected to membership. Total 
membership is now 71 stock companies 


x~* * * 


Texas Casualty Ins. Division: Willis A 
McVey has been appointed assistant casu 
alty actuary, succeeding Charles K. Leslie, 
Jr., resigned 

In the automobile section, Herman Bege 
man, formerly assistant director and chief 
rater, has been named to replace Mr 
McVey as director, with Robert Holme 
as assistant director; Ewald Ramm has 
been appointed chief inspector-investigator, 
succeeding W. D. Chrisner, Jr., resigned; 
and A. W. DuBose named to replace Mr 
Ramm as assistant chief rater 


x* * * 


Western Insurance Information Service: 
Officers recently elected are: President 

Victor Montgomery, Sr. (president, Pacific 
Employers); vice president—J. T. Blalock 
(vice president, Pacific Indemnity); treas 
urer—W R. Langtry (vice president, 
United Pacific); and executive secretary 


Donald F. Sager 
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Cc. P. Cc. U. 


QUESTIONS & ANSWERS 


1. A 
which employs its 
wishes to expand its facilities. 
Among the 
a new building were the following 
$25,000 land 


1,250 commission to real estate 


manufacturing company 


own construction 
crew’ 
incurred to erect 


costs 


agent 
3,000 clearing and leveling land 
250 title insurance 
110,000 materials for construction 
of building 
90 DOO abhor for construction of 
building 


At the 


expenditures were 


Fay fists 
building 
$150,000 machinery 


M00) transpo 


2 500 


1350) 


Other 
erations 
the fou 
Were 


S740) 


fion 


insurance 

Al, ron 

ance 
Expenditures 


mad during the 
operations 
to machinery 
and extended cove 


insurance 


nce 
(a) Distinguish between 
(income) expenditures 
the al 
ich items 


and revenu 

(b) Regarding 
indicate wh should |e aft 
italized and whi 


to current operations 


h should be charaed 
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V—ACCOUNTING AND FINANCE 


(c) Describe the procedure 
would recommend the company’s 
accountant to follow in recovering 
capital and revenue (income) ex- 
penditures such as those you hav 
listed in your answer to (b) 


you 


Answer 


(a) Capital expenditures are 
those made for the purchase of new 
assets, or for additions or better 
ments fo assets already owned. They 
include all expenditures made to 
the to its place of 


use, and to place the asset in con- 


transport asset 
dition for use. Revenue expenditures 
ire those made for goods and serv 
ices to the extent that they will be 
entirely consumed in the operations 
of the current accounting period 
Chey are commonly called expenses. 
(b) Revenue expenditures to be 
charged to current operations : Those 
made during the first six months of 
operations, which include: 
$1,760 repairs to machinery 
210 fire and 
insurance 
30 boiler explosion insurance 


extended coverage 


The insurance premiums as- 
sumed to be for only six months’ 
If the insurance premiums 


vear policies one-half 


are 


coverage 
vere tor one 


of each would be capitalized as 


prepaid insurance 
Expenditures to be capitalized: 
\ll others listed 
Capital expenditures are 
1 long time purposes and 
not fully recoverable in a short 


run period. Those made in con 


nection with the acquisition of the 
building and machinery should be 


recovered through charging to 


each year, depre 
upon the estimated 
If sales revenue 


operating expense, 
ciation based 
life of each asset. 
cover these and other operating ex- 
penses the capital outlay will be 
recovered in the number of years 
used as the estimated life. 

Land, commission, clearing and 
leveling and title insurance (all costs 
of land) are not depreciable and can 
be recovered only upon sale of the 
land 

Revenue expenditures should be 
charged to operating expense in the 
the made. 
Operating 


year expenditure was 
at a profit will recover 


these outlays 


2. A firm in need of additional 
temporary working capital has sev- 
eral securing funds 
Amona others are (1) hy pothec ating 


ind 


means oO; 


rece ivables (2) warehousing 
inventorics 

se two.methods of 
raising capital 
With types of 


institutions would a firm hypothecate 


(b) financtal 


what 
recetvables 

(c) What are the 
disadvantages of 
through hypothecating re 


advantages and 
raising working 
capital 

céiva bles 


(d) 


cial 


Distinguish between “comme? 


warehouses” and “field wari 
houses r 

(e) the advantages and dis 
rdvantages of the 


method 


Outline 
“field warehouse” 


Answer 


(a)(1) Hypothecating receiv- 


ables is using the amounts due from 


customers (accounts receivable) as 


security for money borrowed. Gen 
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erally, the loan is a sort of revolving 
fund in that as customers pay off 
their accounts new accounts receiv 
able are pledged with the lending 
agency and the debt is not retired 
until the the short 
working capital has passed. 
(2) Warehousing 
the use of inventory as security for 


need for term 


inventories 1s 


a loan. The pledged inventory must 
be in the custody of a warehouse 


company which issues warehouse 


The inventory may be re 
as the 


receipts 
moved from the warehouse 
loan is reduced or other items may 
be substituted as goods are sold or 
used in production. 

(b) Commercial banks, 
and loan companies are the principal 
financial institutions that make loans 


factors 


on receivables 
The advantages of 
working capital through hypotheca 


(c) raising 
tion of receivables are: 

(1) Permits firms with poor credit 
positions to raise short term capital 
funds if they have customers whose 
credit rating is good. 

2) Flexible because as old accounts 
are paid off new receivables may be 
pledged 

The disadvantages of hypothecat 
ing receivables are: 
(1) 


closely 


Because of need to watch 
the credit 


whose 


rating of each 


company receivables are 
offered .for hypothecation the ad 
ministrative costs of the lending 
agency are high and they, therefore, 
charge a high rate of interest 

(2) There may be the temptation to 
extend credit for longer terms than 
usual and the accounts would 
their self-liquidating 
(3) lf the lending 
notification to the 


lose 
charactet 

agency insists 
upon customer 
that the account has been pledged, 
it may harm the firm’s goodwill with 
the customer. 

(d) Commercial 
firms that 
public for storage and safe-keeping 
Negotiable warehouse 


warehouses are 
accept goods from the 
receipts may 
be issued and can be used as security 
for loans 
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Field warehouses are enclosed por 
tions of the usual storage facilities of 
the borrower in which the hypothe 
cated inventory is segregated. This 
space must be locked with the key in 
the custody of a representative of 
the field warehousing company which 
is separate from the hypothecating 
company and which issues warehouse 
receipts that are used as collateral 
for a loan. 

(e) Advantages of field ware 
houses : 

(1) The inventory is readily avail 
able for sale or use by the borrower 
thereby eliminating delays 

(2) Freight and cartage charges aré 
saved. 

(3) If space is available, costs may 
be somewhat less for storage than if 
placed in a commercial warehouse 

Disadvantages of field warehouses : 
(1) The company must make avail 
able space that might be used more 
profitably. 

(2) Alterations to provide locked 
separate space may be costly. 

(3) Additional 
maintained 


records must be 
must be 
present at all times it may be more 
than 


4) Because a custodian 


expensive commercial ware 


housing 


3.&4.A 
pany’s working capital has decreased 
substantially in the last year, and its 
cash dividend was only half as much 
preceding year. Before 
further credit, certain 
creditors wish to determine whether 
these 


manufacturing com 


as in the 


extending 


facts reflect a weakened condt- 
tion of the manufacturing company 
The availabl. 
given in the following accounts 


only information 1s 


1950 

Cash 

{ccounts receivabl 
Inventory 

Iccounts payabli 
Votes payable 
Deferred assets 

oodwill 


Investments 185000 
174900 


Land 
Building 
Depr. reserve 
Vet balance 
Vichy. and equipment 
Depr reserve 
et balance 
Ronds payable 
Common stock 
Paid-in surplus 
12/31 earned surplus 
Dividends paid 
Vet profit for year 
Loss on sale of investments 


948400 
19000) 


966000 
142500 


1645000 
424500 
316000 
375000 
467300 


63800 


99400 


823500 


2000000 
620800 
1169001] 
150000 
482600 

5000 4 


a & b) Prepare a balance sheet 
for the year 1950 using the classified 
report forn 

(ce & d) From the above infor 
not the 
ability of this company to meet (1) 
credit and 
(2) long term credit obligations, has 


improved 


mation show whether or 


short obligations, 


ferm 


Give precise figures to 


support your answers 


show 


the 


(e) Prepare a statement to 
} 
f 


the reasons for the change in 


earned surplus account 





DEAN'S NOTE 


This composite set of answers to 
the June 1951 Chartered Property 
Casualty Underwriter examinations 
given by the American Institute for 
Property and Liability Underwriters, 
Inc., has been prepared from the 
papers of the examinees. Editing was 
necessary to assemble each composite 
answer and present it in condensed 
form. However, the content in some 
cases is more complete than was re- 
quired for a high grade and answers 
have been given to all the questions 
even though the candidate had a 
choice. 

It should also be mentioned that 
although these answers have been 
taken from meritorious papers, they 
are not necessarily perfect. Many of 
the questions involved judgment on 
the part of the candidate and no 
hard and fast solution could be re- 
quired. Credit was given for the rea- 
sonableness of the answer and the 
evidence of intelligent application of 
a candidate's knowledge. 

Candidates are cautioned not to 
rely on this set of questions and an- 
swers as a method of direct prepara- 
tion for the C.P.C.U. examinations. 
They may be useful as a guide to the 
type of questions asked and the con- 
tent of answers desired by the Insti- 
tute, but they cannot be a substitute 
for thorough study and mastery of the 
subject matter of the Institute's 
curriculum 











1949 
1862000 
400000 + 
320000 13600 
315000 4+. 60000 
+367300 
61700 + 2100 


Net Change 
—217000 
18500 


l wae ia 
60000 
12300 


245000 

162000 + 
+-750000 
+ 13000 
+-737000 
+-320000 


198400 

36000 
162400 

646000 
87500 + 55000 
+ 265000 
1500000 
+-1000000 
+424400 
+-332600 
-150000 
+ 67600 
5000 


558500 
1500000 
1000000 

136400 

836401 

300000 

415000 
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Answer 


Balance Sheet, December 31, 1950 
(Classified Report Form) 


Assets 


Current assets 
Cash $1,645,000 
\ccounts receivable 424,500 
Inventory 316,000 


Total current assets 
Investments 
lixed asSets 
Land 174,900 
Building $948,400 
Less deprec. reserve 49,000 899,400 


Machinery & equipment 966,000 


6000 POLICY Less deprec. reserve 142,500 823,500 


; Total fixed assets 1,897 800 
...to protect your client from Deferred assets 63.800 
any insurable loss; in fact, Other assets 
that is your duty and obliga- Goodwill 
tion. Any resentment of your 
persistence is likely to be Total assets 
mild compared to his reac- 
tion in the event of unfore- 
seen catastrophe! wren 

; Liabilities 

One of a series of Helpful Hints 
from Successful Agents. Watch 


; Current liabilities 
this column for more. avrs — a 


Accounts payable $375, 
Notes payable 367,300 
and it’s a no) 
GOOD POLICY Capital Total liabilities 
. Uy} a 
that bears this seal Common stock 2,000,000 
Paid-in surplus 620,800 
Earned surplus 1,169,001 


742,300 


Total capital 3,789,801 
Total liabilities and capital $4,532,101 


a progressive, agency-minded 
Company of unquestioned fi- 
nancial stability, nationally- 
known for prompt, capable, 
friendly service. The ability to meet short term credit obligations can best be judged by 


PACIFIC 
NATIONAL Current Ratio 1950 1949 


a. Current assets $2,385,500 $2,597 600 


FIRE INSURANCE b. Current liabilities "742,300 «315,000 
COMPANY c. Current ratio (ab) 3.21 to 1 8.25 to 1 


HOME OFFICE + SAN FRANCISCO 
FOREIGN DERARTMENT « NEW YORK ANO 
SAN FRANCISCO : ‘ > ats 5 
EASTERN DEPARTMENT « PHILADELPHIA \cid I est Ratio 1950 1949 
WESTERN DEPARTMENT « CHICAGO = - 
SOUTHERN DEPARTMENT « ATLANTA a Quick assets (cash and A/C rec) 2,069 500 2,268,000 





(c & d)(1) Short term credit position: 


the firm’s liquidity which is commonly measured by the current ratio and 


the acid test. 


INTERNATIONAL FACILITIES b. Current liabilities 742,300 315,000 
WORLD-WIDE SERVICE c. Acid test (a+b) 2.79 to 1 7.20 to 1 
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Although in both 1949 and 1950 
this firm had an excellent liquid 
position, the above tests disclose that 
in this respect the firm was in better 
condition in 1949 than in 1950. 

Note: Other the 


above ratios were accepted as cor- 


answers for 
rect depending upon which items 
were considered 


as 


current 
Either deferred assets or investments 


assets. 


or both are sometimes classified as 
current assets. Bonds payable may 
be a current liability in 1949 on the 
theory that they fell due in 1950. 
This also was accepted as correct. 

(c & d)(2) Long credit 
position : 

The figures disclose that the firm 
was in a much better position in 
1950 to meet long term credit obli- 
gations. First, the outstanding long 
term debt (bonds) had been retired, 
largely through the sale of additional 
equity stock and new bondholders 
would have a priority status. Second, 
a larger paid-in surplus in 1950 
would serve as additional guarantee 
to new bondholders and lastly, the 
increased annual earnings would be 
favorable in the eyes of prospective 
new bondholders. Two ratios among 


term 


others, might be used to demonstrate 
the better position of the firm in 
1950. 


Ratio of Stockholder’s Equity to Liabilities 
1950 

$3,789 
742,300 

5.11 to 1 


Stockholder’s equity 
Liabilities 
Equity ratio (a+b) 


Ratio of Security 


Land 


Buildings (net) 


Machinery & equipment (net) 


Total (a+b+c) 


Fixed liabilities 


Ratio of security to fixed 
liabilities (d+e) 


Statement of 








Progressive local agents 
will find their Fire, Auto and 


Inland Marine business 


through the facilities of ... 


in this territory 


best served 


ALABAMA 
ARKANSAS 
COLARADO 
KANSAS 
LOUISIANA 
MISSISSIPPI 
NEW MEXICO 
OKLAHOMA 
TENNESSEE 
TEXAS 


SOUTHWESTERN FIRE & CASUALTY CO. 


S. Foster 


ROBERTSON & COMPANY, INC. 
North 
Nashville 5, Tennessee 


ROBERT M. CAMPBELL 


711 Jackson Building 
Birmingham, Alabama 


109 - 30th Ave. 


CHAS. R. HOLLAND COMPANY 
310 Boyle Building 
Little Rock, Ark. 


Yancey, President 


DALLAS * TEXAS 
Supervising Offices 
T. A. MANNING & SONS 
Pp x 508 


0 
Dallas, Texas (Colorado) 


THOS. M. BURFORD 
P. 0. Box 769 
Wichita, Kansas 


R. KIRK MOYER AGENCY, IAC 
1818 Nat'l Bank of Commerce Bidg 
New Orleans 12, La 


FURNEAUX GENERAL AGENCY 
414 North Turner Street 
Hobbs, New Mexico 


Erle C. Patrick, Secretary 


JOE B. FEARS GENERAL AGENCY 
506 Wright Building 
Oklahoma City, Oklahoma 


GROSS R. SCRUGGS & CO 

402 WN. Good Street 

Dallas, Texas (Representing 
Southwestern Dept. in La.) 

H. 0. MADDOX, GENERAL AGENT 
409 Plaza Building 

Jackson, Miss 


T. A. MANNING & SONS 
3906 Lemmon Ave 
Dallas, Texas 





Analysis of 


to Fixed Liabilities 
1950 
174,900 
899.400 
823.500 


$1,897 


0 


Infinite 


Year ending 12/31/50 


Earned surplus 1/1/50 
Add net profit for 1950 


Total 
Less dividends paid 


Earned surplus 12/31/50 
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800 


Surplus 


This analysis shows that net profit 


and 


1949 
$1,972,801 
1,815,000 
1.09 to 1 


R01 
“ that owners 
Bonds 
hold these t 


i 


1949 period will t 
162,600 for the 
162,400 a) From 
558,500 


first 


indt 
advantages 


this proposal 


lual 
883,500 


7 


500,000 
vat 


dividend 
account for the change in the earned 


which 


period of 10 
the yield for the 


investor 
and di 


payments for 1950 


, 
surplus account. 
5. The government has proposed 


of Series E 


are 


Savings 
should 


for an additional 


maturing 
onds 
years, in which event 
second 10-year 
1% more than 
10-year period. 

the standpoint of the 
the 


of 


what aré 


sadvantages 


(b) Before purchasing the bond 


what fac- 


corpor 1fion 


tors should be taken into considera 


59 to 1 tion I 


(cj Before 


stock, what 


im your 


considered by 


$836,401 
482,600 


investor 
differences 
$1,319,001 

150,000 . 
(a) 


"$1,169,001 


a small individual investor 


answer to 


G1V 


you 


garding Series E 


2 


of 
mentioned 
should be 
individual 

for the 
named 


purchasing shares 


factors not 


(b) 
a small 
reasons 


have 


Answer 


Advantages of proposal re- 


Savings Bonds. 
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C.P.C.U. Answers 


1. Gsreatest possible security of prin 
cipal and interest 
2 Higher rate ot 
holder received in the first period 

cashed in at any 


interest than the 


a Bonds may be 
time holder has need for the funds 
4 Possibility al 


power of the dollar when new bonds 


greater purchasing 


mature. 
5. Holder 


ing his 


has satistaction otf do 
citizen to 


ind help 


good 
g 


duty as 

support the government 

curb inflation 
Disadvantages of proposal 

1. Interest rate lower than available 

commercial “blue chip” bonds 

2. Non-marketability of these 


in no possibility f anv 


bonds 
resulting 
speculative gain 
3. Possibility 


Ing powe}l ot the doll ir in ten vears 


f dec reased purch is 


(as was true of the bonds now 


maturing. ) 
$4. Attractiveness of high earnings 


1 
Stock 


and dividend rate of equity 
issues 

(b) 
private 
for the 


savings account, adequate life 


Before purchasing 


corporations It ts 
small investor t 

insur 
t bonds 


ince, some UU. S. Governmen 


and perhaps a home. Having these, 


he may next invest in commercial 


bonds but should first consider the 


following factors about this tvpe of 


bond 


1. Safety 


of imvestment le nature 
of the 


lien or priority the bond has 
for interest and principal 
2. Past earnings of the issuing com 


al dl the 
bond interest 


pany number of tim 
exceed the 


2 
3. Interest rate and vield 


+. Marketability—is it listed on a 
stock exchange ? 

5 Stability of price 

6. Maturity date 

7. Special features such as callable, 
convertible, and sinking fund pro 
visions. 

8. Effect of municipal, 
federal upon net 
compared with bonds that are not 
taxed. (Taxation may be relatively 


state and 


taxes return as 


unimportant to small investor. ) 

\s in the case of the pur- 
chase of bonds of private corpora 
should not 


(c) 


tions, a small investor 
consider stocks unless he has a sav- 
ings account, adequate life insur 

some United States 
ment bonds and a home. Thereafter, 


tl should 


ance, Govern 


he factors which he con 
sider are related to the basic differ- 
ences between stocks and bonds \ 
stock represents a proportionate in 
terest in the ownership of a busi 


ness whereas a bond is one of a 


series of promissory notes which 
agree to pay an obligation the corpo 
\ bondholder 


is a creditor and is not entitled to 
more than the amount specified in 


ration has assumed 


the promise. There is no ceiling on 
the return of the stockholders; this 
is limited only by the corporation's 
abilitv. to Therefore a stock 
holder 


ture of a corporation’s product, the 


earn 
has more interest in the na 
quality of its management, and the 
prospects for future growth and ex 
pansion. This means that the stock 
holder voting 
vill enable him to help elect directors 
who will 
ficial to him 


wants power which 


exercise judgment bene 


\dditional items of information 


that will assist one in appraising the 


situation are 


(1) The past earnings of the com- 
pans 
(2) The dividend policy of the com 
pany 

(3) The amount of bonds and pre 
ferred stock outstanding with prior 
claim to assets and/or earnings 
(4) Is the stock common or 
ferred and if it is preferred, what 
are its rights with respect to divi- 
dends, assets, and voting power ? 
Also is it callable or convertible ? 


( tinued next month 


pre 


ATTENTION AMERICANS! 


MERICA can be attacked. We 
Fea realize that we are up 
against the grimmest problem we 
faced or may ever face as 
There 
iround to “wet nurse” 


have evel 
individuals and as a nation. 
W ill be no one 


us. We 


lead us by 


can't count on anvone to 

the 
We've 
and 


to your 
today 


hand if something 
civil 
thor 


defense 


learn 
them 
civil 


(et 


happens got to 


defense facts learn 


oughly, Go 
headquarters instruc 
tional material. Enroll for training 
Volunteer 


courses 


to help where 


you are most needed 





1335 Biscayne Bivd. 
MIAMI 32, FLORIDA 
Miami 82-8228 


900 Peachtree St. N. E. 
ATLANTA, GEORGIA 


KOR THAT HARD TO PLACE RISK 


KURT HITKE & COMPANY, INC. 
General INSURANCE A gents 


175 W. Jackson Boulevard 
CHICAGO 4, ILLINOIS 
WaAbash 2-3622 


Elgin 4481 


Reisch Building 
SPRINGFIELD, ILLINOIS 
Springfield 8-4305 


1671 Wilshire Boulevard 
LOS ANGELES 17, CALIF. 
Dunkirk 8-3161 
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SELLING TIPS 


from the HOME 


FAITH 


\ITH is a very important factor 
in this business. You must have 


three kinds of faith 


Faith in the value of what 
selling. 

Faith in your ability to explain and 

present it. 

th of 


And absolute faith in the 
your own services 


If you don’t have a wholehearted 
belief in insurance, the most skill 


fully sales talk won't ring tru 


If you lack faith in your knowl 
edge of the different types of pol 
icies, you will always have a lurking 
fear that 
petitor will ask you some question 


some customer or com 


that will show you up 


And if you are not convinced in 
your own mind that you earn every 
dollar you receive in commissions, 
you may get the idea that the man 
who buys a policy from you is doing 
That would be fatal 


The Travelers Protection 


you a favor. 


TELL YOUR ATTORNEY 


VERY day in communities of 

any size someone is required to 
secure a fiduciary \re 
receiving your share of this good 
and profitable business ? 


bond you 


The most common fiduciaries are 
administrators, executors, guardians 
at least tells him where to get the 
bond Therefore, in order to dev elop 
a volume of this business, the agent 
must let the attornevs in his 
munity who specialize in probate 
matters know that he is equipped to 
give quick and efficient service 

Commercial Standard Contact 


com 
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FREE ADVERTISING 


ERE'S a story an agent passes 
Hi:.. It seems that-his stenog 
rapher persisted in falling asleep at 
her desk. He didn’t want to fire her, 
stenographers being scarce in that 
part of the country, so he consulted 
his special agent for advice 

“T'll tell you,” said the S.A., “print 
a placard to hang around her neck 
when she snoozes at her desk. Say 
‘When 


insurance, you will sleep this way, 


on it, you have adequate 


too.’ ag 


Pioneer 


The Emplovers 


HREEBPRRHRRSRSRHR REESE SE SF 


WINTER HAZARDS 


ITH winter months at hand, al- 
nost everyone is faced with addi- 
tional accident and sickness hazards. 
Seasonal activities point up the need 
for adequate coverage against costly 
disabilities. Daily reports of acci- 
dents and sickness focus the attention 
of your prospects on the need for this 
protection and put them in a recep- 
tive frame of mind for solicitation. 
~—Standard Accident Insurance Co 
Standard Service 


KREBS SRK SEH 
FEES KRKRSSS 


BRERRRRRSRRES RHR SEES 


HUNT FOR THE HUNTER 


HE frequency of hunting acci 
dents can no doubt be decreased 
by the use of greater care, but not 


all accidents are the result of care 


lessness. Many just happen. No 
amount of foresight, for example, 
could have prevented the accident 
that occurred when a hunter stum 
bled over a trailing briar and 
dropped his rifle, the shot killing 
another hunter instantly 
\ comprehensive personal liability 
policy will not prevent the accident, 
but it will make good the financial 
loss that may result from it. This is 
C.P. to 
friends who go a-hunting. 
Ohio Casualty Co 


a good time to sell your 


Pointers 


OFFICE 


BROADENED OUTLOOK 


r IS not enough to be well in 
formed in insurance, but it is 
equally important that the insurance 
broad and general 
knowledge of many other things. An 


agent have a 
acquaintance with good books, his 
world affairs 
is helpful 


tory, government, 
current happenings, etc., 
and aids in many ways. Remember 
a prospect gauges you by his own 

If he is interested in his 
no doubt, will think you an 
ignorant man if you know nothing 
about that subject. The acquisition 
of knowledge will greatly broaden 
your life. Two hours 
daily good reading and 
study will be profitable to you, both 
financially. Try it 
Mutual Fire Mutuality 


CONSTANT DEVELOPMENT 
HEN 


don’t just renew every policy 
Many of them could 
be improved. Consider, for instance, 
some of your casualty policies that 
vou’ve been in the habit of renewing 
True, they served 
the purpose a few years ago, but are 
vou sure that they fully do so today ? 
Possibly the exposure you insured 


standard 
tory, he, 


outlook on 
spent in 


spiritually and 
Northwestern 


it comes renewal time 


ind call it quits 


vear after vear. 


at a former time isn’t quite the same 


hazard now: it may. have increased 


considerably—or possibly lessened 
without either you or your customer 
re ilizing it 

What about that land 
lords’ and tenants’ policy on the 
small retail store you have been issu 


Have 


you recently made any detailed in 


owners’, 


ing faithfully year by year? 


quiries of the owner about the scope 
or nature of the business? He might 
have signed a lease or municipal 
agreement that could, in the event 
if a claim, bring him loads of grief 
some day —— 
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Small Business—from page 30 


and a half the 
higher than those of our large mem- 


times on average 
bers, with the medium organizations 

those between 100-500 employees 

showing about twice the big-plant 
rate 

The fault is not in our logic. What 
we say to the small business man is 
true. We can prove it. We can get 
the 
It is so 


overwhelming testimony from 


best in American industry. 
true I sometimes wonder if we do 
not make a vice out of our virtue, 
like the lady parish worker who is so 
irreproachable that she is unbear 


able. 


He Doesn't Believe 


I am quite certain that our free 
dom-loving, well intentioned friend 
in the smaller industry just doesn’t 
hear us, and when he hears us he 
are talking 
about, and when he knows what we 


talking 


s 


doesn’t know what we 
just doesn’t 


believes that our 


are about he 
believe us—or he 
truth applies only to the other fellow 

In the past ten vears I have talked 
many times on the subject of small 
plant safety. But almost always to 
big plant safety people, to insurance 
company people, to state and federal 
department people, to local safety 
council people, and occasionaliv to 
associations of 
But to the little 


dry cleanit 


representatives of 
small busine sses 
plant manager, the 


tablishment 


ig es 


filling sta 
tion man, the hardware store man, 


owner, the 


the owners and operators of the In 
terplanetary Metal Parts and Gim 
mick Corporation of Weed Shoal, 
to them, rarely 


Louisiana a word. 


If we people who have a vested in- 
terest in the problem of the small 
soon find a better 
tactic, we shall be in danger of be- 


business do not 


coming a mutual admiration society. 

| have already implied that I do 
not believe force is the way to get 
the attention and the comprehension 
we want. We don’t want compulsion 
in the form of legislation, from union 
pressure, or in any other form. I 
have stated my belief that the 
executive of 


\mer 


ican whatever stature 
is better led than driven, even when 
driven, and I further be- 
Weare 


simply not justified in assuming, be- 


he can be 
lieve that the result is better 


cause many thousands of managers 
of small businesses in this country 
have not bought our bill of goods, 
that they, and not ourselves, are to 
blame 

By saying this | do not decry the 
good that comes from the adoption 
of stand- 
ards and codes and the establishment 


of constructive legislation 
of reasonable minimum requirements 
for sanitation and safety. Such leg- 
the 
fact, the expected outcome—of 


outcome—in 
the 


associa- 


islation is desired 


work done by _ safety 
tions, manufacturing interests, trade 
and 
laboratories in developing such codes 


in the first place. 


groups, agencies 


government 
and standards 


The Nature of the Problem 


become axio- 
the 
elimination of physical hazards in 


One principle has 


matic in the safety business: 


any working environment not only 
reduces the frequency and severity 
of injury to employees in that situ- 
ation, but it also changes the nature 
of the problem of further reduction. 


~ Booth,Potter,Seal & Co. 


Public Ledger Building 


Philadelphia 6, Pa. 


REINSURANCE 


As unsafe conditions are minimized 
as accident factors, unsafe work 
practices become proportionately 
more and more important. That shift 
from engineering emphasis to em- 
ployee training and education is al- 
most a formula history of every 
plant which*has started a safety 
program from scratch. 

That being the case, constructive 
legislation eventually reaches a point 
of diminishing return, and must be 
replaced by punitive legislation. That 
is, if legislation is to be the chief 
solution to the injury problem in 
small plants. We cannot legislate 
attitudes and points of view, either 
the employers’ or the employees’, 
and therefore that large residue of 
injury causes remains forever be- 
yond the reach of any remedy except 
a voluntary one. 

I do not know what success we 
might expect from a carefully 
planned and coordinated attempt on 
the part of large concerns to influ 
ence the accident control work done 
by their small subcontractors. A 
precedent was set, of course, during 
World War ITI. Such attempts to 
control hazards, attempts made in 
the interests of improved quality and 
rate of production, and sponsored by 
the purchasers who themselves have 
first-rate should 
make a good deal of headway. They 
should, too, leave a residue of effect 
after the subcontracting relationship 
is ended, just as the job instructor 
training program of the 
World War had a profound influence 
on American employers in the matter 


safety programs, 


second 


of supervisor training 

Several the 
very large corporations on the roster 
of the National Safety Council carry 


perhaps many—of 


on well-planned and well-executed 
safety relations programs with their 
suppliers. One large manufacturer 
reached 47,000 suppliers, another 
12,000, still another publishes for 
its suppliers a handsome, persuasive 
brochure on accident prevention. I 
offer this much detail on the subject 
because the working relationship of 
the big enterprise with the small 
enterprise may well deserve 
attention—perhaps some large-scale 
planning 
tion—as a 


more 


and support and coopera 
the 
the 


reaching 
the ear, of 


means of 
mind, as well as 


smaller employer! 
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The blindness of the small em- 
ployer—a blindness almost propor- 
tionate to his organization’s small- 
ness, it would seem—is not wilful. 
He just does not believe you when 
you tell him he has a great many 
costly and unnecessary employee in 
juries. How—he thinks—can any- 
body know such stuff? What has a 
national average got to do with him, 
anyway’ Those aren’t facts; they 
are just statistics. 

The next time you engage in con 
versation an employer of—let’s say 

fifty people, a man who is unaware 
of your professional interests, ! sug 
gest you ask him about the hazards 
of his operations. Do it with tact, 
for he may resent a direct question 
as an implication that he does not 
know how to run his business. 

Lead the discussion into his first 
aid setup, his arrangements for medi 
cal attention in serious cases, and 
make a vague reference to the fact 
that probably fatal accidents in his 
business are unknown. The two of 
you will doubtless come to the com 
fortable agreement that the head 
bookkeeper with the kit of first-aid 
materials does a perfectly fine job, 
that the amputation case of two years 
ago was just one of those things 
the fellow admitted it was his own 
fault—and besides, the insurance 
company gets plenty to take care of 
that end of it. The implications about 
the cost to him in the first-aid cases 
and the relatively minor disabling 
injuries will be entirely lost, or will 
be waved aside as something the in 
surer pays for. 


True Perspective 


The man may have a frequency 
of 36, but the simple, deadly psy- 
chological fact is that 36 cases spread 
over a million man-hours in a fifty- 
man plant are ten years of experi 
ence, and thus their impact on the 
imagination of management is virtu 
ally nil. The human mind just 
doesn’t hold that kind of substance 
in its true perspective. Consider, for 
instance, that the death toll of the 
Texas City disaster is repeated every 
48 hours in this country, but who 
knows it but the statisticians ? 

I am willing to venture that this 
incapacity to absorb tragedy in great 
quantities is highly desirable; it is 
nature’s method of guarding our 


(Continued on the next page 
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. . . probably worried to the point where 
he’d buy NON-OWNERSHIP Boiler 
and Machinery coverage right now. 
Then he wouldn’t have to keep one eye 
on his neighbor’s business and a prayer 
in his heart that nothing happens. 
3ecause whatever his neighbor’s good intentions, 
his neighbor’s pocketbook may limit his 
“ability to pay” if his Boiler, Pressure 
Containers or Machinery go out of kilter and 
injure others or damage their property. 


P.S. We’re naturally assuming you've sold 
everyone who needs it Boiler and Machinery 
protection, the foundation of a sound insurance program. 


ROYAL? LIVERPCOL 


we ) Grsurance Gf Cup au 


CASUALTY + FIRE* MARINE + SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 
ROYAL INSURANCE COMPANY, LIMITED * ROYAL INDEMNITY COMPANY © AMERICAN & FOREIGN INSURANCE COMPANY © THE 
BRITISH & FOREIGN MARINE INSURANCE CO. LTD. © NEWARK INSURANCE COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
THE LIVERPOOL & LONDON & GLOBE INSURANCE CO. LTD. © GLOBE INDEMNITY COMPANY © STAR INSURANCE COMPANY 
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Small Business—Continued 


emotional machinery. Too keen a 
perception of the meaning of what 
goes on around us might well be 
In fact, 


if we consider the careers of some of 


the direct road to madness 


our most famous poets, artists, mu 
sicians and other interpreters of life, 
we are convinced of it. 

But have to break 
through the barrier—we somehow 
have to give the manager of the small 
plant the same kind of perspective on 
his section of the industry as the 
manager of a big organization gets 


somehow we 


from his own safety department. The 
question thus resolves itself into 
Who can tell the small plant man 
and be Who can 
convince him, in his own interest, to 


ager, believed ? 
make use of the knowledge and the 
techniques and the materials 
at hand for him to 


which 


are use in con 
trolling the hazards of his business ? 
Very likely it is the people he knows 
best, the people whom he trusts, the 
people and organizations with whom 
he is on a footing of experienced 
and successful collaboration 
To the extent that this is true, 

am saying that we need a middle 


\\ e nec d a safe ty 


wh le 


man in the picture 
broker, 


catalog of 


we need a man a 


men and who 
is already welcome in the front office 
of the smaller entrepreneur. We need 
somebody talks 
who knows his problems and who 
Phat ] 


need 
takes us directly to local safety « 


agencies 


who his language, 


can get his attention 


cils, to insurance representatives, to 


chambers of commerce and to on 
the-ground representatives of labor 
departments and other government 
agencies who have personal contact 
with employers on a service basis 
It has already taken us to the offices 
of our large corporations—to those 
which promote accident prevention 


with their suppliers 


Trade Associations 


\lore particularly, however, the 
finger of opportunity is pointed at 
the the 
the 
has greater 


s 


trade as 
small 


and 
them 


professional 


In 
ployer probably 
and 


sociations em 
con 
fidence with reason 

than he has in any other group o1 


Phe 


his 


agency trade association is 
his outfit; 


his folks; 


in it 
it is his axe that the 
sociation is always grinding 

to 
to develop voluntary 


associates are 


I am inclined believe, if we 


ire programs 
of accident prevention in the smaller 
industries, that our best hope lies in 
len vears 
that 


have 


the industrv associations 


might not have made 


ago | 


statement, because it would 


sounded extravagant, to 
s the National Safety 
a good deal 


ind what 


even Nie 


But in ten vear 


Council has learned 
what be done 


with various ap 


proaches to the smaller business 


W e have 


ind 


made up spe cial services 
promoted 
at length 


», until recently 


materials and have 


their use expensively and 


we have dc ne s 





; - 
™~ 


~~ 





ATTENTION AGENTS AND EXECUTIVES 


HIGHER PRICE LEVELS MAY REQUIRE 
MORE FIRE INSURANCE COVERAGE ON 
YOUR CLIENT'S PROPERTY 
Why 


curate up to date appraisal as we have 


not sugges? us for ndependent ac 
arly 
@ half @ century of appraisal service covering 
conservative bus nstitutions 


America's ness 


large and small 
let 


contact your essureds 


our representative, without obligation 


Write 
or Telephone 











tHe |LOYD-IHOMAS co. 











4411 RAVENSWOOD AVE 


CHICAGO 40, ILL 


with the same approach that we have 
We 
have urged the development of safety 
programs through our own facilities. 
‘We 


used with larger companies. 


offered the standard package, 
cut to We knew what was 
good for the little fellow; we told 
him what he ought to have and what 
he ought to do, and—I must confess 
it—he paid no attention to us. 

That approach was an error in 
judgment. To indulge in a little 
prophecy after the fact, we can now 
that the clue to the right ap 
proach was there already in our 
working relationships with many of 


S1Z¢ 


see 


the large and powerful associations 
of the the American Pe 
Institute, the Portland Ce 
\ssociation of 
the 

dozens 


country 
troleum 
\ssociation, the 
\merican 


ment 

Railroads, Edison 
Institute of 
others with whose names the reader 


Electric and 


familiar. These associa 
tions had, for 
ated the accident pre 
vention work within their industries 


is equally 
many acceler 


of 


years, 
pre WTESS 
much could 

their 
there, 


than 
without 


to a faster pace 


have been achieved 


The 


and we did not see it. 


initiative. formula was 


Learned from Experience 


Let it be said, however, that we 
In the 


past two or three years a greatly in- 


have learned from experience. 


tensified program of joint effort be- 
tween the Council and associations 
This program 
has been conducted under the aus- 
\s 
sociations Committee of the Indus 
of the National 
Council, and has been 
the National Association 
of Mutual Casualty Companies. That 


has shown promise 


pices of the Small Business and 
trial Conference 
Safety sup 
ported by 


collaboration is, in itself, a gratifying 
to 
better results by 


proof of our ability join forces 


when we can get 
doing so 

To the 
should like here to give great credit 
for the 


made 


associations themselves | 


progress which has been 
The executive officers of these 
associations have grasped fully the 
meaning of what we have in mind; 
in tact, 


working 


some Of our present 
with 
tions were initiated by the leaders of 


those 


newer 
agreements associa 
associations. 

To mention but a few, the Ameri- 
can Hospital Association is giving 
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support to a special program of 
services and materials produced by 
the Council but sponsored and pro- 
moted by the hospital people. This 
service now reaches nearly one 
thousand hospitals. The Tanners’ 
Council of America is promoting 
safety programs among its member- 
ship, and to facilitate that program, 
is financing the publication of a 
safety manual for the industry. The 
manual is being produced by us. The 
Pennsylvania Manufacturers Asso- 
ciation is taking an aggressive in- 
terest in the occupational injury 
problem within its state. Working 
closely with the National Safety 
Council and with the many specific 
trade associations in Pennsylvania, 
it is urging the individual employer 
to become part of the national effort 
to reduce accident losses. 


Nation-wide Program 


The Education Council of the 
Graphic Arts Industry is putting on 
a nation-wide program, the purpose 
of which is to give intensive training 
in accident prevention to key super- 
visors within its regional areas. 
These supervisors will then act as 
key training men for management 
people from the local association 
members. The Education Council is 
also jointly publishing a safety man- 
ual with the National Safety Council. 
It is not for lack of intent, but for 
lack of space, that I do not list other 
groups of this kind who are throw- 
ing their prestige, their money and 
their thought into the development 
of safety services for their member- 
ship. 

This is as it should be. The con- 
trol of occupational hazards is virtu- 
ally an unexplored avenue of serv- 
ice for associations whose members 
are primarily in the small business 
group. To the degree that an associ- 
ation succeeds in lowering the injury 
rates for its industry, to that extent 
it will save its money, 
improve their personnel and labor 
relations, and lessen the demand for 
controlling legislation. 

Each year sees safety work be- 
come more and more indigenous a 
part of industrial operations, more 
and more closely related to 
techniques, to quality control, to the 
training of supervisors, to pre-em 
ployment physical examinations, to 


members 


job 
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Would You Like 
to Stop 


DEATH at the CROSSROADS 





by one-third. 


were reduced by 110. 


for booklet 1. 


ATLANTIC 
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If you would, send for a copy of this book- 


let. In it you will find out how... 


@ Pedestrian deaths in South Bend, Indiana were cut 


@ A few dollars crash-proofed one of the most danger- 


ous road bends in Arkansas. 


@ Annual accidents in one place in Bay City, Michigan, 


@ 8 lives could have been saved at a Texas crossroads. 


The booklet will also tell you what other cities and 
towns are doing to wipe out death traps... 
surance industry is doing about the same problem... 
what you can do about it in your own community. 


We shall be glad to send you a copy of Death at the 
Crossroads without charge or obligation. Simply ask 


Business Established 1842 


THE ATLANTIC COMPANIES 


MUTUAL 
Home Office: 49 Wall Street, New York 5 


Marine, Fire and Casualty Insurance 
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industrial hygiene and many allied 
interests and activities. To say it 
another way, the association which 
upgrades its members’ work in ac- 
cident prevention upgrades its en- 
tire performance as a production or 
service unit. 

None of the things which I have 
said either disparages or minimizes 
the other avenues of approach to 
this question of small plant safety. 
These other avenues have not given 
us the results we have hoped for, but 


we may not conclude that they are 
Perhaps what we have 


much as anything is a 


valueless 

needed as 
catalytic agent which would enable 
our various ingredients to jell. The 
work of the 
state safety agencies, the insurance 


federal agencies, the 
companies, the technical societies and 
the local councils and 

Safety 


associations, 
the National 
tainly will have more chance of suc 
, 175,000 


Council cer 


cess when it is directed at 


{Continued on the next page) 
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small businesses whose doors have 


already been set ajar by their own 


assoctations 


There is more than one horse in 


this race. | repeat—my present em 


association approach 


to the small plant’s injury problem 


phasis on the 
is only an emphasis. It is not a pro 
But 


the great possibilities 


I do believe it 1s one ot 
ind | 


our 


yram 
believe 


that, if we concentrate time and 


attention on helping associations help 
ll 


their members, shal 


be much closet 


satetvwise, we 


than we have evet 


been toward justifiabl frequency 


and severity rates in the field of 


small enterprises 
1 trust we can find other 


MMA 


ways to get the small emplover to 
see his prolJem and, having seen it, 
solve 


a reasonable effort to 


For 


has to de for 


to make 


it himself safetv is a job an 


emplover himself 

There are not enough safetv engi 

enough 
} 


lon of 


neers, enough inspectors, 
supervisors on earth to do the 
controlling unsafe conditions and un 
safe work practices in 175,000 small 
organizations, even if their managers 
were willing to contract for their 
services and had the money to foot 
the bill 

By what means we can, we must 
get the small employer to do his own 
safety job. He has the 
do it, or he not be 


plover. He 


MMtiative 
would 
will do his 


only when he wishes to 


will want to do it only when he 
lieves he has adequate 


We 


success must lie somehow i 


reasons for 


doing it have the reasons; our 
making 


them acceptable to him 


DRIVING SPECTACLES 


in new Saf-/-Spec is extremely 
jr in weight and comfortable 
and can be slipped on and off with 
out removing your personal glasses 
Phe 
ot (ptilite, a spec ial optical plastic 
\s the lens 


these 


all green anti-glare lens is made 


that is optically correct 


has great impact resistance 
spectacles have been used extensively 
by industrial plants as safetv goggles 
\lthough the United States Safety 


Service Co., the manufacturer, has 


not promoted them as a driving 


spectacle, the demand for such use 


is. increasing steadily They are 


] 


reasonably priced and one size and 


stvle fits both men and women 


SAFE CONSTRUCTION 
flammable 


AiximeM 
LS ede and 
mum plant fire protection have been 
new W. A. Sheaffer 
Company plant at Madi- 
it one of the safest 
the Midwest. 
flammable 


lise ot 
materials maxi 
combined in the 
Per 


son, la. to make 


Fort 
industrial plants im 


Virtually the only ma 


terials used in the construction are 
the special maple flooring used over 
flooring to reduce foot fa 


tile used to 


concrete 
tigue and the acousti 


soundproof office ceilings 





Licensed 
in all 
states 








A Friendly Agency Company 
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However, because there is always 
the possibility of fire in any building 
which houses things of a flammable 
nature, such as wooden office furni- 
ture, machines in which oil is used, 
and so forth, an elaborate sprinkles 
and fire-detection system reaching 
into every section of the plant has 
heen provided. The sprinkler sys 
tem is connected to the city water 
supply. However, as an added safety 
measure another line into the sprink 
ler system connects with a 75,000 
gallon spherical water tank on top 
of the building. In the event the 
pressure in the city main drops, 
valves in the spherical storage tank 
automatically open to allow the water 
to enter the sprinkler system and 
maintain the pressure. 


Control Panel 


rhe plant is divided into eighteen 
sprinkler zones, six on each floor 
Zones are in the 
a sprinkler head goes off in 
any part of the building, it is shown 
immediately on a control panel lo 


numbered so that 
event 


cated near the plant guard’s desk at 
the main factory entrance. The con- 
trol panel is the annunciator type 
with individual target relays for each 
the sprinkler 
When water is flowing through a 


section of system. 
section either from an open sprinkler 
a drain at the end of the 
system, a flow alarm and a light on 
the board will indicate the location 
of the trouble. When everything is 
normal, all lights in the main panel 
board will be off except a green lamp 
which shows the system is in opera- 
Am retarded 
circuit or operating power failure 
will cause a trouble bell located at 
the top of the panel to ring 

In the event of a fire during work 
network of sirens 


head or 


tion open circuit, 


ing hours, a 
throughout the plant will warn em 
they 


evacuate the building promptly. Each 


ployees of the danger so can 
department has a fire squad and 
routes of exit from the building are 
laid out for each department with 
alternate routes in case regular ave- 
nues of escape are blocked. General 
fire drills in which all employees 
evacuate the building are held at 
least twice a vear. In order fo obtain 
effect as 
drills are held without any prelimi- 


the san a real fire, these 
nary warning to anyone. 
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The following questions and answers are from an examination given 
the students of the Insurance Educational Course conducted by the 
School of Insurance of the Insurance Society of New York. Additional 
questions from this examination appeared in our December issue. 


5. On automobiles used as a publi 
livery, briefly explain the following 
(a) What must be done to comply 
with the laws of New York State in 
order to operate a vehicle as a taxi 
cab. 

(b) What 
must the insurance 
nish him monthly? 
(c) If the insured violates any part 
of the terms of the policy, and be- 
comes involved in an accident, what 
action would be taken by the New 
York State Motor V ehich 
which would affect th 
company. 


forms or injormation 


company fur 


Bureau 
insurance 


(a) File with the Commissioner of 
Motor Vehicles an insurance policy 
or bond with the limits required by 
the law and the 
capacity of the motor vehicle 
(b) The insurance 
furnish him 
month. 

(c) The Motor Vehicle Bureau 
would proceed as if the violation 
had never occurred and the company 
would have to provide coverage in 
the same manner as if the violation 
had not occurred. 


based on seating 


company 
“sticker” 


must 


with a each 


6. In connection with the garage 
BJ. and P.D. policy, which of the 
following would be covered under 
Division I and Division Il of the 
policy. Briefly explain which part 
of the policy affords the coverage to 
the accidents. 

(a) When defective 
causes an accident 
(b) When an employee operating 
his car on behalf of his employer is 
involved in an accident. 

(c) When named insured’s own car 
damages neighbor's car while back- 
ing out of garage. 


workmanship 
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(d) When tire sold to a custome? 
has a blow-out and causes custom- 
er’s car to hit another automobile 
(e) When an employee, while fia 
ing a flat on a customer's car awa) 
from premises causes damage to an 
other car with a long jack handle. 
(a) Covered under both Division 1 
and Division 2 by the words “and 
all operations necessary or incidental 
thereto” appearing in the definition 
of hazards Division 1 Divi 
? 


sion <. 


and 


(b) Garage operator is covered un- 
der the garage liability policy under 
Division 1 and 
words “‘any automobile in connection 


Division 2 by the 


with the above defined operations” 
appearing in the definition of haz 
ards Division 1 and Division 2. The 
employee is not covered under the 
garage liability policy because Insur 
ing Agreement II1, definition of in 
sured excludes “employee with re 
spect to any automobile owned by 
him.” 

(c) Covered under Division 1 by 
the words “non-business purposes of 
any automobile owned by the named 
insured and if “used principally in 
the above defined operations.” Not 
covered under Division 2 which cov 
ers only non-owned automobiles 
(d) Part of the products coverage 
afforded under both Division 1 and 
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Division 2 of the words “all opera 


tions necessary or incidental to 


(e) Covered under both Division 1 


and Division 2 of the words “all 


operations necessary or incidental 


thereto.’ 


7. Name 


j ” 4 
IT Comprehensive 


differences between 
BJ. and P.D 
policy and the “Schedule” policy 
Comprehensive 


1. May be 


2 Covers 


four 


written for three years 
liability out ot 
ownership, maintenance or use ot 


arising 


any automobile 

3. Coverage is afforded for any un 
anticipated (“unknown"’) hazard 

+. |Less exclusions 


diffcrencs he 
and 
and the straight fire and 


Explain the 


comprehensive fire 


os car be covered 
1) Stolen hub 


s fo your 
cap 
> l; rem 
<2) Short circu 


3) Damage to car after it has been 


stolen 


4) Damage caused anothe? 


automobile 


j Personal efiects left m car 


(a) Comprehensive covers any di 


rect and accidental loss or damage 


except loss cause d by collision or up 
glass, 


%t and includes breakage ot 


caused by missiles, falling ob 


loss 
jects, fire, theft, explosion, earth 
quake, windstorm, hail, water, flood, 
vandalism, riot and civil commotion 
theft 
direct and accidental loss caused by 


transportation 


Straight fire and covers only 


fire, lightning, and 


theft and is consequently a much 


more limited form of coverage 
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(b) (1) Theft loss caused by pil- 
ferage, can be covered under com 
prehensive and theft. 

(2) If damage is confined to and 
caused by short circuit there is no 
coverage and obtainable. 
Coverage is with 


none is 
excluded along 
wear, tear, freezing, mechanical or 
electrical breakdown, If as a result 
of the “short” a fire starts, both 
comprehensive and fire insuring 
agreements would damage 
other than that sustained by the elec 
trical equipment as a result of the 
sort, 


2 
(9) 


cover 


Covered under comprehen- 
sive or theft insuring agreements. 
(4) 


ance agreement 
excluded 


Covered under collision insur 


but can be covered 


for fire or by special endorsement. 


io) 
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CHASE CONOVER & CO. 
CONSULTING ACTUARIES AND 
ACCOUNTANTS 
135 SOUTH LA SALLE STREET 
CHICAGO 3, ILLINOIS 


Telephone Franklin 2-3868 








HARRY S. TRESSEL & ASSOCIATES 
Certified Public Accountants and Actuaries 
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Harry S. Tressel, MAL A. Wm. H. Gillette, C.P.A. 

W. P. Kelly 


M. Wolfman, F.S.A. 
WA. Moscovitch, A.S.A Robert Murray 


Franklin 2-4020 
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Consulting Actuaries 
Auditors and Accountants 


116 John Street, New York, N. Y. 
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Consulting Actuaries 
Insurance Accountants 
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Telephone Plaza 7-6612 
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Consulting Actuaries 
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MISSION 


HE National Association of In- 
ype Commissioners held its 
mid-winter meeting in New York 
City from December 7 to December 
11. Commissioners from all forty- 
eight states were in attendance as 
wel as representatives of Hawaii, 
the Virgin Islands and the Canadian 
Provinces of New Brunswick, On- 
tario and Quebec. 

In his keynote speech, president 
Wade O. Martin, 5S; of Louisiana 
characterized automobile insurance 
as the number one problem facing 
the industry today. He called on the 
commissioners to take all possible 
affirmative action to reach a solution. 
Martin noted 
encouraging signs such as a growing 
understanding on the part of the 
public that its actions determine the 
insurance it must pay and the prog- 


Commiss1oner some 


ress being made in safety education. 


Automobile Rates 


The subcommittee on automobile 
rates of the N.A.L.C. is studying the 
“insure the driver” method of rating 
automobile liability insurance sug- 
gested by Commissioner Knowlton 
of New Hampshire and will continue 
to cooperate with industry repre- 
sentatives in order to prepare a 
report for the June meeting of the 
association. 

The special subcommittee of the 
blanks which been 
considering excess of loss reinsur- 
ance reported that, in its opinion, it 
is not desirable nor feasible at this 
time to report excess of loss reinsur- 
ance on a separate line in the annual 
statement (as had been proposed by 
the Insurance Company of North 
America Companies). It felt that 
such reinsurance does not constitute 
a sufficiently different class of busi- 
ness to warrant special handling, 
that the problem applies to a rela- 
tively few companies and that in any 
event it is possible and desirable to 
allocate such premiums by cover- 
ages in the annual statement. Final 
decision as to the handling of this 
deferred to the June 


committee has 


item was 


meeting. 


ID-UNNTER NEETU 


The association as such decided 
not to take a stand on the proposal 
of the National Bureau of Casualty 
Underwriters that a 5% profits and 
contingencies factor be included in 
casualty rates. The Bureau may 
now make filings including such a 
factor and each commissioner will 
their 


" 
a 2% 


reach his decision on 
approval. Until June 1951 
factor was used in rate making. The 
subcommittee of the casualty and 
surety committee considering the 
profit and contingencies factor re- 
affirmed the stand it had taken last 
April in favor of a 344% factor. 
the took no 
formal action and the subcommittee 
was dismissed so that final decision 
on the National filing 
rests with each individual state. 

The definition and interpretation 
of underwriting powers committee 
recommended that it be authorized 
to prepare an amended marine 
definition which will conform to the 
amendments in force in the majority 
of the states, further clarify the defi- 
nition and make such other changes 
in it as seem appropriate. The 
amended definition will be submitted 
to the June, 1953 meeting of 
N.A.LC. 

After many years deliberation the 
association adopted a uniform de- 
posit law to be recommended for 
passage in each of the states. The 
uniform law would provide for 
deposit of certain securities for the 
protection of all policyholders in the 
United States. Evidence of such 
deposit would be furnished to the 
commissioners of the other states in 
which the company operates. The 
proposed law is the result of three 
years of study by the subcom- 
mittee on uniform deposit laws and 
regulations headed by Commissioner 
Kavanaugh of Colorado. 

At the meeting of the executive 
committee the date and location of 
the spring meeting—June 7-11 at 
the St. Francis Hotel, San Francisco 
—was reaffirmed and the December, 
1953 meeting was scheduled for 
Miami Beach, Florida, on dates to 
be fixed later. 


own 


However, association 


Bureau 5% 
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FIRE RATE REVISIONS 


IRE rate revisions which became 
PF chective December 2 in Cali- 
fornia are estimated to represent an 
annual savings to policyholders of 
$8,000,000. The revisions apply to 
fire and extended coverage policies 
and include substantial reductions in 
dwelling rates and a smaller increase 
on contents rates. 

Reduced fire insurance rates which 
are estimated to represent a savings 
to policyholders of $1,425,000 be- 
came effective in Georgia on Janu- 
ary 1, 1953. The revisions apply tc 
both buildings and contents except 
risks of fire resistive construction 
and those protected by automobile 
sprinklers. 


CALLS FOR COOPERATION 


UTI and stock insurance 
| eel s should work together 
to stop the increasing trend of state 
insurance regulations to control 
every operation of the insurance in- 
according to John A. 
Diemand, president of the Insurance 
Company of North America. Only 
a relatively few years ago insurance 
operated in a free market but today 
state control of rates, forms, and 
other operational activities is vir- 
tually stifling the business, said Mr. 
Diemand in a recent address. He 
called on insurance officials to fight 
the battle personally by appearing 
before insurance commissioners in 
their deliberations on all matters that 
might tend to increase their control 
over the business. 


dustry, 


CANADIAN MERIT 
RATING PLAN 


HE Dominion Board of Insur- 
_— Underwriters, which in- 
cludes companies writing roughly 
half of the automobile insurance in 
Canada, has announced a merit ra- 
ting plan for individual passenger 
car drivers over twenty-five years 
of age. Such drivers would be eligi- 
ble for a 20% discount on their 1953 
premiums if they have an accident- 
free record for the last three years. 
The plan is to go into effect at the 
same time the 1953 rates are promul- 
gated. 

For January, 1953 


THE NAT ATION FOR INFANTILE 


HIGHWAY IMPROVEMENT 


ENERAL Motors is conduct- 
ren a national essay contest with 
$194,000 in cash awards for the 
best ideas to get America’s highway 
and traffic system out of its present 
muddle. The company expects no 
panaceas or instant remedies to cure 
the nation’s highway ills but does 
hope to get millions of people think- 
ing and asking questions about the 
current highway problem. It hopes 
the entries will help answer prob- 
lems of financing, planning and ad- 
ministration that are involved. The 
essays will not be judged on literary 
merit but on originality, sincerity 
and practical adaptability. The com- 
petition, which closes March 1, is 
open to any resident of the United 
States except the judges and their 
immediate families. Entry blanks 
may be obtained at any General 
Motors car or truck dealer or by 
writing to General Motors Better 
Highways Awards, General Motors 


Building, Detroit 2, Michigan. 


PARAL S - FRANKLIN D 


ROOSEVELT, FOUNDER 


JOIN THE MARCH OF DIMES 


HOPE FOR A CHANGE 
con- 


E HAVE all noted with 

WY cau anxiety the past 
tendency of the Federal government 
to venture further and further 
the field of private enterprise in- 
cluding insurance.”” Commissioner 
Wade O, Martin, Jr. of Louisiana 
told the National Associa- 
tion of Independent Insurers. “We 
will all hope that one of the changes 
to be brought about by the new 
administration will be to arrest the 
present swing of the government 
control pendulum and start it back 
in the other direction,” 
commissioner who is president of the 
National Insurance 
Commissioners. He listed as the 
three most important 
problems facing the 
dustry ; the critical automobile 
dent situation, the need for a better 
understanding of the work of state 
insurance departments, and the re- 
sponsibility of the industry to ex- 
periment in new fields of coverage 

107 


into 


recently 


continued the 
Association of 
immediate 


insurance in- 
acci- 





RE - 
INSURANCE 


INTER-OCEAN 
REINSURANCE 
COMP ANY 


CEDAR RAPIDS, IOWA 
NEW YORK 90 soun st. 


REVIEW AND PREVIEW—from paae |5 About the most that can be said is that there was some 
evidence of improvement in 1952. Rate reductions have 
Volume in the fidelity field was down in 1952 because halted and some rate increases have been granted so the 
1951 was the year to hit the renewal of three-year con outlook for 1953 may hold some slight encouragement 
tracts originally placed on the market in 1945, The loss 
ratio, which jumped substantially in 1951, edged some Miscellaneous Lines 
what higher in 1952 but the lin mained in the black 
Surety volume continued to advar in I! n record nland marine experience, which was reasonably good 
construction business and destined to remain at for some years, turned a bit sour in 1951 but showed 
high levels considering nstruction project read some little improvement in 1952. Crop hail premiums 
planned for 1953 and 1 need 1 new roads, scl rose to a new high and experience returned to the black 
and other public and private project he loss ratio, General liability, which has been in trouble for several 
which jumped some fourt points in 1951, improv ars, began to reflect the benefit of higher rates in 1952 
somewhat in 1952 an ft a good margin of pro ind should be profitable in 1953. Burglary and theft 
laken together, fidelity and surety volu nd ul tinued in the black in 1952. Glass benefited by 
showed little change in é igl rat and returned to the black Soiler and 
\ccident and healt] olur continued ) Cp . @ ma remained well in the black 
some 15% for the ve ich a w all-ti 
Experience remained satisfactory on commercial br Summary 
ness but rising hospital 
cause trouble on group busit nd hospitaliz 1 CO’ he t and casualty business has given a good ac 
erages. With more life com i ntering the field and ount of itself in 1952 and will continue to do so in 
additional sales effort being ted by most of tl al 953 and for years to come. It is a source of satisfac 
riers writing the line, volume shouk ntinue to clit tion tl the industry has made so fine a record in 
at a rapid pace nl re is a drastic change in th keeping pace with the increasing insurance needs of the 
economic picture, €% hould continue in lit public. It has grown to impressive size, has done a 
with experience of 1 Mast veal splendid job and has won the confidence of the whole 
country in its integrity and its capacity for valuable 
Workmen's Compensation SeTVICt industry has never been without problems 
and probably never will be. Management's confidence 
Rising payrolls kept workmen's compensati¢ peri in the future is reflected by many increases in dividends 
til 195 1en the ies to stockholders while the increase in market quotations 


ence on a tavorable basis un é 
of rate reductions and increased benefits turned the tide for insurance shares attests to the sharing of this con 


1 


and the line has been in trouble for the last three vears fidence bv investors 
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Through the years, AMICO has contributed to public and industrial safety 
through its agents and... 

CENTRAL AUTOMOBILE SAFETY COMMITTEE —meets every month 
to study accident causes and guard against recurrence. 

LIFE SAVING AWARDS—are presented to those employees of policy- 
holders who, through quick thinking and accident prevention practices, 
save another's life. 

KEMPER FOUNDATION FOR TRAFFIC SAFETY —contributes finan- 
cially for the training of outstanding municipal policy traffic officers at the 
Traffic institute, Northwestern university. 

These are among the public safety projects that have gained recognition 
for AMICO and its representatives nationwide. 








Employer's Resp.—from page 27 


his employees with information that 
will enable them to know how to 
obtain benefits to which 
entitled and to avoid being misled 
by those who would abuse the pro- 


they are 


gram for selfish purposes 
In almost state legislative 


session there are controversial pro- 


every 


posals with respect to both benefit 
amounts and disqualification provi- 
Too often, I think 
these proposals emanate from Wash- 
be part of a 
concerted effort to create complete 
state unemployment 


sions. some of 


ington and seem to 


uniformity in 
insurance laws, this uniformity to 
be based upon standards that have 
been determined in Washington. For 
example, I have seen articles from 
Washington proposing the doctrine 
that regardless of the grossness of 
the the refusal of 
work, benefits should never be post- 
poned for more than four weeks. 
hey seem to preach that although 
the man voluntarily quit a good job 
without any reason, he is voluntarily 
They 


misconduct or 


unemployed only four weeks. 
try to make themselves believe that 
after four weeks, he automatically 
somehow becomes involuntarily un- 
employed so as to immediately qual 
ify for taxpayers’ money. They have 
also tried to convince everyone that 
those who quit jobs, those guilty of 
misconduct, and those who refuse 
work should have no part of their 
They seem to 


insurance canceled 


Cudd & Coan, Juc. 


Nation-Wide Service 
SPARTANBURG, SOUTH CAROLINA 


preach that simply by the passing 
of four weeks or his guilt 
is thereby and he 


less 
washed away 
then somehow becomes unemployed 
through no fault of his own. By such 
argument they have convinced a few 
legislatures, but Congress has turned 
deaf ear to such argument. For the 
program to purpose, it 
must be administered by people fa- 
miliar with local conditions, customs 


serve its 


and pe licies. 


Benefit Amount 
Employers look at benefits as a 
partial for 
wages incurred by the workers who 


compensation loss of 
experience unemployment due to the 
temporary lack of suitable work op- 
portunities. As benefits are a par- 
tial replacement of wages lost dur- 
ing temporary unemployment, the 
weekly benefit amount should be 
carefully geared to prior take home 
pay of the individual. Benefits must 
not be so large as to remove his in- 
centive to work. On the other hand, 
benefits should be sufficiently high 
to temporarily relieve hardships and 
permit the purchase of basic necessi- 
ties without taint of charity. Unless 
the proper attention is afforded the 
relationship of take home pay and 
benefits, the state 
would become disrupted. Those who 
wish to the unemployed 
worker that he can and will receive 
in benefits as much as his pay check 
amounts to when working, should 


economy of a 


assure 


TELEPHONE 750 
CABLE: CUDCC 


Reinsurance -:- Treaty and Facultative 


Markets 


Managers 


-:- Domestic and Foreign 


-:- Reinsurance Pools 


GENERAL AGENTS -:- SOUTHEASTERN STATES 
CORRESPONDENTS -:- LLOYD’S, LONDON 


314 PINE STREET 


re-examine their perspective. They, 
or maybe you or I, might be tempted 
to malinger at least a little now and 
then. In fact, it behooves job seek- 
ers, unions, and the taxpaying John 
Q. Public to prevent malingering by 
every practical means, including of- 
fering suitable employment to claim- 
ants. When the taxpayers are con- 
vinced that the job insurance pro- 
gram is reasonably free from un- 
worthy recipients, the worthy and 
deserving job seekers will be more 
readily and more adequately pro- 
vided for. 

I think employers are quite wil- 
ling—and for deserving 
claimants to receive generous un- 
employment benefits and for a sub- 
stantial length of time, provided that 
through proper laws and effective 
administration there shall be a guar- 
antee that benefits shall be denied to 
those who are ineligible or disqual- 
ified or whose unemployment is the 
result of circumstances over which 
the employer has no control. 

Many employers advise me they 
tell state agencies “He quit volun- 
tarily,” or that he “walked off the 
job.” Some of these employers can’t 
understand why the state agencies 
pay these job quitters money and 
charge it to their experience rating 
accounts, and thereby raise their tax 
rates. These employers say it is not 
their fault the person is not working, 
and it is hard for them to under- 
stand why they have to furnish 
money with which to pay such peo- 
ple any time. It is hard for the busi- 
ness man to see that benefits are not 
paid or denied on the 
whether the employer was at fault 


anxious- 


basis of 


or responsible for the unemploy 
ment. He can not readily appreciate 
the argument and ideology that the 
fundamental purpose of the law is 
to alleviate the evils and effects of 
unemployment. Many 
have the concept that unemployment 
compensation is a penalty upon them 
When 


they are shown in simple and under 


employers 


for causing unemployment. 


standable language their responsi 
bility with respect to the situation, 
they will more readily accept that 
responsibility. 

Under current pressure to divert 
the job insurance program to some- 
thing that was never intended, em- 
ployer participation is needed more 
than ever to insure that the program 
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is not made to do dual service of in- 
surance and relief. Even now there 
is in some circles a concerted effort 
to eliminate the employer's partici- 
pation in the program other than as 
taxpayer for the maintenance of the 
system. With this accomplished, job 
insurance programs would be 
pressed into service of relief as well 
as insurance—and that was never 
intended. The disqualifying provi- 
sions of state laws would be weak 
ened in such a way as to convert the 
system into a relief program. As 
long as the employer interest in the 
venture is retained, no such prosti 
tution of the system will take place. 
The program must retain its integ 
rity and be administered in such a 
way as to aid worthy qualified per 
sons and strengthen our economy 


Interest and Responsibility 


Employers, as citizens and as em 
ployers, are interested in a fair and 
economical administration of all laws 
whether it be one relating to job in 
surance or to the construction and 
maintenance of highways. They are 
as much interested in seeing tat 
properly qualified unemployed work 
ers receive benefits promptly as they 
are in seeing that disqualified appli 
cants are barred. Their interest here 
devolves on them a responsibility for 
full cooperation with the administra- 
tive agency. It is incumbent on them 
to counsel, cooperate with, and assist 
the agency in its task of administer- 
ing the program by promptly furn- 
ishing it with complete gnd accurate 
information surrounding separations 
from jobs under disqualifying condi- 
tions. 

Employers are coming to see that 
while not designed primarily for 
their benefit, job insurance does have 
value for them. They have come to 
realize that job insurance is some- 
thing that, at least indirectly, bene- 
fits everyone. Many of them even 
now may not agree with every aspect 
of either the program or its admin 
istration; however, it can be said 
that they are generally in accord 
with both the program and admin- 
istrative procedures. 

Employers know that we are all 
integrated into an economic system 
in such a way that we are dependent 
upon each other whether it be by in- 
dustry or by individual, and that 
they can succeed only in an economy 

(Continued on the next page) : 
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COMMERCIAL STANDARD 


a Multiple Line “A” rated company 
with A MILLION DOLLAR CAPITAL 
and OVER A MILLION DOLLAR SURPLUS 
Now in its Twenty-eighth year 
of PROGRESSIVE DEVELOPMENT 
W rites 
Automobile (All Coverages) 
Workmen’s Compensation 
Public Liability 
Burglary 
Plate Glass 
Bonds 


FIRE, EXTENDED COVERAGE 
INLAND MARINE 


COMMERCIAL STANDARD 


Tusurance Company 
FORT WORTH, TEXAS 
NO STANDARD HIGHER THAN COMMERCIAL STANDARD 








where poverty 


to a niinimum 

the position they lin our econ 
omy. They it workers must 
then ol obs, old as well 


that 


ovment 


look te 


new, and they who 


stabilize empl they 


evade the consequences of unempt 


ment 


To assure oper and. ettfective 


administration, employers must rec 


opize a respon i Vy ot 


seeing that 


benefit funds come from a pay roll 


tix rather than federal grants 


Po assure continued employment in 


lovers have opposed 


terest, many | 


zero tax rat for any company 


what the job insurance progran 


needs most from emplovers is more 


With that, 


and cooperation will follow 


interest understanding 
When 
thre program receives tl interest and 
attention tt 


that 


merits, employers wil 


tind vreater benefits flow t 


4 


them through better and stronger 


CCOMOMLS 


HE three Chinese junks featured in the 

current window display at the home office 
of the Alfred M. Best Company represent 
a small part of the collection of Monsieur 
Estienne Sigaut, president of the Compagnie 
Franco-Americaine d'Assurances. They were 
built to scale in his home in China and repre- 
sent years of work and study. 


The Tsungming island trader at the left 
in the picture is an estuary ship plying 
chiefly between the Tsungming island parts 
in the lower Yang-Tze and the harbors on 
the Whangpoo River, mainly Shanghai. This 
model has lee-boards and flat bottom but 
a different spread of sail than the junk at 
the right and no bow decoration 


The model in the center represents a 
small fishing junk such as those used around 
the Chusan Island, south of the Yang-Tze 
Estuary and East of Ningpo. It has a rather 
sharp bow curving upward and sails of the 
spritsail type 


AUTOMOBILE RATE CHANGES 


EVISIONS in automobile lability 
| Eden rates tiled by the Na 
| wu oof Casualty Under 
November 
17 in Pennsylvania, November 24 in 
New l 
North 


ind December 15 in 


ional ure 


vriters became ettective 


December in 
Carolina and thode Island 


Oklahoma. The 


Hampshire, 


changes asic limits covet 


apply to 
bodily imjur ul 
combine dl 


experiet 


unchanged, 
S18 or 


rates 
| 


mcreased 
depending on the ter 
Ti Tho 


\ 


rates imecreased 


The Hangchow junk model on the right 
represents a coasting trader used in the 
estuaries of the Yang-Tze and Sie-Tang 
rivers (south of Shanghai). It has a shallow 
draft, flat bottom, relatively high clearance 
between the deck and the foot of the sails 
lee-boards in place of a keel, and flat bow 
with a monster's head for decoration in the 
tradition of the Tao-Tie. The ten man crew 
is housed in the stern with the rest of the 
below-deck space used for cargo storage 
This type of junk is the Chinese counterpart 
of the London barge. 

None of the ships have stays or shrouds, 
the masts being held in a kind of tabernacle 
pressed into a cut in a heavy deckbeam. 
All have bulkheads, a characteristic of 
Chinese junks long pre-dating their use on 
Western ships. They evolved into their 
present form over the course of centuries 
through the “trial-and-error” method and 
are well adapted to their particular trade 
and the waters in which they sail 


Commercial vehicle rates increased 


trom $2 to S18 


Vorth arolina—private passenger 


ar rates increased from $4 to $8 


vehicle rates increased 


from $& to $15. 


Commercial 


Rhode 1sland—private passenger car 


rates increased from $2 to $9. Com- 


mercial vehicle rates increased trom 


to S30 


/klahoma—-private passenger cat 


rates increased from $3.50 to $20 


Commercial vehicle increased 


from $4 to $22 


rates 


\fter a hearing, the National Bu 


reau of Casualty Underwriters dis 
missed as groundless and denied in 
all respects the application to reduce 
liability rates 


James 


automobile insurance 
in New Jersey made by T. 
lumulty on behalf of George West 
Both Mr. Tumulty and Mr. West 
are attorneys in Jersey City. The 
the plaintiff that the 


increase made last September 1 was 


contention of 


illegal can now, if he desires, be 
brought before Commissioner W. N 
Gaffney 

\n estimated average decrease 0! 
5% in physical damage rates for 
commercial vehicles, filed by the Na 
tional Automobile Underwriters As 
sociation, became etfective December 
On local 
fire rates were reduced re 
13% 


rates for comprehensive and other 


8 in Georgia hauling 
vehicles, 
sulting in decreases of in the 
coverages Which include the fire peril 
Collision premiums were reduced for 
the $50 deductible and increased for 
the higher deductibles resulting in 
an average reduction of 3%. For 
intermediate hauling risks there was 
Long distance 


no change in rates 


hauling fire rates reduced 


slightly 


were 
with collision rates remain 
ing the same. Collision rates on truck 
type tractors and the higher-valued 
commercial vehicles were increased 
with the adjustments applying also 
to commercial local hauling collision 


\ bad 


will be 


record 
reflected in 
automobile 


accident 


for 1952 
953 


Canada’s 1 


insurance accord 
that 
For rating purposes the 
Dominion is divided into one hun 
dred districts and the new rates will 
take into consideration the experi- 
ence of each individual district 


rates 


ing to industry leaders of 


country 
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AETNA Casualty & Surety Company 
AUTOMOBILE Insurance Company 
Hartford, Connecticut 


Special Extra Dividends 


In celebration of the centennial anniversary of the 
\etna Life, The Aetna Casualty & 
and The Automobile Insurance Company paid special 
extra dividends of 20¢ per share on January 2, 1953 to 
stockholders of record 1952 

] 


quarterly and extra dividends were also paid on the 


Surety Company 


December 15, 


same date. 


AETNA Insurance Company 
Hartford, Connecticut 


Increases Dividend 


This company has increased its quarterly dividend 


from 50¢ to 60¢ per share. Payment on the new basis 


was made January 2, 1953 to stockholders of record 
December 8, 1952. An extra dividend of 25¢ 


was also declared, payable December 26, 1952 to stock 


a share 


holders of record December 8, 1952, bringing total divi 
dends for 1952 to $2.25 per share, 
in 1951. 


the same as was paid 


AGRICULTURAL Insurance C 
Watertown, New York 


Stock Split Proposed 


\t their annual meeting February 26, the stockholders 
of this company will vote on a recommendation of the 
directors to split into two and one-half 


shares of 
company’s present $25 par 


par value, each share of the 
value stock. It is also proposed to increase the author 
ized capitalization of the company from 300,000 to 400, 
000 shares of $10 par value stock 


For January, 1953 


The usual 





$10 | 


QU SOLYLLL: 


AMERICA FORE Group 
New York, New York 


Offer to Arbitrate 
Ne W 


resulted in 


York City 


delays up to 


In order to relieve the congestion ot 


has 


, 
issist Claimants In 


court calendars (which 


three years) and to having their 


cases disposed of more promptly, the group has offered 


to arbitrate personal injury cases pending against their 


] 


| 
iers t 


policyhol which cannot be settled amicably. If all 
arbitrate, the arbitration will 


l \rbi 


procedure ot The 
tration Association, a non-profit public service organiza 


parties involved agree to 


be handled under the \merican 
tion. For the present, the proposal is limited to personal 


injury claims arising out of automobile accidents oc 


curring in New York City. The companies will assume 


all charges made by the Arbitration Association 


AMERICAN GENERAL 


Houston, Texas 


nsurance Company 


Stock Dividend 


his « increased its paid-in capital from $1, 
500,000 to $2,000,000 on December 31, 1952 through 


1 331.4% stock dividend 


ompan 


the distribution of 


AMERICAN Insurance Company 


Newark, New Jersey 


Promotions and Elections 


company recently made 
Scott Hale, secretary to 


The board of directors of this 
the following 
vice president; Stanley H 
and Eugene M. Cook 
In addition, G. Everett Geerken, 
Vernon M. Clifton 


promotions | 


Keiter, assistant secretar\ 
asSistant treasurer, to secretaries 
Frank W. Cornish and 
assistant 


were elected secretaries 
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CE =6XASSOCIATED RECIPROCAL Exchanges 
Port Chester, New York 


New Attorney-in-Fact 

The advisory committee of each of the Exchanges of 
the Associated Reciprocal Exchanges, Port Chester, 
N. Y., has voted to substitute Reciprocal Managers, Inc., 
for Ernest W. Brown, Inc., as attorney-in-fact for the 
subscribers at each Exchange. Reciprocal Managers, 
Inc., is wholly-owned by the Exchanges. Schuyler 
Merritt, II, has resigned as secretary and treasurer 
of McKesson and Robbins, Inc., to become chairman 
and president of the new attorney-in-fact. Mr. Merritt 
will also head the management of Arex Indemnity Com- 
pany, the casualty affiliate of the Exchanges. Additional 
officers of Reciprocal Managers, Inc., will be: First 
vice president, Robert M. Dewey, vice presidents, 
Robert E. Adams, Alwood Y. Blair, Vincent E. Dono- 
hue, Valentine W. Gerrish, D. L. Starr, Philip Wilkin 
and Paul I. Thomas; treasurer, Alfred Knudson and 
secretary, Marion E. Sawyer. 


TRIMTY UNIVERSAL 
INSURANCE COMPANY 


DALLAS, TEXAS 


Pioneers in Multiple-Line Underwriting 
FIRE @ CASUALTY @ BONDS 


BALBOA Insurance Company 
Los Angeles, California 


Te 


EDWARD T. HARRISON ¢ Chairman of the Boord 


eaneen 6 Aeettins © fendi New Executive Vice President and Director 


Lester C. Layman has been elected executive vice 
president and a director of this company, a wholly- 
owned subsidiary of the Seaboard Finance Company. 
Mr. Layman was previously secretary of the Aetna 
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Insurance Group. 


o— 
MEM DEPARTMENT BITUMINOUS Casualty Corporation 


+ ALL CLAIM 
To OFFICIALS iwsue- BITUMINOUS Fire and Marine Insurance 


weed 1 ‘at 
subject: Ere AND ATTORNEYS Company, Rock Island, Illinois 


You 
1952-1953 © 


current 


h 
tobly ve crs DIREC- 


cen on 0 White, Chairman and President 
TORY OF gs ond : F. B. White has been elected chairman of the board 
VEENDED INSU 7 and president of the Bituminous Casualty Corporation 
with individue a and the Bituminous Fire and Marine Insurance Com- 
saree. of COU. in co iatorme: pany succeeding the late Harry H. Cleaveland, Jr. Mr. 
ound experienced White was elected vice president and a member of the 
board of directors of the two companies in 1944 and has 


been active in that capacity since then. 
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neonates wy FIDELITY INTERSTATE Casualty Company 
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and loss representat 
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Best Company: vy. , 
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surance c 
alfred ™. 

75 FULTON STR! 
The paid-up capital of this company has been in- 

creased from $100,000 to $250,000 through the issuance 

of 15,000 shares of $10 par value stock on November 


24, 1952. 
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GENERAL Fire and Casualty Company 
New York, New York 


New Director 


Edward C. Lechner, executive vice president and 
chief operating officer, has been elected a director of 
the company. 


GENERAL GUARANTY Insurance Company 
Winter Park, Florida 


New Company 


This company was licensed and began business on 
August 26, 1952 with paid-in capital of $100,100 and 
contributed surplus of similar amount. Sponsors in- 
cluded Ralph H. Ely, president of Ralph H. Ely General 
Agent, Inc. The new company, at the present time, is 
writing auto liability, liability other than auto, auto 
property damage, auto collision, property damage and 
collision other than auto, fire, extended coverage and/or 
windstorm insurance. Expansion plans call for the un- 
derwriting of burglary, plate glass, workmen’s com- 
pensation and other forms of miscellaneous liability in- 
surance in the near future. Manual rates are used on 
all lines. Fire and extended coverage contracts are re- 
insured 100% with the American Title and Insurance 
Company, Miami, Florida. 

Officers are: President, Ralph H. Ely; executive vice 
president, R. E. Paine; vice presidents, D. E. Layman 
and Robert H. Frailey; secretary, William C. Hudson; 
assistant secretary, Mrs. A. Lorraine Adcock ; treasurer, 
Norman W. Smith. 


GOVERNMENT EMPLOYEES Insurance 
Company, Washington, D. C. 


Perry Joins Company 

George A. Perry, former deputy insurance commis- 
sioner of Virginia, has joined this company in an 
executive capacity as head of the new actuarial division. 


HANOVER Fire Insurance Company 
New York, New York 


Increases Dividend 

This company paid a quarterly dividend of 45¢ on 
January 2, 1953 to stockholders of record December 16, 
1952. It had previously been paying dividends at the 
rate of $1.60 per year. 
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@ Safeguard your client’s interests — 
stress the need of accurate appraisals 
to determine insurable values and 
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The Dinkler-Ansley 


DINKLER HOTELS 


Where insurance company officials and agents 
will always find the friendliest of welcomes! 


in Atlanta + The Dinkler-Ansley 
in Birmingham + The Dinkler Tutwiler 
in Montgomery * The Dinkler-Jefferson Davis 
in New Orleans * The St. Charles 
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Easier to Sell ! 


When you sell Harford Mutual fire 
insurance, you sell one hundred ten 
year reputation for stability and 
prompt settlement of claims. Write 
today for full information regarding 


agency advantages. 


“te HARFORD MUTUAL 
Insurance Company 
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HARTFORD Fire Group 
Hartford, Connecticut 


New Director 

George F. B. Smith has been elected a director of the 
Hartford Fire Insurance Company and the Hartford 
\ccident and Indemnity Company. Mr. Smith is execu- 
tive vice president and a director of the Connecticut 
Mutual Life Insurance Company and a director of the 
Phoenix State Bank & Trust Company. 


HARTFORD STEAM BOILER Inspection and 


Insurance Company, Hartford, Connecticut 


Pays Extra Dividend 


This company paid an extra cash dividend of 20¢ per 
share on December 15, 1952 to stockholders of record 
December 5, 1952. Total dividends for 1952 amounted 
to $1.80 per share as compared with $1.60 paid in 1951. 


INTER-OCEAN Reinsurance Company 
Cedar Rapids, lowa 


Dividend Action 


\ regular dividend of $1 and an extra dividend of 50¢ 
per share were paid by this company on December 16, 
1952 to stockholders of record November 25, 1952. This 
brought the return to stockholders to $2 for 1952, which 
is 50 more than was paid in 1951 and the same as was 
paid in 1950 


KEYSTONE MUTUAL Casualty Company 
Pittsburgh, Pennsylvania 


Rehabilitation Denied 

\ plea to rehabilitate this defunct company has been 
turned down by the Pennsylvania State Supreme Court 
It refused a petition by Commissioner Leslie to vacate 
an earlier decree ordering the dissolution of the company 


LIBERTY MUTUAL Insurance Company 


Boston, Massachusetts 


Independent Merit Rating Plan 


This company will inaugurate an individual merit 
and demerit automobile insurance plan February 1 in 
California. Limited to California because of legal re- 
quirements of other states and to private passenger 
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automobiles in that state, the plan is admittedly an ex 
ploratory one and is not claimed to be the final answer 
It will apply to 
damage coverages 


to the automobile insurance problem 
both bodily injury and property 
Briefly, the plan provides for a merit reduction of 1% 
of the premium for each accident-free year in which 
insurance is carried with the company. The merit re 
duction will be retroactive for present policyholders who 
qualify. Also a demerit increase of 5% will be applied to 
those who have an accident 


MANUFACTURERS Casualty Insurance 
Company, Philadelphia, Pennsylvania 


Appointments 


Hamilton W. McComb has been elected a secretary 
and Charles R. Eby an assistant secretary of the com 


pany 


PHOENIX Insurance Company 
Hartford, Connecticut 


Increases Dividend 


Directors of this company voted a dividend of 85¢ 
a share on the capital stock of the company (paid Janu 
ary 2, 1953 to shareholders of record December 10, 
1952) which represents an increase of 10¢ a share ovet 
the previous disbursement 


PREFERRED ACCIDENT Insurance Company 
New York, New York 


Suits to Recover Premiums 


Acting in his capacity as liquidator of this company, 
Superintendent York has entered 
suit in Federal Court in Savannah, Georgia, to recover 
premiums collected by an agent before the date of the 


Sohlinger of New 


liquidation. The suit, which involves some $5,500 in 
premiums, follows similar action in New York where 


the Courts upheld the superintendent. 


RHODE ISLAND Insurance Company 
Providence, Rhode Island 


Insolvent 


The Rhode Island Superior Court recently issued a 
decree adjudicating this company to be insolvent. 
Thomas J. Meehan, state director of business regula- 
tion, had asked for the formal declaration of insolvency 
which authorizes him to liquidate the company. There 
was no objection entered. 
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AGREE ON BOUNDARY 
1818 the United States and 
Canada agreed on boundary. 


JAMES MONROE 
Fifth President; born April 28, In 
1758; died July 4, 1831. Age 73. @ 
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THE SANTA FE TRAIL 
was blazed in 1821. 


THE FIRST STEAMSHIP 
crossed the Atlantic in 1819. 
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AGENTS ARE MAKING HISTORY .. . when they 


join Hawkeye-Security and Industrial. Every service is pro- 
vided to help them step up production . . . providing service 
without red tape . . . prompt, equitable settlement of claims 

. and home office representatives always at their service. 
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INSURANCE CO. 
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SHAMROCK Casualty Company 
New York, New York 


Organizing 

This casualty company is in the process of organiza- 
tion in New York. The company, which will have a 
capitalization of $350,000, will specialize in writing 
taxicab risks. 


SUN OF LONDON Group 
New York, New York 


Elections 


G. Leycester Parker, assistant United States man- 
ager of the Sun Insurance Office, Ltd., has been elected 
a vice president of the Patriotic Insurance Company of 
America and the Sun Underwriters Insurance Com- 
pany. Carl Schaefer, formerly general superintendent, 
has been named assistant secretary of the same two com- 


| panies. 


TRAVELERS Group 
Hartford, Connecticut 


New President 

J. Doyle DeWitt has been elected president of The 
Travelers Insurance Companies succeeding Jesse W. 
Randall who retired after 47 years with the organiza- 
tion. Mr. DeWitt has been with The Travelers since 
1925 and a vice president since 1950. 


UNITED STATES Fidelity and Guaranty 


Company, Baltimore, Maryland 


Dorsey, Executive Vice President 

Frank F. 
executive vice president, 
who has retired. S. G. 


vice president, has been elected 
succeeding Harry F. Ogden 
formerly assistant 
has been elected an assistant vice president 
as an aide to Mr. 


I yi rsey, 


Browning, 
secretary, 


and will serve Dorsey. 


Tax Refund 


Pursuant to a settlement with the Federal tax authori- 
ties, this company has received a refund of $1,964,033 
plus $645,908 in interest on its World War II income 
and excess profits taxes for the years 1943 through 
1946, The settlement was approved by the Bureau of 
Internal Revenue and the Joint Committee on Internal 
Revenue Taxation of the Senate and House of Repre- 
sentatives. 
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rem, heir Jos “4 7 Protects 


Reed, who spent 
yellow fever, the 


CONQUERORS OF DISEASE — Like Dr. Walter 


ears in the Jungle to conquer 
orld owes a debt of gratitude to 


the Men of Science who devote their lives to the 
study and cure of diseases of men and animals. 


The Northern Assurance has provided reliable 
Insurance Protection for over 114 years. 


VIRGINIA Fire and Marine Insurance 
Company, Richmond, Virginia 


Smith Succeeds Minor 


Clarke Smith, United States manager and president 
of the other companies of the Royal-Liverpool Insur- 
ance Group, has been elected president of the Virginia 
Fire and Marine Insurance Company. He 
Claude D. Minor, who retired from active service Janu 
arv 1 after 28 vears with the organization 


WESTERN Casualty and Surety Company 
Fort Scott, Kansas 


Stock Dividend 


The directors of this company have declared a 25% 
stock dividend increasing the capital of the company 
from $1,200,000 to $1,500,000. New certificates were 
issued on December 31 to stockholders of record De- 
cember 10 in the ratio of one new share for each four 
shares previously held 


succeeds | 


| THE WESTERN Mutual Insurance Company 


Des Moines, lowa 


Polio Policy 


On January 1, this commenced issuing 


policies covering polio and dread diseases 
one will protect 


ce ympany 
overage 





will be available in two basic policies 
the other will insure against nine 
In the latter, en 


against polio alone; 
dread diseases in addition to polio. 
| cephalitis, spinal meningitis, tetanus, cancer, diphtheria, 
leukemia, scarlet fever, smallpox and rabies are cov 
| ered 

available on either an individual 
They pay up to $5,000 per indi 


The contracts are 
or a family basis 
vidual on all the diseases except cancer. The cancet 
coverage is limited to $1,000 up to age 60. At age 60 
the cancer coverage drops to $500 and the leukemia 

| coverage drops to $2,500. 

The policies provide for hospital, medical, nursing 
surgical care; drugs and medicines; ambulance 
| service, blood transfusions; X-Ray, radium and other 
rental or pur 
chase of necessary braces, crutches and wheel chairs, and 


and 
therapy procedure; rental of iron lung: 


| certain transportation needs. 





_ Here Is a Major Advancement in COMPREHENSIVE “3-D” PROTECTION 
which helps to broaden your sales market ! 


COMPARE ANCHOR’'S ALL-INCLUSIVE FEATURES! 

















for o 


at no additional premium, 


Counterfeit 


motic reinstatement of coverage after 
additional premium, 
included in coveroge over 











~ = Coverage 
checking accounts against Forgery 
(2) Coverage for incoming 

money (limit $2,500 any one loss), (3) Auto- 
loss without ony 
fees 
(Ss) 


omicers 


14) Court costs ond ottorneys' 
o| the bond omount, 


Two yeors loss discovery period on all insuring agreements, 
(6) 30 day extension of Fidelity coverage on terminated employees. 
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A & H and Public—from page 84 


is conducted properly and in good 
faith. Their contracts are broad, 
they are not advertised with false 
inference, and they are sold by pro- 
ducers who diligently represent the 
product being sold. 
considered that per dollar of claims 
paid, there are numerically more 
claims disability insurance than 
in other forms of insurance. Hence 
there is more frequency possibility 


It is also to be 


of disputes arising. 

A recently reported study con- 
ducted by the New York Insurance 
Department is revealing since it 
shows that than one-third of 
the complaints received are directed 
at accident and health insurance. 
When the large volume of this form 
of insurance is considered, it is ap- 
parent from this study that the facts 
are in direct contradiction of the oft 
repeated charge that accident and 
health insurance causes more diffi- 
culty for the insurance commissioner 
than all other forms of 
combined. The insurance 
sioner can perform a valuable 
ice here, not only in handling 
ances on the part of citizens in his 
state, but in studying these griev- 
ances carefully as to source and na- 
ture. In this manner the commis- 
sioner can broad, and often 


less 


insurance 
commis- 
serv- 
griev- 


avoid 


unfair, criticism and regulation in 
favor of specific action going di- 
rectly and effectively to the source 
of difficulty. 


Ethics of Claimants 


The public, in this area, has a 
clear responsibility to itself. All 
claimants are not honest claimants 
nor do they approach the making 
of the insurance contract with a clear 
sense of ethics. Commissioner 
Murphy of Delaware, in recently 
addressing himself to this subject, 
pointed out that nine out of ten ac- 
cident and health policyholders who 
claim they have been gypped have 
actually gypped themselves by hav- 
ing made false statements when 
applying for the policy or in having 
withheld the full facts in connection 
with health history. “Every person,” 
the commissioner said, “should en- 
deavor to realize that when he signs 
an application for insurance, he is 
just as responsible for the honesty 
of his statement as an insurance 
company is in living up to the pol- 
icy contract.” 

The public has a responsibility, 
when the claim is made. It is 
beyond any doubt that in a 


too, 
evident 
depressed economic period the num- 
ber and severity of accident and 
health claims increases appreciably. 





Ohio Farmers Companies 


a 
OHIO FARMERS INSURANCE COMPANY . ( Lavtere> 1848 


OHIO FARMERS INDEMNITY COMPANY 


EASTERN DEPARTMENT. 
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Philadelphia - - 


LeRoy, Ohio 


+ PACIFIC COAST DEPARTMENT, Los Angeles 


If 


This is clear evidence that in dis- 
ability insurance the policyholder is 
such an important factor in control- 
ling his own claims. Increased pub- 
lic familiarity with insurance pro- 
duces a similar result. One of the 
worst abuses in the disability field 
is, of course, malingering. This is 
often difficult or impossible to prove 
in individual cases. Equally diffi- 
cult to prove are abuses by specific 
members of the public having an 
important relationship to accident 
and health insurance; namely, doc- 
tors and hospital administrators. 
These abuses injure not only the 
insurance company but the policy- 
holder as well, since any abuse can 
produce only one result—a higher 
premium cost for that form of in- 
surance. 

Generally, it would there 
has been gaining recognition on the 
part of companies in the accident 
and health field of the value of 
improved claim relations. Many 
irritants been gradually dis- 


seem, 


have 
appearing and service and courtesy 
to the policyholder have been im- 
proving. Here the insurance associa- 
tions have played a valuable role 
both in the development of uniform 
claim blanks and in the development 
of the so-called hospital admission 
plans. These should serve to reduce 
or eliminate the irritations often ex- 
pressed by doctors and hospitals and 
should result in increased value of 
the insurance policy to the policy- 
holder. 


The Producer 


The public representative of in- 
surance is the producer. His is the 
responsibility of a professional role 
in the economic life of his com- 
munity. As such he must be aware 
of the importance of accident and 
health insurance to the welfare of 
the individual in his community. To 
this end he must determine the needs 
of his client and attempt to fulfill 
Reflected from this 
will be his choice of company, his 
determination of the coverage to be 
sold in each instance, and the meth- 
ods and technics to be used in mak- 
ing the sale. 

High pressure salesmanship does 
not belong in accident and health in- 
surance. The responsibility of the 
producer is far too sacred, far too 


those needs. 
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vital to the personal life-long inter- 
ests of the policyholder and his family 
to permit of any practices other than 
those devoted to the sincere desire 
to serve and serve well. In so doing, 
the producer has a responsibility to 
discern the full extent of the client’s 
insurance needs and to, within real- 
istic considerations, attempt to pro- 
tect those He then is re- 
sponsible for a full explanation of 
the policy coverage and particularly 
of any limitations or exclusions of 
that coverage. Much public dissat- 
isfaction with accident and health 
insurance is attributable to failure 
in this respect on the part of pro- 
ducers. 


needs. 


Influence of the Company 


The extent to which the producer 
fulfills his responsibility is in many 
ways influenced by the company, 
particularly in the quality and ex- 
tent of the training which the com- 
To some this 
men and 


pany gives its agents. 
means simply training 
women in sales technics. Obviously 
the company must go far beyond 
this. It must select agents of calibre, 
good character, and a strong sense 
of the importance of the role they 
play. They must be trained not 
simply to pass a state licensing ex- 
amination, but to have a sound 
knowledge of the they 
sell and the principles of insurance 
And they must be instilled with a 
high sense of ethics in their re- 
sponsibility to the public. Again, it 
is unfortunate that in the accident 
and health field that is not always the 
standard. The result of any failure 
in this respect must inevitably be a 
cynical public. The 
such careless practices 
overestimated, particularly in an era 
when government is quite willing to 
assume responsibility where private 
initiative fails. 
The insurance 
ticularly comprised of 
ducers themselves, 
to overcome this handicap 
have encouraged higher standards of 
ethics and training. They have made 
training facilities more 
able. It would seem, from the 
still remaining to be done, 
that these associations must continue 
their good influences with continued 
zeal and effort as well as alertness 
to what could be a serious problem. 


coverages 


seriousness of 
cannot be 


associations, par 


those pro 
much 


They 


have done 


avail- 
job 


easily 


however, 


For January, 1953 








tions. 


Accident Protection? Income 
ance? Surgical ? 


Accident ? 


1951 alone, 


million dollars in benefits. 


tion. In 


The Largest Exclusive Health and 
Accident Company in the World 


MUTUAL BEMEFIT WEALTH & ACCIDENT 





You Name It...We've Got It... 


Years ago Mutual of Omaha was convinced that no single plan 
of insurance could meet the needs of all people under all condi- 
Today there’s a wide and flexible variety of low-cost plans 


in the Mutual of Omaha portfolio 


Dread Disease ? 


Mutual of Omaha has them all, and more besides. 


The policyowner can pick most any plan or combination of 


plans he wants, at a price he can afford to pay. 
million policyowners now look to Mutual of Omaha for protec- 
Mutual of Omaha paid more than 55 


What'll it be? 
Hospital Insur- 


Sickness and 
Replacement ? 


World-wide Travel 


Group? 


More than 2% 


ASSociation Ouwata, EGR 








The public official also has a re- 
this respect Pro- 
ducers in all states are subject to 
licensing. Many of these establish 
qualifications and examination for 
The public official can, 
jlay the role of watch- 
discerns 


sponsibility in 


such license. 

additionally, 4 
dog. If, for example, he 
that complaints center not only upon 
a certain company but upon a certain 
area and, in turn, upon a certain pro- 
ducer, it then would seem advisable 
for him to contact both the pro- 


ducer and the company to the end 
that the source of difficulty might be 
eliminated. 

The relationship between the pub 
lic and the producer would appear 
a simple The public should 
exercise normal and sound judgment 
in dealing with an agent or broker 
This would not seem to be too much 
to ask, since it 
citizen might be expected to do on 
his own behalf in any human rela- 


one 


is no more than a 


(Continued on the next page) 








A & H and Public—Continued 
tions. The producer, and the com- 
pany, on the other hand, should 
realize that the policyholder should 
be made to feel he has entered into 
an important contract, one to be 
valued and preserved; not a raffle 
ticket with as little chance of paying 
off. 


Advertising 


Closely akin to the foregoing is 
the respensibility of accident and 
health insurance to advertise its 
product well. It goes without say- 
ing that advertising should not be 
fraudulent or convey false infer- 
ences. There is an appreciable body 
of law prohibiting and penalizing 
such practices. It furthermore must 
be recognized that the American 
public is equipped to accept adver- 
tising as such, as sales inducement, 
as putting the best foot forward. 
Consequently, except where the law 
is clearly violated or avoided, the 
public official would seem to have 
little, if any, concern. 

Some of those who are responsible 
for such advertising, however, the 
company and the producer, might 
well give the subject of advertising 
their further consideration. We are 
all familiar with a certain type of 
advertising of accident and health 
insurance through the media of 
radio, magazines, and newspapers 
which instinctively cheapens our im- 
pression of that form of insurance. 
It is one of the reasons many pro- 
ducers and companies are prejudiced 
against this kind of insurance. It 
is responsible to a great extent for 
the impressions many public officials 
hold of this form of insurance. And 
certainly it influences general pub- 
lic opinion. The fact that it is suc- 
cessful in producing sales would 
seem to be beyond question, since 
otherwise it would not be used. And 
here the public must accept some 
responsibility. 

The greater harm in the long view, 
however, is what is done to the en- 
tire business by such advertising. 
There would seem to be little doubt 
that accident and health insurance 
will clearly not enjoy the high opin- 
ion it deserves until the level of the 
advertising methods sometimes used 
have been elevated in their general 
standards. 


122 


In the last analysis, however, it 
is the attitude of company manage- 
ment which determines the manner 
and degree to which responsibility 
to the public is accepted. All that 
has previously been said here is 
meaningless if the attitude of man- 
agement is not such as to, in each 
of these specific areas, bring about 
the best possible results. The com- 
pany writing accident and health in- 
surance today must be prepared to 
submerge competitive interest in the 
broad interest of the entire business. 
\ccepted principles and practices 
must be reviewed in the light of 
present day social, economic, and 
political thinking. Where broad 
changes in attitude and approach 
are needed, it must come from the 
management of the companies. It is 
their solemn responsibility not only 
to their own company but to the en- 
tire institution of private insurance 
to always be certain that their com- 
pany is in all ways serving the pub- 
lic and meeting its needs on as high 
a level as possible commensurate 
with sound insurance principles. Ex- 
pediency alone is insufficient. It is 
extremely doubtful if, in any human 
endeavor, expediency in itself has 
produced any results or growth of 
permanence. It has in its very na- 
ture the ruthless seeds of its own 
destruction. Nor is complacency in 
a job generally well done good 
enough. This attitude, too, is lack- 
ing in permanency, for what is com- 
placency today is stagnation tomor- 





LOW COST SALVAGE SERVICE 


Get our estimate before you settle. 
No damage is hopeless. 


All Clothing. 

Rugs, Carpets, 
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row. What is ever needed is a posi- 
tive, alert approach to accident and 
health insurance. Only in this man 
ner can the responsibility of our in 
surance companies to the public be 
most completely and _ satisfactorily 
fulfilled. 


Growth is a Tribute 


Accident and health insurance is 
a necessary and important form of 
insurance. It is one which attracts 
increasing public interest, as ex- 
emplified by its ever increasing ac- 
ceptance by the public as well as the 
many proposals for governmental 
forms of protection against the finan- 
cial hazards of accident and sickness. 
The majority of the companies 
which write this form of insurance 
are aware of their responsibility to 
the public. The growth of this form 
of insurance certainly could not have 
happened if this were not so, And 
this growth is a tribute to those com- 
panies and producers as well as the 
public officials who regulate their 
affairs. Coverages and practices 
have never ceased to improve. One 
need only examine the developments 
in the past seventy-five years to 
confirm this fact. There has been 
constant experiment, and all this 
has resulted in good to the public. 
In the past few years alone entirely 
new coverages have been brought 
into existence in the form of major 
medical expense insurance, polio in- 
surance, and insurance devoted to 
specific hazards. These new develop- 
ments are excellent evidence of the 
value of competition in the acci- 
dent and health field as well as the 
initiative of company management 
in being willing to risk development 
in untried fields. 


The High Goal 


And there is no reason to believe 
that this trend will fail to continue. 
As more is constantly learned about 
the complex insurance hazards of 
accident and sickness, more will be 
done to improve this form cf pre- 
paid protection to the public. It 
remains only for all those whose 
thoughts and actions affect this form 
of insurance to keep before them 
the high goal of constant improve- 
ment and ever increasing service to 


the public. 
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NEW 


Mexican Insurance Yeyrbook 


Mexican 
prepared 


the 
have 


lhe publishers o 
Review 
first, 


Insurance 
this, the 
\ earl UI k. 
is the history of Mexican insurance, 


Insurance 
Included in the volume 


Mexican 


information on insurance companies 
and organizations with biographical 
sketches, statistics on the companies, 
important court decisions and the 
insurance law Also listed 
are adjusters and surveyors, agents 
and brokers, actuaries, reinsurance 
intermediaries, etc. The information 
in the yearbook is in tri-lingual form 


ap] licable 


being given in French, German and 
English. 

464 pages—published by Revista 
Mexican de Seguros, Balderas 31- 
Desp. 201, Mexico City 1, Mexico 


Wisconsin Workmen's Compensation 
Law Pamphlet 


Che new edition of this pamphlet 
includes many important changes in 
the law plus a digest and a complete 
text of the workmen’s compensation 
law. Included are pertinent supple- 
mentary laws, amendments enacted 


by the 1951 legislative session and 
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additional annotations of cases de- 
cided since publication o* the 1949 
edition. 

$1 per copy—available from the 
Editor, Law Publications, Associa- 
tion of Casualty and Surety Com- 
panies, 60 John Street, New York 
38, New York. 


The Carpenter and You 


In booklet form, this publication 
expounds a practical formula for 
bringing the spirit of Christ into the 
office and into business and par- 
ticularly employer-employee _ rela- 
tionships. In a simple and readable 
style, Dr. Roy A. Burkhart, minister 
of the First Community Church of 
Columbus, Ohio, offers a Christian 
solution for many of our daily prob- 
lems both on and off the job. A 
space has been allowed on the back 
cover of the booklet for a company 
name imprint. 

62 pages—single copies, 40¢ each, 
quantity prices as low as 18¢ each. 
Published by The Dartnell Corpora- 
tion, 4660 Ravenswood Avenue, 
Chicago 40, Illinois. 
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LICATIONS 


Thoughts to Remember 


This low-cost “midget magazine” 
advertising that 
doesn’t look like advertising. Pub 
lished for monthly distribution under 
the imprint, it 
treasury of poems, proverbs, inspira 
tional favorites, anecdotes and tid 
bits of fact. The back page is 
reserved for the sender’s own sales 


is described as 


user's contains a 


message. 

red pages sample coptes, together 
with prices and full information, are 
available from the publishers, Book 
lette House, Inc., 637 Madison 
Avenue, New York 22, New York. 


Safety Responsibility Law Digest 


A new motor vehicle safety re 
sponsibility law effective 
January 1 in Rhode Island. A digest 
of the provisions of this law has 
been prepared for use in bringing it 
to the attention of those who will be 
affected by it. 

Single copies without charge; 
quantity prices furnished upon re- 
quest by Alfred M. Best Company 
Inc. 75 Fulton Street, New York 
38, New York. 
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REINSURANCE 
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incorporated 


OTIS CLARK 


president 


Complete Facilities in the 
Domestic and London Markets 


San Francisco 4 
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Jack Built—from page 90 


suggestions from the other associ- 
ates. As arule, the copy is based on 
a news item or on one thought, and 
the advertisement quickly but un- 
excitedly gets to the point. This ad- 
vertisement appears regularly in the 
same position on the financial page 
of the paper. 

The ads themselves have but one 
purpose: to identify the company’s 
name in a dignified manner with the 


business of insurance, and the 
agency feels that it is only a matter 
of time before it will be fulfilling 
its purpose in a very substantial 
manner, 


See Them to Sell Them 


Periodically throughout the year 
each control client receives a variety 
of account control data that not only 
keeps the agency's name before him 
but gives him the who-what-where- 
when-why-how of insurance infor- 
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mation. Invoices, statements and 
other mail usually contain an en- 
velope stuffer of selected material, 
obtained from one of the companies 
the agency represents, that describes 
a type of insurance. The agency, 
however, firmly believes in the 
slogan of the life insurance man, 
“You must see them to sell them.” 

All control accounts regularly re- 
ceive a copy of “Viewpointers,” an 
eight-page syndicated house organ 
which The McLaughlin Company 
purchases from an insurance serv- 
ice company. The magazine presents 
descriptions of insurance coverages, 
pictures, humor, and a quiz column 
in an easy-to-take mixture for the 
client. 

Each year The McLaughlin Com- 
pany purchases a large number of 
year books from The Marylander for 
presentation to clients. The associ- 
ates consider the year books one of 
the best and most dignified ways of 
keeping the agency’s name _ con- 
stantly before the client and have 
used this medium for a number of 
years. 

In the years to come, The Mc- 
Laughlin Company's sales and pub- 
licity program undoubtedly will ex- 
pand, but of one thing you can be 
sure: It will never lack dignity. 


Business Creed 


’ 

The past five years of growth, of 
planning, and of carrying out plans 
have done something to The Mc- 
Laughlin Company. Talk to Jack or 
to any of his associates and you'll 
find that all have the same hard core 
of beliefs—you might almost call 
it a philosophy—about the insurance 
agency business. In fact, these be- 
liefs form a creed that any wide- 
awake agency—big, medium, or 
small—can follow, and follow profit- 
ably. 

“We believe,” says Jack, “that 
we're in an era of fast-moving 
changes, that we have to be con- 
stantly alert to the advantages of 
new equipment, new selling ideas, 
new services. 

“We believe that the day of the 
so-called ‘insurance peddler’ has 
passed and that a constant study of 
the business in all its phases is neces- 
sary for every agent and uncon- 
sciously marks him, to his clients, 
as ‘a man who knows.’ 


Best’s Fire and Casualty News 





“We believe that there is no easy 
road to success, that hard work is a 
part of every job well done, but 
that such work can be made easier 
and more pleasant than the next fel- 
low’s through a proper purpose, 
proper plan, and proper tools. 

“We believe that with the cost 
of operation as high as it is in this 
period of inflation that only the most 
efficient agencies can survive, and 
that it’s the job of each of us to 
make our agency as efficient as pos- 
sible. 

“We believe that for 
agency operation an ever-increasing 
volume of desirable business, serv- 
iced by a thoroughly streamlined 
system, is the target at which to 
strike. 

“We believe that patience is a 
real factor in any successful venture 
and subscribe to an over-all effort 
based on the three P’s: Planning, 
perseverance, and patience. 

“We that profits fade 
with fear, indecision, and procrasti- 
nation and that we should constantly 
look for opportunity. 

“We believe that an agency should 
strive for self-sufficiency and not 
lean too heavily on the companies it 
represents for various services. 

“We believe that participation in 
civic activities not only gives an 
agent stature in his community, but 
that it is the obligation of the agency 
to the community.” 


successful 


believe 


Continuing Education 


It is obvious that The McLaugh- 
lin associates practice what they 
preach. In the matter of constant 
study, for instance, all associates are 
members and actively attend the 
meetings of the Insurance Associa- 
tion. Each year at least four or five 
of the agency’s personnel attend the 
insurance and bonding courses given 
by the association. The agency sub- 
scribes to practically all trade pub- 
lications for each of its associates 
These magazines are mailed directly 
to the associate’s home so that he 
can read them when he has the time 
and inclination to do so. 

\s for participation in community 
affairs, you'll find associates of The 
McLaughlin Company in the Junior 
Chamber of Commerce, on the 
Board of Trade, in the Sales Execu- 
tive Club, assisting in Red Cross and 
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Community Chest drives. This 
activity is carried over into their 
social lives, where they belong to 
such organizations as the Touch- 
down Club, the University Club, 
and various of Washington’s country 
clubs. 

But perhaps the true answer to 
the The McLaughlin 
Company and its associates is Jack 
Laughlin’s response when a visitor 
commented on the “Think” signs 
that a prominent business machine 
had given the agency. 


success ot 


company 


“Well,” remarked Jack reflectively, 
“they're fine signs, but just think- 
ing isn’t enough. If you get a good 
idea, a good prospect, a good any- 
thing, you must act on it and act 
now. Through thinking, you can 
aspire to the sun, but you'll never 
reach it unless you act. And if you 
should fall short of your goal—well, 
you're still a lot farther than if you 
had stopped with just the thought, 
just the aspiration.” 


Reprinted from The Marylander 











Measuring Utilization—from page 78 


the sum of machine running time 
and handling time); reported time 
(which is the time actually spent on 
the job): breakdown time and in- 
spection time which are self-explan- 
atory ; time 
(which in our case is equal to five 


and net available 
dlays times seven hours per day, less 
breakdown and The 
weekly report shows totals by indi- 
vidual machine and totals for all 
the type, from 
which we can determine how much 


inspection ). 


machines of same 
they were used and with what eff- 
ciency. 
Because the weekly report is 
broken down by individual machine 
it is possible for us to study the work 
load of each machine. The weekly re- 
port does not tell us what the trouble 
is, but it does help to isolate the 
problem and pin it down to a par- 
ticular machine. It then be 
necessary to review the jobs proc- 
that machine. For 
ample: the solution to one problem 
may be to consolidate batches—proc- 
ess the work less frequently and in 
larger batches, thereby reducing set- 
up time and permitting better sched- 
uling of work on this machine. 


may 


essed on ex- 


Monthly Comparisons 


Each job has an individual code 
number which is entered by the op- 
erator on his sheet and later punched 
into the machine usage cards. At 
the end of each month, we separate 
the cards job and run a 
report. In this way, we are able to 
examine our work in terms of the 
individual jobs and compare how 
well we did the job this month as 
opposed to the previous month, Let's 
look at the make-up of a monthly re- 
port 


for each 


The time taken to process each 
job is separated by machine type 


In addition, we include a separate 
entry designated as “O.” 

“O” is used to identify the manual 
time required by the job. This item 
is quite different from card handling 
and set-up time. Manual time in 
cludes time spent on a job but not 
spent in operating a machine. It 
includes time spent wiring plug- 
boards, labeling car decks and re- 
ports, reviewing procedures, trac- 
ing errors and various other non- 
machine functions 
ual time results in improved eff 
ciency on actual production it may 
be a very costly item. For example; 
it might be cheaper to have headings 
printed on a report form than to 
have an operator spend time labeling 
reports. On one job the manual time 
amounted to 360 minutes or 6 hours 
compared to 1,365 minutes or 22.7 
hours of actual processing time. For 
any kind of a regularly scheduled 
job, this is too high a proportion and 
should be investigated. 

Our next step is to compare how 
long the processing took compared 
to how long it should have taken. 
Perhaps we actually took 1,344 min- 
utes or 22% hours, whereas, our 
standard indicates it should have 
taken only 920 minutes or 15 hours. 
This would indicate our overall eff- 
ciency on the job was something 
under 60%. Looking it over by 
machine type, the reproducer and 
interpreter operations may look to 
be in line. Sorting is a little bit off 
but not appreciably. Collating, how- 
ever, took almost twice as long as the 
standard would indicate. 

The calculator operation again 
looks to be in line. When we look 
at the last two items, however, the 
tabulator and summary punch, we 
find that both look bad. This as 
sumes real importance in light of 
the fact that each hour of tabulator 
time costs $6 or more. The excess 
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tabulation time on this job repre- 
sents about 2%4 hours or about $12 
or $15. In looking at jobs where 
the tabulator time is excessive, we 
have found the principal trouble to 
be: 

(1) Lack of detailed instructions 
concerning the job. Most tabulator 
set-ups require setting a number of 
switches, hammerlocks and zero sup 
Without a 
cedure to follow even experienced 
operators find this a 
job 

(2) Lack of, or 
decks. 

(3) Poorly designed forms with 
little or no tolerance, in the printing 
areas. 

Neither the weekly nor the 
monthly report tells us what actu 
ally causes poor usage or inefficient 
operations. However, they do help 
us to isolate the trouble area. They 
enable us to determine which is the 
machine with low usage or the job 
which has a troublesome procedure 
or schedule. This, in turn, makes it 
possible for us to attack the prob 
lem more directly with a minimum 
of preliminary fact finding. We can 
quickly get to the machine with low 
usage or the report which is taking 
too long to prepare 


pressors. definite pro 


cumbersome 


failure to use, test 


Four Principal Ratios 


In addition to the weekly and 
monthly reports, certain statistics 
have been very helpful from an over- 
all company point of view. Top 
management just wouldn’t have the 
time to the weekly and 
monthly reports from each dvision 
However, in order that 
ecutives may be 


review 


our ex- 
informed of the 
overall performance of our machine 
installations we do work up four 
principal ratios from monthly sum- 
maries. They are 


1. Machine usage—This ratio of re 
ported time to available time indi 
cates the relationship of the work 
load to total capacity. This of course 
reflects the amount of reserve capac 
itv. By following the trend from 
month to month it is possible to 
anticipate shortages and shift ma 
chines to meet increasing or decreas 
ing work loads. 

2. Machine operating rate—This 
ratio is secured by comparing how 
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long the work took, with how long it 
would have taken had it been done 
at the theoretical or standard rates 
In reviewing the figures from month 
to month, it is possible to note 
whether the overall efficiency of a 
section is improving or remaining 
Stati 
pervision and operating personnel 
ire markedly reflected by changes 
in this ratio. 


The effect of changes in su- 


}. Scheduling and procedure effi- 
In effect this ratio reveals 
set up as opposed to the time the 
machines were producing work. It 
highlights those installations where 
the work is processed in small 
batches the sections 
where it would appear savings can 
be made by studying their scheduling 
ind procedure problems 

+. Attained machine output—This 
is a comparison of how many hours 
the machines were actually running 
with the total hours they were logged 
in on the work. The first ratio, ma 
chine usage, may show the machines 


ciency 


and indicates 


in a particular section were in use 
70% of available time. Then in 
looking at the attained machine out 
put we may find the machines were 
actually running only 60% of the 
the work. Thus, 
during the month the machines were 
actually producing work 42% of 
the total time available. By com 
paring one section against another 
ind the from month 
to month, we are able to see what 
improvement, if any, is being made. 


time logged on 


same section 


These four ratios, calculated from 
the monthly summarization of ma 
chine times, gives us a good overall 
picture—at a glance—of the usage 
and efficiency which we are experi- 
encing in our machine installations 
Perhaps the most important 
from the executives’ viewpoint is 
that it presents an easy way to re 
and compare the usage and 
efficiency of different machine sec 
tions. For a closer look at operating 
conditions we, of course, go to the 
weekly report or the monthly report 


by individual job code. 


use, 


view 


Actual Conditions 


So much for the reports—I think 
the reader will be interested in some 
of the actual conditions observed as 
a result of analyzing particular situ- 
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ations pointed up by a review of the 
statistical part of our program. 


1. When jobs are converted to 
punched cards the normal pattern is 
to make the machine procedures con- 
form as closely as possible to the 
old system. In many cases the full 
effect of maintaining the old sched- 
ule is not given proper weight. The 
use of punched card machines is 
based on processing a reasonable vol- 
ume of work at one time. Where it 
may have been feasible to process 
work manually in small batches, this 
becomes costly whén the procedure 
is converted to punched cards. 
Our machine usage statistics 
showed us that we were spending 














more time on set-ups and card han- 
dling for policy loans and surrenders 
than on the actual machine process 
ing. This was due to processing 
the work in small batches in the in 
terests of better policyholder serv 
ice. It then became a question of 
weighing the benefits of faster serv- 
ice to policyholders under this sched- 
ule against the savings in operator 
and machine time which would re- 
sult from processing the work in 
larger batches. This problem is now 
being studied for possible schedule 
or system changes. 

2. A further example of the job 
which is converted to punched cards 
without proper consideration for 

(Continued on the next page) 
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Measuring Utilization—Continued 


those features peculiar to punched 
card machines is the fancy single 
sheet hand tailored report. We've 
had jobs of this nature and they 
always show a very low efficiency 
ratio due to the heavy requirements 
for set-up and _ handling time. 
Wherever possible, we have changed 
to continuous forms with simpler 
set-ups, thereby taking advantage of 
the automatic features of the tab- 
ulator and reducing the cost of the 
report. 

3. Probably our most costly problem 
in machine units servicing several 
divisions or departments is that of 
periodic peak loads. When manual 
jobs are taken over from several 
departments, the result is a number 
of month-end, and quarterly reports 
all falling due at the end of a cal- 
endar month. 
tistics point up this condition and 
help us to determine which jobs 
should be re-scheduled. Many sta- 
tistical reports and reports which 
do not come under the company’s 
tax and accounting requirements 
could just as well be cut off as of the 


Machine usage sta- 
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tenth or fifteenth of the month so 
long as each report includes a com- 
parable period. By rearranging 
these month-end cut off dates, it is 
usually possible to reduce peak loads. 
These changes are reflected in lower 
requirements for machines and op- 
erators. 
4. Questions pertaining to alloca- 
tion of equipment can now be 
resolved with comparative ease. 
Also, it has become very much 
easier to forecast needs by noting 
trends. In view of the long delivery 
period for most punched card ma- 
chines this becomes a very important 
point. 
5. Whenever a section is required 
to absorb a number of new operators, 
either because of turnover or in- 
crease in volume, it is reflected im- 
mediately in the statistics in the form 
of a lower efficiency operating rate. 
This clearly indicates the need for 
a sound training program designed 
to help the new operator become 
qualified as rapidly as possible. In 
addition, it emphasizes the need for 
clear and adequate descriptions of 
the procedure for handling each job. 
6. We are able to be much more 
factual in our discussions with serv- 
ice men about experience with 
breakdown and inspection. We are 
now able to spot those machines 
which are giving particular trouble 
as well as compare breakdown rec- 
ords of new types of equipment with 
breakdown records of older models. 
7. In exploring the usefulness of 
these statistics we have developed a 
complete mechanical costing pro- 
cedure for I.B.M. work. Based upon 
the company ratios derived for usage 
data, a complete machine and oper- 
ator cost factors have been developed. 
Thus using company averages we 
can and do calculate the machine, 
operator, and total job cost. These 
cost factors are of particular help 
in evaluating suggestions, new pro- 
cedures and making manual vs. 
mechanical job analyses. 
8. By using attention factors, the 
ratio of man hours to machine hours, 
we determine our staff requirements 
and operator rate of production. 
This in combination with machine 
usage statistics complete the pic- 
ture. The source data or detail cards 
are so set and coded as to provide 
a comprehensive picture. It is pos- 
sible to analyze our operations by 


date, by job, by machine or machine 
type. Load studies can be con- 
ducted for daily, weekly, or monthly 
work. Thus, scheduling problems 
can be reduced to a specific situation. 


A Worthwhile Activity 


Some readers may be wondering 
whether we care how much it costs 
us to maintain a “window” from 
which to look at machine usage. The 
answer to that is a very definite 
“Yes.” The manual work consists 
primarily of the operators’ entries on 
their reports and the keypunching of 
that data. From there on practically 
all of the calculations and reports 
are made by machine. That part of 
the program I have described repre- 
sents less than one per cent of the 
expense of our machine sections. 
This, we feel, is a very reasonable 
fee to pay for the control tools of- 
fered by the program. A machine 
usage program such as I have de- 
scribed is not a “cure all.” It does, 
however, offer a great deal of help 
in clarifying what problems exist 
and provides a means for intelligent 
analysis of those problems. 


MORE REALISTIC 
DISCOUNTS 


hs A MOVE which may well be 
widely followed in other states, 
New Hampshire has reduced the 
discounts allowed on term fire in- 
surance policies. Under a filing of 
the New Hampshire Board of Un- 
derwriters effective February 2, 
1952, the discount on a five year 
policy will be 12% instead of 20% 
while that on a three year policy 
will be 10% instead of 1674%. 

The rule has also been broadened 
to make a number of additional 
classifications eligible for term poli- 
cies. The change in discount will be 
implemented by a reduction of 742% 
in the annual rate level so that risks 
which have been receiving term dis- 
counts will continue to pay the same 
premium. The reduction in discounts 
has drawn the attention of Com- 
missioner Cheek of North Carolina 
who has requested the consideration 
of such a revision by the North 
Carolina Fire Insurance Rating Bu- 
reau when it makes its annual rate 
review. 
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NATIONAL PROBLEMS 
REMAIN 


F  acupen national health insur- 
ance appears to be a dead issue, 
most of the other national problems 
facing the insurance industry are 
unchanged by the recent elections, 
Maurice Herndon told the Local In- 
surance Agents Association of the 
City of New York recently. Mr. 
Herndon, who is Washington repre- 
sentative of the National Association 
of Insurance Agents, stressed the 
bi-partisan nature of many of the 
problems, outlined the six areas in 
which the federal government al- 
ready exerts either direct or indirect 
control and made a strong plea for 
participation in government by busi- 
nessmen in general and agents in 
particular. 


LEGISLATIVE PROGRAM 
HE Wisconsin Association of 
Insurance Agents is planning a 
two-pronged campaign when the 
1953 state legislature convenes. It 
will work for a more stringent agents 
qualification and licensing law and 
the cessation of the insurance of city 
and local governmental properties by 
the state. It does not object, how- 
ever, to self-insurance of state owned 
properties. 


RECORD CONSTRUCTION 
TOTAL 


tain that construction totals for 
1952 will surpass the previous all- 
time high of 1951. Contract awards 
for the thirty-seven eastern states, 
compiled by F. W. Dodge Corpora- 
tion, total $15,307,552,000 for the 
first eleven months of this year com- 
pared with $15,751,131,000 for the 
entire year of 1951. Construction 
has now become the leading industry 
in the United States, having over- 
taken agriculture within the past 
year, W. D. Dean, general manager 
of the Bureau of Contract Informa- 
tion, Inc., stated at the annual meet- 
ing of that organization in New 
York. John C. Brodsky, vice presi- 
dent, Fidelity and Casualty Co. was 
re-elected president of the Bureau, 


be Is now considered virtually cer- 
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EFFICIENT USE OF 
ADJUSTERS 


HE uneconomical use of more 
i one adjuster on losses of 
under $250,000 was scored by Gil- 
bert L. Scott, secretary of the loss 
department of the North British 
Group, in a recent talk. Addressing 
the Oklahoma Fire Underwriters 
\ssociation, Mr. Scott said, how- 
ever, that it was just as uneconomical 
not to use two adjusters on a loss 
of more than $250,000, 


UPWARD TREND IN FIRE 
LOSSES 


A UPWARD trend in fire losses 
in the United States in 1953 is 
predicted by Percy Bugbee, general 
manager of the National Fire Pro- 
tection Association. Speaking at a 
regional conference of the associa- 
tion in Houston, he estimated the 
daily average of property damage 
would be over $2 million and that an 
average of 34 persons would lose 
their lives by fire every day. 
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TO PROTECT CHILDREN 


Hk 


harness 


manufacture of a_ baby 
that variety of 
announced by Duke 
The Safe-T- 


\uto baby harness is said to protect 


has a 


uses has been 


Koehler ( ompany 
children from auto accidents and can 
also be used in almost every activity 
of the child 
keeping the child from falling while 


\mong the uses are 


in an automobile, assuring 
his 


dows and do rs, 


riding 


against falling out of car win 
keeping him from 
bumping his head when sudden stops 
are made, as well as preventing falls 
in the home, from high chairs, easy 
chairs, and davenports 

Pets, 
traveling or at home, both for safety 
For 


also, can be harnessed while 


and for keeping them at home 


dogs ol 


cats the harness is snapped 
to the collar giving freedom of move 
the sit 


vet keeping it out 


ment and | 


or » down, 


eTnuitting pet to 


the driver’s way and protecting it 
from injuries due to sudden stops. 

The harness is hooked over the 
back of the front seat of the car, yet 
it does not interfere with the comfort 
of any of the passengers. It is 
adjustable to any car or piece of 
furniture and can be set up ready for 
use in less than a minute. 


MILLION DOLLAR 
TRUST FUND 


GkoUP of sixteen French insur- 
nee companies has established 
a million dollar trust fund with the 
City Bank Farmers Trust Company 
trustee for the protection of 
American and Canadian reinsurance 
business. The fund will apply to and 
will protect only such business as is 
written for the French companies 
by C. T. Bowring & Company (In- 
surance) Limited, the well-known 
insurance concern, under- 
writing manager for the group. The 
trust became effective as of August 
1, 1952 and will continue until 
December 31, 1965. Signatures to 
the trust deed are: Nationale Reas 
L’Union I.A.R.D., La 
Preservatrice, L’Urbaine & La 
Seine, Mutuelle Generale Francaise 
\ccidents, L’ Abeille Incendie, Phe- 

La Prevoyance, La 
\ccidents, La Provi 
dence Incendie, Societe Nord Afri- 
caine de Reassurances, L’Abeille 


\ccidents, Le Monde 1.A.R.D., Le 


as 


London 


surances, 


nix Incendie, 


Providence 


meucan Cquty 


AMERICAN TITLE AND 
EQUITY GENERAL 
and 


BALOISE FIRE INSUR 


ANCE 


INSURANCE COMPANY 
INSURANCE CO 
the 
a) 


MDA, Th 
MPANY LT 


Secours, Le Nord LA.R.D., 
Parricipation 

William B. Mendes, 
tive partner of the New York law 
firm of Mendes & Mount, reports 
that the trust irrevocable 
except in the contingency of the 
Bowring underwriting agreement he 


senior exccu 


deed is 


coming sooner terminated and then 
the only funds which can be with 
drawn by the companies will be thos 
in excess of their outstanding lia 
bilities. “All U.S.A. and Canadian 
dollar premiums payable under the 
underwriting the 
French companies involved are sub 
ject to the trust and 
over to the 
the American and 


agreement to 


will be paid 
All 


Canadian 


trustee claims of 
insur 
the 


protect 


ance companies protected by 
trust he 


commitments of 


will available to 


any company party 
to the trust under its reinsurances in 
of American and 


companies, when such reinsurances 


favor Canadian 
have been placed pursuant to the 
underwriting agreement.” 


E. C. ENDORSEMENT 


HE broad form dwelling en 


dorsement the 
Soard of Fire Underwriters of the 


developed by 
Pacific has been approved for use in 
California the 
form, to be at 
tached to 
coverage tor the pe rils specified in 


Included in new 


which is designed 


the basic fire policy, is 


the extended coverage endorsement 


and the additional extended covet 


age endorsement plus some added 
perils 
$50 deductible additional 


coverage 


\ new 
extended endorsement, 
proposed by the North Carolina Fire 
will be 
considered at a public hearing sched 
tor 


Insurance Rating Bureau, 
yg 


January 27 28 by Com 


Waldo Cheek 


uled 


missioner 


PREMIUM PAYMENT RULE 


EMBERS or 


New York 


nderwriters 


the 
Board of Fire 
previously 


\ ork 


whereby 


have approved the plan 
voted the New 
Exchange 


Fire 
the 
Board will supervise the Premium 
Payment Rule. The « 


January 1 


on by 
Insurance 


h inveover he 
came effective 


Best’s Fire and Casualty News 





4 COMPLETE INDEX 


LAST SIX MONTHS 


EDITORIALS OFFICE METHODS 


Classification of Admitted Assets—Stock 
Mutual Companies . 

Editors’ Corner, The (monthly) 

Insurance Stock Trends .. 

Letters . 

Mutual Operating ‘Expe nses . 

Mutual Semi-Annual Eaperience 

Mutual Underwriting by Lines .. 

Rating the Financial Structure of Insurance Companies 

Review and Preview . 

Semi-Annual Experience— Stock 

Stock Operating Expenses ...... 

Stock Underwriting by Lines 


Annual Statement, 1952—A Kuenkler Dex 
Around the Office—Guy Senniin (monthly) Jan 
Better Letters—-Richard H. Morris Jan 
Booklets (monthly) .. Jan 
Budgetary Control) -Ralph A. Bloomsburg e Nov. 7 
Case of the Backwards Number, The— Victor Montgomery, Jr. Nov. 
Catechism for a Career Girl Oct. 
Centralized Tabuiating—Maynard Branch .. ... June 
Clean Desk, A—Guy Fergason pase June 7 
Clerical Accuracy, Improving—Bennet B. Murdock . Aug 
Coffee Hour, The—Guy Fergason ..... .. Bept 
Determining A. & H. Claim Liabilities—&. H. Minor . May 
Does Management Really Want Suggestions ?—Guy Fergason Aug 
Do Job Specifications Help?—Guy Fergason .. July 
BUYERS & LOSS CONTROL Employee Economic Education—Thomas R. Reid .. .June 
J i 7 Faster Reading—Heien Nation Dec 
——. vive A lock to : er ‘ oc. St Financial Incentives Worthwhile?, Are—Guy Fergason Jan 
Agent, e Buyer ane eR, B. Gadlagher . . 
Anti-Slip Floor Waxes—Michael Sveda fees Cline Aasneioten, Zo AD~Fowes 8. Meliency ‘May © 
Behind the Losses (monthly) ee ee ee ae _— 
Buyer and The Agent, The—R. B. Gallagher 2 Internal Communication ee ee Tec 
Buyers’ Round Table (monthly) : Jan. 25 Interviewing—Lauwrence J. Ackerman . July 
Employer's Responsibility, The—7.M. Forbes Ji = Management Consultants—Guy Fergason : Nov. 7 
Fire Prevention Week : Sept. ¢ Management's Kesponsibility—George A. Conner Sept. 73, Oct. 
Human Factors in Highway Safety--Dr. Ross A. McFarland t. & Measuring the tilization of Punched Card Machines 
Loss Control (monthly) Je ¢ Raymond Hun Jan 
Small Business Safety—_Ned H. Dearborn A d : Modern Aids to Office Efficiency (monthiy) Jan 
Truck Fire Protection—R. C. Coleman Office Equipment Directory (monthly) Jan 
Office Unionization—Guy Fergason ;. ‘ieee 
Personnel Administration—Wade F. Shurtleff .............. Aug. 
LEGAL & CLAIMS Punched Cards Cut Costs—David Maundrell . Dee 
Records Management—Farl P. Strong ..... . .. Sept. 
Work Scheduling and Production—Guy Fergasen cesce May 7 
Year-End Bonuses—Guy Fergason .. Dec 


Pe et teh hh 
PASH ANZA 


Accident & Health Claims Relations 
Contracts, New Insurance—W. Edgar Porter 
Cumulative Liability under Surety Bonds—£ 
Federal Taxation—Charles W. Tye 
Fire Legal Liability—A. Mason Blodgett . 
Fraudulent Claimants and Malingerers—Bert FE 
Good Faith—s. M. Elliott sea - July RATE CHANGES 
Hospitalization Claim Trends P. Dowlten ‘ 
Insurance Contracts, New—W. Edgar Porter eee --. Jan, 53 Automobile 
Judge Says, The—Thomas FE. Lipscomb (monthly) . Texas, Ithode Island ; : ....-May 102 
Legal Spotlight, The (monthly) .. . .Nov. Conn., Del., ppates, . . \ i. os » vee 
Loading and Unloading—Allan P Gowan all 37, } y 43 Ww. Va., N. - wr June 105 
Loss Logic (monthly) m oan 5a New Jersey a coaneyiraese : .. duly & 
Motor Carrier Losses—Charles W. Morgan .Sept. 2° Cal., Del., Idaho, Mo., Dist. of Col., Maine, Mass., Md..Aug. 99 
Surety Bonds, Cumulative Liability under—F. Vernon Roth. ./ -2 Ariz Conn., 2 _ “Ind., Kansas, Ky Maine, Md., 
Theory of Defense, The—Fred fh. Hanson a . Nov. 6 Mich., Neb., ¢ ® Nev., N. M., Utah, Wis a Pe 
Training Adjusters—F. H. Bockius eae me .. Nov. Kansas ‘Sept : 
Valued Polictes—/ioward D. Ileath . f a Fla., Minn., N. Y., . Tenn., West Va ’ Oct. 143 
Warehouseman’s Liability—Rohbert A. Wherry > oc. 2 Ala., Fla., Ga., Ky., Neb.. Tenn., Wyo Nov. 100 
Tennessee, Virginia Washington Dec, 114 
Ga., Okla., Pa., N. H., N R. I Jan. 112 
MANAGEMENT & GENERAL Employers’ Liability 
New Jerse June 134 
A. & H. Developments (monthly) Jan. Excess Limite 
A. & H. Insurance and The Public J. F. Follmann, Jr Ji California .... embed June 105 
Audit of Statutory Statements, The—-Edward J. Reilly Ji ‘ Fire 
Automobile Lines, Outlook for Thomas 0. Carlson » Alabama . eneneseve May 57 
Aviation Experience aden , 5 Kentucky ... ieee June 112 
Business Interruption, Underwrit'ng —Henry C. Klein Se Arkanane vee , Sept. 91 
“Comprehensive-Type” Coverage Fred J. Pahody 2 Florida, Tennessee ee Nov. 113 
- EG, EL spew en natewe Dec, 49 
Dilemma, The Shelby C. Davis California, Georgia .... Jan. 107 
Peonomic Aspects of Health Care- Harry Becker Se 3 Glass 
Excess for the Millions—H. BF. Gate rg Countrywide (except Louisiana) May 46 
Fire, The Future of-—-Fred H. Merrill : y New Jersey June 108 
Future of Fire, The--Fred H. Merrill 
Harmony in Zone Examinations Joseph Kh. Glennon Massachusetts, Maine, penmaperanta June 108 
‘ : Lh ne | a mre Oct. 76 
Have We the Answers?--H. FE. Curry ) : oc, nereaxed Limit Tables 
Health Care, Economic Aspects of—Harry Becker : 4 Florida, Virginia ........ May 102 


: . Liamiity 
Improving Coordination Ohio. N. 


Finance—Joseph W. Oliver 
Production—Lester D. Mills, Jr " 
Legal—Charles J. Feltrath z : ; ‘Ala.. Ariz., Cal., Conn., Del., D. of C.. Fin. Idaho. 1., 
Insuring State Property—Jospeh Klein } a Maine, Mass.. Mo., Mont.. Neb.. Nev. N. H.. N. M. 
Management Research—-Frank Lang tov ; N. D., Okla,., 8. D., Utah, Vt. Wyo. ; ... duly 42 
National in Scope—Donald C. Bowersock Alaska, Georgia, Maryland, Michigan, Washington Ang. 2 
pone ceoy . . Z athe 8 : aoe en Cart “ Ala.. Aria., Conn. Del.. D. of C.. Ga.. TH... Towa. Maine, 
utloo or Automobile Lines homas arlson b Ma.. Mase Mich. Neb.. Nev., N H.. N. M..N. D.. §. D.. 
Pressing Problems—Perrin C. Cothran . 2 Ttah,. Va. Vt.. Wash.. w yo., Puerto Rico . . Sept. 110 
Progressive Repetition—Kenneth J. Bidwell t. Arkansas, Miasiarinpi Tennessee, Texas .. Nov. 9 
State Property, Insuring—Joseph Klein tov. 3% anna ye Rhode Island ......... . Jan. 6 
at ane Deere ae C. Klein ‘Miehican yeeros . ° May 1%4 
nsatisned Juc fs unds i iper . New Jersey, Minnesota . otennneesebacene .. June 124 
What Limits? . M. Hough and W. A. Hayden ....... Nov. 2 Vircinia . ° ° July 
Zone Saat Harmony in—Joseph R. Glennon California. North Dakota, Pennsylvania, New York, Texas. ou R2 
Aug. 33, Sept. 9% Maryland, Michigan Sésenwcete ° . 148 


Y.. N. J., Towa. Va Oct. 
on. bonenpersain Rhode Island Dec. 49 
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Nebraska 
North Carolina, New Jersey : 
New York, Missouri 


SALES & EDUCATION 


Agents Hold Annual Meeting 

Are You & Stranger in Your Territory—/ohn M. Wilson 

Best Protection, 

Business Builders—M. H 

C.P.C.U. Questions and 
Part I—Insurance Principles 
Part Il—Insurance Principles 
Part Ill—General Education 
Part IV ‘ ‘ . 
Part V—Accounting and Finance 

Chatlenging Job, A- pmpregers’ Pioneer 

Challenge, The—Ralph H. Walke oe 

Farm we Insurance—/rvin "Swinehart 

Fidelity and Public Official Bonds—Donald H. Colyer . 


. .Sept. 
The -Nov 
"Blackburn -Jan. 
Answers—A merican 
and Practices 
and Practices 


Institute 
May June ¢ 
Aug 
, Oct 


Quiz of the Month 

Inland Marine Contracts .. 

Accident and Health 

Insurance Education 
Salesman is Human, The . R. Parker .... 
Sales Slants from Other Fields (monthly) 
Sales Record System—D. A. Bartlett 
Selling Tips from the Home Office (monthly) 
Silken Path or Iron Barrier—Mabel B. Parker 
Talking Business, A—W. G. Strathern 
Time Element Insurance—Carl H. poggestony 
Training A. & H. Underwriters—D. D. 
Transportation Insurance—CGeorge F. W egoner 
Visualizing Method, New—Lyne 8S. Metcalfe ... 
Vital 30 Seconds, The—W. G. Turquand ... 
What's in a Name—EFdward A. Connell 
Who Does the Buying ?—Fireman’s Fund Record . 
You Can't Affo Richard L. Frey 


. 101, Sept. 61 
N 


rd to Guess 





Field Supervisor, Your—Kay Cushman 
First Ten Words, The—alph L. Davidson 
Four Partners—Prof. Laurence J. Ackerman 
House that Jack Built, The 

Meeting Competition J. Price 

Meeting New Accounts—Forrest KW undell ... 
Miscellaneous Konds—-Standurd Service 
Multiple Location Rating Freae— Walter M. 
Overseas Insurance Collie 

Planned Programs—B. J Deenen 


Public Official Bonds, Fidelity and- ‘Denald H. “Colyer ; 


Public Service—Herbert L. Broo 


Shelden . 


Building Cost Index 
Company 
Conventions 
Fire La 
Home Office 
Insurance 

New Publications 

Stock Index, Best's 


Ahead 


Developments 


Monthly . 
and Field Appointme nts . 
Stock Quotations et 


MISCELLANEOUS 


INSURANCE COMPANIES REPORTED UPON (FROM MAY, 1952) 


Aetna Casualty, Hartford 
(Special Extra Dividends) 

Aetua (Fire) Group, Harttord 
(Executive Changes) 
(New Director) 

Aetna Insurance, Hartfore 
(Increases Dividend) 
Agricultural Insurance, W 
(Stock Split Proposed) 
Alemo Casualty, San Antonio 

(Merger) 
America Fore Gr 
(Appointments) 
(New Director) 
(Offer to Arbitrate) 
Americun-Associated C os., 
(New Vice l’resident) 
(Doenges, Vice President) 
(Discontinues Commission 
Differential) 
(New Vice President) 
American Farmers Phoenix 
(Injunction Sought) 
American Farmers Mutual, 
(Dahimann, Vice President) Aug. 1 
American Fidelity & Casualty, itichimond 
(Suit Filed) May 1 
(Not Licensed in D. 
American Fire & ¢ Ling 
(New Director) 
American General 
(Stock Dividend) 
American General, 
(Licensed) . 
American Guarantee, New “York 
(See Zurich Fire) ........-.see00e Nov. 
American Insurance, Newark 
(Promotions and Elections) Jan 
American Manufacturers. New York 
(See National Retailers) Ju 
American Mercury, Washington 
(Reorganized) 
(Capital Increased) 
American Motorists, Chicago 
(Official Changes) d 
American Mutual Liability, Boston 
SEE DOES cccccdcnccoecssces May 
American Title. Miami 
(New Vice President) Jv 
Associated Reciprocal, Port. Chester 
(Advancements) .... .Sept 
(New Attorney-in-Fact) Jan 
Automobile Insurance, Hartford 
(See Aetna Casualty) 
Balboa Insurance, Los 
(New Executive V.P 


-Jan. 113 


itertown 


Nov 
Chicago 


Orlando. 
May 
Tous ton 


Minneapolis 


Jan 
Angeles 
and Director) 
Jan 
Rankers Insurance. Conway 
(See Southern Farmers) 
Rankers & Shippers, 
(Stock Splits) 
Bituminous Companie 
(Official Changes) 
(White, Chairman and ?P resident) Jan 
Riackstone Mutual Fire, Providence 
(Brightman, President) A 
Roston Insurance. Roston 
(Propose Stock Split) 
Caledonian Group, Hartford 
(Increases 1. S _Pande-Cagttal) 
(New Secretary 
Century Inderanity, Hartford 


. Met. 
Oct 


132 


(Withdraws from Canada) June 121 
Chureh Mutual, Merrill 

(See Wisconsin Church Mutual) ..May 121 
Citizens United, Indianapolis 

(Trankle, Exec. Vice President) ..Sept. 125 
Commercial Credit Group, emttere 

(Van Horn, Director) . May 117 
Commercial Mutual Fire, Lebanon 

(Changes Title) . 121 
Commercial Standard, 

(Ihuck, President) . 
Consolidated Mutual, 

(See Consolidated tranpayers} 
Consolidated Taxpayers Mutual, 

(Changes Name) . 
Continental Casualty, 

(To Buy U. 8. Li ife) 

(Doubles Available Limits) 

(Acquires Life Affiliate) 

‘ew U. S. Life Officials) 

(Recommend Stock Dividend) 
Continental Fire & Casualty, Dallas 

(Merging) ... . Dec 
Continental Insurance, New York 

(New Director) 

(Dividends Increased) 
Continental Union, Birmingham 

Ge BD vc ccccacdcesecs Sept. 
Cotton & Woolen, Boston 

(Changes Name) 
Dearborn National Group, Detroit 

(Controversy Resolved) .. Sept. 
Delta Fire & Casualty, Baton Rouge 

(New Company) M 
Dixie Fire & Casualty, 

(Capital Increased) 
Dorchester a Fire, Boston 

(New Presiden 
Druegists Mutual,  eoenemens 

(Jones, Manager) .........0.0e004 Aug. 
Eastern Insurance, Wilmington 

(Order of Conservation) ......... May 
Employers’ Group. Boston 

(New General Counsel) 

(White, Advanced) 

(Fxecutive Change) Ss 
Emplovers Reinsurance, —paane City 

(Gains in First Quarte u 
Enterprise Mutual Fire, Phiiadeiphia 

(Suspended) 

(Liquidating) 
Excelsior Insurance, § yracuse 

(Capital Increase) ............. Sept 
Excess Insurance, New York 

(Reinsurance Facilities 

FPixpanded) 

Excess Reinsurance 

(Merger Planned) 
Farm Bureau Cos.. Columbus 

(New Vice President) ... Sept 
Farm Burean Mutual Auto.. Columbus 

(Polio Coverage Increased) . 

(New Directors) 

(N. Y. Auto Rates Increased) } 
Farm Burean Mutual Fire, Columbus 

(New Directors) May 
Farm Rurean Mutnal Group, Columbus 

(Finter New Jerszer) 
Federal Life and Casualty. Detroit 

(Frecuttve Anpotntment) saan 
Fidelity and Denosit, Raltimore 

(New Director) 


Dec. 


Sept. 125 


Fort Worth 


-..-July 105 
Brooklyn 
05 


, Chicago 


.. Dee. 


June 122 


P hils ndelphia 
. Dec. 


(Extra Dividend Increased) .... 
F . elity Interstate, Philadelphia 
apital Increased) .. Jan 
Fidelity. Phenix Fire, New York 
(See Continental Insurance) 
Fire Association, Philadelphia 
(Hatch, Executive Vice 
President) 
(Hatch, President) 
Fire Insurance, a 
(Revises Title July 106 
Fireman's Fund ‘essa, San puanes o 
(Official Chan June 122 
Fireman's Fund Insurance, San Prageiote 
(New Director) July 107 
(New Directors) . 139 


..-Dee. 121 
114 
July 106 


June 122 
..Nov. 139 


First Security, Washington 
(New Company May 119 
Foremost Insurance, Grand Rapids _ 
(New Company Sept. 126 
(New Vice President “and Treas.) . -Dee 122 
General America Group, Seattle 
(Executive Chan ) Aug. 112 
General American Casualty, San Antonio 
(See Alamo Casualty) N 
General Contract Corp., St. Louis 
(See Midwestern Fire & Marine). .Dec. 122 
General Fire & Casualty, New York 
(New Director) . 
General Guaranty, Winter Park 
New Company) eee 
Genera! Insurance. Fort Worth 
(Vasen, Prec eee President) ..Sept. 126 
General Lioyds, San Antonio 
(See Alamo MED cccccocees May 117 
General Reinsurance Group, pened York 
(Executive Appointments) .......June 122 
(Dividend Action) 
(To Increase Capital) ........... Nov. 140 
Globe & as ik Grewe, New York 
(Joina A. L Sept. 127 
(Change in ¢ soetre) ° Nov. 140 
Goodwin Southern, Memphis 
(New Company) Nov. 141 
Gconmmann Employees Ins., W aaiington 
(Increases Stock) 
(Perry Joins Compan — 
Government Employees. Vite, ‘Washington 
(Enters A. & H. Field) -Sept. 127 
Great American Group, 
(Official Changes) 
Great Northern, Minneapolis 
(See Undrs. at Lloyds) .......... Sept. 129 
Great Southern Insurance, Atlanta 
(Changes me) 
(Official Chan 
Grocers Cash De a Mutual, 
(Changes Title 
Grocers Mutual, Huntingdon 
(See Grocers Cash Mutual) 
Halifax Insurance, Halifax 
(Walker, President) 
Hamilton Fire, New York 
(Change in © ontrol) 


-Jan. 115 


. 140 
115 


New Y 


Huntingdon 
July 107 


July 107 


(New Director) 
(Increases Dividend) 

Hardware Mutuals, Stevens Point 
(New Director) 


--Inly 197 
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Harleysville Mutual, Harleysville 
(New Vice resident) 
Hartford Fire Group, Hartford 
(New Director) ; 
Hartford Steam Boiler, Hartfo rd 
(Pays Extra Dividend) 
Liome Insurance, New York 
(Official Changes) ........06666+. May 
(New Director) ... eee .May 
(Fitzpatrick Resigns) | ° Aug. 
Houston Fire & Casualty, Fort Werte 
(See General Ins. Corp.) . . Sept. 
ldaho Compensation, Couuz a Alene 
(Changes Title) .No 
lilinois Fire, a 
(Capital Increase) 
Industrial Mutual, Boston 
(See Cotton & Woolen) I 
Industrial ———— San Francisco 
(Capital Increase 
Insurance of N. A., Phiiadeiphia 
(Promotions) . Oct. 
Insurance Co. of the South, Jacksonville 
(New Company) 
Insurance Co. of Texas, Dalias 
(Capital Increase) 
(See Continental Fire) 
Inter-Ocean Reinsurance, Cedar. Rapids 
(Dividend Action) . . -. Jan 
Jersey losurance, New York 
(See Bankers & Shippers) July 
Jewelers Mutual, Neena 
(See National Jewelers Mutual) ..Aug. 
Keystone Mutual Casualty, Pittsburgh 
(Rehabilitation Denied) . Jan 
Liberty Mutual Insurance, Boston 
ew Vice l’residents) .... .June 
(Independe nt Merit R ating Plan) Jan 
Liberty National, Coeur d'Alene 
(See Idaho Compensation) Nov. 
Lumbermens Mutual Casualty, “Chicago 
(See American Motorists) July 
(Dividends Revised) Oct 
Manufacturers’ Casus alty, r hila¢ le sip hia 
(Appointments) Jan 
Manufacturers & Merchants, Cincinnat' 
(Executive Changes) . 4 
Marquette Casnaity, New Orleans 
(New Vice I’resident) 
Maryland Casualty, Baltimore 
(New Director) 
(Dividend Increase) 
Massachusetts Londing, Boston 
(Passes Dividend) .. 
Midway Insurance, Cleveland 
(New Reciprocal) oo 
Midwestern Fire & Marine, St. Louis 
(Control Aequired) .... 
Mid-West Insurance, Indianapolis 
(Department Acts) 
Mission Indemnity, Pasadena 
(Licensed) ood 
Mississippi Farm Tureau, Jackson 
(Begins Business) . I 
Missouri Insuranee, St. Louls 
(Tax Suit Filed) 
Motors Insurance, New York 
(Makes Final Appeal) 
(Loses Appen!) ee eee 
Mutual Auto Fire, Harleyeville 
(See THarleyaville Mutual) .... 
Mutual Renefit Health & Acc., 
(New Poliey) 
(Ruling on U. Renefit Stock) 
Mutual Service Casualty, St. Paul 
(Absorption Completed) .... -May 
Mutual Service Fire, St. Pau! 
(See Mutual Service Casualty) ...May 
National Fire. Hartford 
(Dividend Action) 
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National Jewelers Mutual Fire, come 9 
(Chauges Name) Au 

National of Hlartford Group, idartfora © 
(Rolfe Promoted) Oct 

Nativnal Ketailers Mutual, New —_, 
(Name Changed) 

Neshannock Mutual Fire, Mercer 
(Shortens Title) 

New iiampshire Group, "Mane hester 

New Secretary) .Oct 
London ¢ ounty Mutual, Norwich 
(New President) Dec 
New Zealand Insurance, Auckland — 
(Masters, Asst. Manager) ........Aug. 

North American Accident, C hieago 
(New President) 

North American Mutual, Wilmington 
(Merger Meeting Postponed) - Sept. 
Northampton Mutual, Easton 
(See Fire Insurance) . ... July 

Northern Insurance, New ‘York | 
(New Director) 

North Star Reinsurance, New York 
(Carnell Resigns) . 

Northwest Casualty, Seattle 
(See Northwestern Mutual Fire) . .Oct. 

Northwestern Mutual Fire, Seattle 
(Official Changes) ..Oct 

Ohio Farmers, Leroy 
(ltowe, Vice President) . ° .-May 

= Ilardware Mutual, Coshoc ton 

jew President) ° 

Uhio Mutual, Salem 
(New P resident ) 

Pacific Fire, New York 
(See Bankers & Shippers) 

Pawtucket Mutual Fire, Pawtucket | 
(Changes Title) . July 

Pearl-American Group, New York 
(Executive Changes) .... .. Aug 

Peerless Casualty, Keene 
(Buys United Life & Accident)...July 


(Additional Financing Proposed). .Aug. 


Penn-Liberty Insurance, ceememen 
(Davis, President) .. .. Aug 
Permanent Insurance, ( ‘olumbus 
(New Treasurer and Director) ...June 
Phoenix Insurance, Hartford 
(Increases Dividend) Jan 
Preferred Accident, New York 
(Suits to Recover Premiums) Jan 
Preferred Insurance, Grand hese 
(Brink, Advanced) . -Oct 
preg sive Fire, Atlanta 
(Increases Capital) . ooeeee July 
(Underwriting Association. 
Formed) . Aug 
Public Service Insurance, San Francisco 
(Conservator Appointed) .. -.-May 
Reliance Life & Casualty, P hoenix 
(Tilinois Dept. Upheld) 
Republic Mutual Fire, Kansas C ity 
(Collina, President) ............+«4 Aug. 
Rhode Island Insurance, Providence 
(Liquidation Requested) spe Dee 
(Inselvent) Jan 
Royal-Liverpool Group, Liverpool 
(Executive Changes) ........ 
(Executive Changes) 
St. Paul Group, St. Paul 
(Official Changes) vida 
(Promotions) .... 
Selective Insurance, Cincinnati 
(New Company) .. » 
Shamrock Casualty New York 
(Organizing 
South Central Fire, Starkville 
(New Company) 


Southern Farmers Mutual, Conway 
(Merged) . 
Southern Fire & Cai ality, Knoxville 
(New Directors) . .. dune 
Southern Fire & Marine, ‘Atiania 
(See Progessive Fire) ug 
Southern General insurance, Atlanta 
(See Great Southern) June 
(See Progressive Fire) 
Southwest General, Dallas 
(Capital Increase) 
Standard Casualty, Lincoln 
(Merger Completed) .. 
Standard Casualty, Sioux Falls 
(Elections) pesecce 
Standard National, Atlanta 
(See Progressive Fire) 
Standard Keliance, Lincoln 
(See Standard Casualty) .. 
State Farm Group, Bloomington 
(Attempt to Unionize Agents valle) 
May 
(Further Attempt to Unionize Agents) 
July 
(Executive P pometionn) soee 4 
(Executive Changes . Aug. 
(Further Attempt te U nionize) . . Aug 
Stock Insurance, Philadelphia 
(Capital Increased) 
Sun of London Group, New 
(Elections) 
Transatlantic Reinsurance, New York 
(See Exce Reinsurance) rr, | 
Travelers Group, Hartford 
(New President) Jan 
nderwriters at Lloyds, London 
(Premiums and Claims-—1951) ...Aug 
mierwriters at Lioyds, Stinneapelie 
(Converts to Stock Basis) . Sept. 
nited Benefit Fire, Omaha 
(Adama, President) ... eee 
nited Benefit Life, Omaha 
(See Mutual Benefit) 
nited Insurance, Chicago 
(False Advertising Charged) 
(\dvertixing Charges Contested) ..Nov 
nited Life & Accident, Concord 
(See Peerless Casualty) poner July 
"nited lacitic, Tacoma 
(Brown, Vice President) 
S. Casualty, New York 
(Nelson, President) 
(New President) 
S. Fidelity & G uaranty, Baltimore 
(Dorsey, Exec, Vice President) Jan 
(Tax Refund) Jan 
‘niversal Security, Memphis 
(New Company) . .. Aug. 
Utah Home Fire, Sait Lake C ity 
(Capital Increase) 
Vehicle Insurance, ¢ eveland 
(New Reciprocal) eeee Sept 
Virginia Fire and Marine, Ric hmond 
(Smith Succeeds Minor) Jan 
Western Casualty & Surety, Fort Scott 
(Stock Dividend) Jan 
Western Mutual Insurance, Des Moines 
(Polio Poliey) Jan 
Wisconsin Church Mutual, Merrill 
(Changes Name) . May 
World Insurance. Omaha 
(False Advertising Charged) .....Oct 
(Advertising Charges Contested) ..Nov 
World Life & Accident, Richmond 
(Department Acts) 
Zurich Fire, New York 
(Merger Arranged) 
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“The above discriminating list of clients recognize that an advertisement in BEST’S 
INSURANCE NEWS is a mark of distinction as only those insurance companies which 
receive our recommendation are permitted to advertise in its columns.” 
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A BRAND-NEW POLICY 





that broadens an important market for Agents 


Here is the most important new Inland Marine policy 
to be placed in Agents’ hands in the past ten vears! 


It is North America’s new Valuable Personal Articles 
Policy *—a broader, scheduled policy that takes the place 
of the six separate forms now being used to insure certain 
personal possessions. 

This great new policy widens the market for Agents 
for this class of business — because it offers the insured 
broader protection, at lower rates, on jewelry, furs, silver- 
ware, cameras, musical instruments and coin and stamp 
collections. 

Since this is a scheduled policy, all six classes can be 
written in a single form, or any of the six can be com- 


bined to fit individual needs 


You save time and trouble with North America’s 
new VPA Policy, too. Easv to rate, it simplifies vour 


ofhce detail work. Now vou need only one form to 


provide your customer with this essential protection. 


Backed by a well-rounded advertising campaign in 
The Saturday Evening Post and other national publica 
tions, this new policy is a key to increased business 
volume. It is also an important example of pionccring 
by North America 
service to vour customers 


‘ j 
n 


to help you render even greater 


Insurance Company of North America 
Indemnity Insurance Company of North America 


Philadelphia Fire and Marine Insurance Company 


PROTECT WHAT YOU HAVE®O 1600 Arch St., Philadelphia 1, Pa. 


Pioneers in Protection—Serving with 20,000 Agents in the Public Interest 





REINSURANCE is the bedrock 
of safety underlying the insurance industry’s 
contribution to the affairs of men. 


GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 
GENERAL REINSURANCE NORTH STAR REINSURANCE 
CORPORATION CORPORATION 


Fire + Inland Marine 
Ocean Marine 
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